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BRING BRISTLE THRU DESPITE WAR 
SAMPLER HOLDS CONDENSED LINE 
SCIENCE REVEALS BRISTLE FACTS 
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Wooster BRUSHES 


YOU BET THEY'RE WOOSTERS!— 
Dealers are proud to handle W oosters. 
Above is the Swinging Sampler, one 
of three unusual Wooster merchan- 
disers. It holds a condensed, complete 
line of only 26 fast-selling brushes; 

WAR CAN'T STOP WOOSTER- Though bombs fly and machine an ideal stock for the average store. 

guns rattle in war-torn China, Wooster representatives see that 

shipments of Chinese bristle get through, risk death to maintain 

the quality of Wooster Brushes. Said one Chinese, educated here, RIGHT AND LEFT BOWERS!—Twoother 

now serving Wooster abroad, ‘‘War, but business must carrying on!”’ Wooster merchandising units are the 
Counter Sampler and the Variety Vender, 
used separately or in combination with 
the Swinging Sampler. Brushes are from 
the same condensed line; interchangeable 
in all three units. Ask your jobber about 
the Wooster 3-Point Merchandising System. 


‘‘WELL OVER 25 YEARS’’ — Madge Boyles has been making 
Wooster Brushes for ‘well over 25 years.”’ It is expert workers like 
Madge who make Woosters the fine tools professional painters 
know them to be. Every Wooster Brush is actually formed by hand. 


THE WOOSTER 3-POINT MERCHANDISING SYSTEM... FOR SELLING 
SHERLOCK HOLMES STYLE! — Here’s how bristle looks under the 
er SS magnifying glass. Left to right is Chinese bristle, artificially-flagged 
OOS TER FESSSET RU. horsehair, plain horsehair, and tampico fibre. Note the sharp flags on 
ast hp the Chinese bristle, and you realize why Woosters do a better job. 
THE WOOSTER :..: % BRUSH COMPANY 
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“PROFITS ON YOUR 
Bank veut mech |> CASH REGISTER 


and prevent rust. WITH - - 


As acceptable to your customers 
as YALE Locks which are made 
by the same organization. 





Used for 25 years 
on the world’s finest 












€ 
In tubes to retail 
at 15¢ and 25¢ 


THE YALE & FOWNE MFG. £O. 


STAMFORD, CONN., U.S.A. 
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$1.00 per year. Single copies 15¢ each. Vol. 140, No. 11 
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The sales organization of the Joseph Strauss Company views Leonard’s 1938 plans 


ie 
9 


During the summer of 1937 six hundred 
women tested the 1938 Leonard Refrig- 
erator in their homes. These 600 homes 
are located all over the United States 
—in every state of the Union. 


The owners of these 600 Leonards 
kept accurate records of the perform- 
ance of their refrigerators. Records of 
their operating cost—daily recordings 
of kitchen temperatures and temper- 
atures inside the cabinets. Service calls 
were also carefully noted. These 
records, now in Detroit, prove two 
things—and prove them conclusively. 


First that the 1938 Leonards are more 
efficient, more economical to operate, 
more usable and convenient than ever 
before. 










Second that they will reach dealers ready to perform 
100 percent; that they will operate under any conditions 
in the homes of users anywhere. Truly the 1938 Leonard 
will be a “tried and proven refrigerator”. 


38 LEONAR 
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YOU CAN GO 
TOTOWN On! 





NO REFRIGERATOR DISTRIBUTOR EVER HAD 
A STORY LIKE THIS TO TELL HIS SELLING 
ORGANIZATION 


600 LIKE HER g “When I got a glimpse 


WROTE THE 1938 
LEONARD STORY 
And no refrigerator | Product and program— 
manufacturer has 
ever had a Selling 
Story like this to tell! 


of the Leonard Story— 


for 1938, my worries 








about selling refrigera- 
tors next year went out the window. 

“The minute I saw it I knew that here was a story 
that my wholesale men would literally eat up and go 
to town on. Not merely because I felt they would 
like the story itself but because I knew they'd get the 
same reaction that I got—it would sell Leonards to 
dealers and to consumers. 

“I was 100 percent right. When I broke it to my 
boys, they actually cheered! 

“And no wonder—because this 1938 Leonard story 
has got everything it takes. A product that has been 
built from the ground up to make a woman’s mouth 


water when she looks at it. A product with a new 
mechanical unit that has been proved and enthusi- 
astically endorsed by 600 women a full year in ad- 
vance! An economy story that has never had an equal. 

“Plus sure-fire advertising and promotion plans 
that we know will produce store traffic for dealers. 
Plus a floor selling set-up that even a cub salesman 
will quickly grasp and effectively use. 

“Yes sir—the 1938 Leonard story is a honey and 
I’m sure I voice the opinion of every Leonard distrib- 
utor when I say that here’s a nit) that the wholesale 
man, the dealer and the 


salesman will all go to 
town on! 


“It’s got power and 
punch —and better still, 
it’s believable.” 


THE JOSEPH asi A Co., INc. 
25-41 High St., Buffalo, N. Y. 


LEONARD Division of Nash-Kelvinator Corporation, Detroit, Michigan 
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ASK THE MAN WHO SELLS IT 
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Store of Hagar Hardware & Paint Co., Burlington, Vt. 


ask DWMEMAHON aloud 


anize 


PAINTS: VARNISHES - ENAMELS 


O flash in the pan-—but day in and day out experience for more than a gen- 
eration—that’s the story of the KYANIZE-HAGAR association in Bur- 


lington, Vermont. 





It matters little what we say about KYANIZE and its ability to up your sales, 
but it should make a whale of a difference when D. W. McMahon, ‘“‘the” 
McMahon of Hagar’s, says ‘‘“KYANIZE is tops with us.” Ask McMahon 


some time. 

The Hagar Hardware Company has just completed roo successful years in 
the paint and hardware business--100 years serving a critical Vermont pub- 
lic. There are many paint lines D. W. McMahon could carry—he prefers 
KYANIZE. He's in a position to know. 


You hard-headed hardware men who are searching for a lucrative full line paint 


proposition—-better send for the KYANIZE Dealer Plan. It won't take an 
X-ray to see the profit possibilities in this successful, progressive paint line. 


BOSTON VARNISH COMPANY 


Everett Station, Boston, Massachusetts 
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GMG6 Gxouces FOR 1938 


@MECHANICAL BETTERMENTS 


© GMC PRICES STILL CROWDING THE 
LOWEST 


@ LOWEST PRICES FOR STANDARD 
CAB-OVER-ENGINE MODELS 


© IMPROVED DUAL-TONE APPEARANCE 
@GREATER DRIVER COMFORT AND 
CONVENIENCE 


© BIGGEST STANDARD BODIES IN THE 
INDUSTRY 


GMC offers for 1938 three new 
fast-duty models, a new 34-ton, a 
new l-ton—and a stalwartly built 
114-ton model. GMC introduces a 
long list of mechanical bet- 
terments, notably improving 


GMC un- 


its extensive line. 


DECEMBER 2, 1937 


veils a new stream-style dress, a 
still finer evolution of its already 
famous “Dual-Tone”’ design. And 
GMC offers all models 14 to 12 
tons at prices that are still 
crowding the lowest! See these 


trucks —see your GMC dealer. 


Three 


anda 
FULL LINE 


Ye TO 
I2 TONS 


Built to shoulder loads not prac- 
tical for lighter trucks, GMC’s 
new %4-ton, ‘new l-ton, and new 
1'%-ton models are stoutly framed, 
amply powered, and equipped 
with the biggest standard bodies 
(panel, pick-up and stake) that 
trucks in this class afford! GMC 
now offers longer-life trucks in the 
“light heavy-weight” class—sized 
for every specific haulage require- 
ment—and all with GMC tradi- 
tional high quality—all priced 
down near the lowest! 


HCW iV4-TON 


€ TRAILERS | 

















Salem Stormoguide ( # 
Retail $16.00* 


2243 cag 
‘ ’ Vogue Standing T hermometer 


(#5368). Retail $2.00* 


Belmont Humidiguide (#5544) 
Retail $5.00* 


(Left 
Indoor Wall 
Thermometer(# 5109) 
Retail $2.00* 


(Right 
Temprite Window 
Thermometer( 45316) 
Retail $1.00* 











Hampton Humidiguide 
(#5538). Retail $3.50* 


De Luxe Window 
Thermometer ( 2 5300) 
Retail $3.50* 







Traveling Thermometer 
(#5365). Retail $3.50* 






(Right 
Candy and Jelly 
Thermometer (#5908) 
Retail $2.00* 





Bake Oven Ther- 
mometer (25928 
Retail $2.00* 


Window Thermom- 
eter (#5304) 
Retail $2.50* 


Outdoor Wall 
Thermometer 
(#5126—8”) 
Retail $1.25* 





Fairmont Combination 


Deep Frying (Stormoguide, Thermom- Mayfair Thermoguide Normont Humidiguide 


Thermometer (25910) eter and Humidiguide) (25360) . Retail $3.00* (#5535). Retail $3.00* 
Retail $2.00* # 2269). Retail $20.00* 
| ° 
(Left) \ 
Roast Meat } 
Thermometer fx 
(25936) 


Retail $1.50* 


(Right) 
Bath 
Thermometer 
(25608) 
Retail $1.50* 





Fairfax Stormoguide 
(#2257). Retail $12.00* 


f 


*Prices slightly higher west of Rockies and in Canada. 


Melrose Thermometer (#5373) 
Retail $1.75* 


























Because there are 20 ways 
for last-minute shoppers 


to say 
““MERRY CHRISTMAS” 


weather tomor- 


EATHER TODAY... 
x row—weather any time commands 
more universal attention and interest 
than anything else. Take advantage of 


this proved fact for profitable Holiday 
sales. Putthese Taylorthermometersand 





ell 


weather instruments on top of a coun- 
ter...in your window. ..or on an aisle 
table as reminders to hurried, worried, 
last-minute Christmas shoppers. Rec- 
ommend them as gifts that are different 

.smart...and always useful. 

Taylor Instruments forthe home carry 
the only well-known name in the field. 
Each one bears a Five- Year Guarantee of 
Tested Accuracy. To fill out your stock 
even at this date, simply call on your 
regular Taylor wholesaler. Taylor In- 
strument Companies, Rochester, N. Y. 
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UNIVERSAL 


MAKES LIFETIME FRIENDS 


EI Gy, 


Your 
customers 
get more 
for their 

money 
when they 

buy 
UNIVERSAL 
Electric 
lrons 





The UNIVERSAL brand remains the choice of 
experienced housewives everywhere — they 
know they can always depend upon the quality 
of UNIVERSAL Products. 


No name on household appliances has meant 
so much to Dealers as UNIVERSAL—they know 
it has the greatest public acceptance of any 
name on the market. 








No. E7836 No. E7976 
Automatic, Round Heel Wrinkle-Proof, Round Heel Adjustable Automatic 
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“YOU SOLD HIM HEX-CEL 
NETTING FOR HIS WHOLE 
CHICKEN FARM. HOW 
DID You Do IT 2“ 


= ‘JUST SHOWED HIM THE 
™ DIFFERENCE-HE COULD 
| SEE WHY IT 

IS BETTER!" 





: 
7 5 : 
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U-S*S$ AMERICAN HEX-CEL 
POULTRY NETTEING 


serican Brands: Hextraline, Str 





A Simple Demonstration 


Sells More Poultry Netting 


1 UNROLL SOME ORDINARY 
NETTING. 












UNROLL SOME AMERICAN 
HEX-CEL NETTING BESIDE IT. 





2 


















JUST LOOK AT THE 
DIFFERENCE! 

Your customers can’t miss it. Right away they 

will see that Hex-Cel is the netting they want. 

It lies as straight as a carpenter’s square flat 














as a pancake. No kinks —no bulges. Edges are 






. o@ . 
true and even. Cells are in perfect alignment. 















Oe a REET 


EX-CEL sells better because itis better-known. ; 


SRR. 


It keeps customers satisfied because it is easy 
to erect—because it stays so tight and straight. 1 


~~ Yet it costs your customers no more than ordinary 


$ netting. Check up on your stock of Hex-Cel now. a ° Y 
U-S-S American Wire Products for the farm are ° 
available for prompt shipment from our mills and 
warehouses and from nearby jobbing stocks. Write AY S 


us direct or see your jobber. 


AMERICAN STEEL & WIRE COMPANY, Cleveland, Chicago and New York 
TENNESSEE COAL, IRON & RAILROAD COMPANY, Birmingham, Ala. 
COLUMBIA STEEL COMPANY, San Francisco 


United States Steel Products Company, New York, Export Distributors 





UNITED STATES STEEL 











Other American Brands: Hextraline, Straightline 








No. 94 “Screw-to-the-Boot” 


Figure Skates. Continental pattern. 
With Saw Tooth Toe 





No. 96 “Screw-to-the-Boot” 
Figure Skates. Continental pattern. 
Similar to No. 94, except the Plates are 
detached from front of runners 





No. 52412 and 42412 
Men’s Screw Clamp Hockey Skates 





Skating at Central Park, N. Y. 


UNION HARDWARE SKATES 


What a thrill skating brings to thousands of people. What 

profits to dealers. Be prepared with the quick selling maa hg hay tng Sygees 
Union Hardware Ice Skates. These nationally known 
skates are trade winners for all who display them—now 
is the time! 





What a line for 1937-38—nine smartly designed, sturdily 
constructed, beautifully finished models that win skaters 
right over to them. Hockey, clamp and figure skates for 





men, women, boys and girls of all ages. sasha sili. Saleen abies 
Ladies’ Screw Clamp Hockey Skates 


Remember the holidays are just ahead and “Santa” is al- 
ways “Bagging” Union Hardware Skates to make Christ- 
mas a merry occasion and the New Year a happy event for 
every skater. Keep well stocked. Send for Catalog No. 
35. It shows complete line—makes selection easy. 





Please Order from Your Jobber 





Model of No. 5124 
SEREE OAL Ladies’ Screw Clamp Skates 


HARDWARE COMPANY 
orth A 
TORRINGTON. CONN. 


NEW YORK OFFICE IS| CHAMBERS STREET 





No. 1562 New Tubular Hockey Skates No. 07 “Screw-to-the-Boot” Model of Nos. 5624, 562412, 572412 
with Clamps Satin Nickel Hockey Skates with Relieved Runners Ladies’ Screw Clamp Skates 
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THE SIXTH IN A SERIES OF INTERESTING WINDOW TREATMENTS 
Architect...Henry Wilkinson 

Pennvernon Window Glass is unusually flat and free from 

distortion. It permits exceptionally clear vision. Its sur- 

face beauty and reflectivity is long lasting. And it can be 

glazed either side out . . . because both sides of the Penn- 

vernon sheet possess the same brilliant, reflective finish. 


om PITTSBURGH, ZZ, 
Prat PLATE GLASS COMPANY Globe. 
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STANLEY TRACK 
Made On A Die 


Straight As A Die! 


Every piece of Stanley Track for all types of sliding doors is made by 





STOCK ONLY THREE SIZES the same method—on positive dies that form the metal straight and true. 


Formed “‘straight as a die’’, every piece of Stanley Track is uni- 
You need only three sizes of Stanley Track and 


. , M r 
Sbinbinaet the sanieuetnateh dite form ... never distorted. It’s bound to fit. Long-wearing Stanley 


doors up to 1000 pounds. Write for Catalog 38. Hangers roll smoothly on it; never catch or bind. You can recom- 


| STANLEY ] 


mend it to your customers with assurance of complete satisfaction. 








THE STANLEY WORKS, NEW BRITAIN, CONN. 


STANLEY HARDWARE 


(arefree LDoorL 
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Whipping up sales on shovels begins 
with getting something more to sell 
than mere shovels. And you do in 
Wood’s, the best known, most popu- 
lar shovel line in America! 

First, the exclusive Closed Back. 
Shovel buyers see its advantages 
immediately ... greater strength be- 
cause of its one-piece design . . . great- 
er productivity because of its smooth 
under-surface. You realize its inven- 
tory advantages too. No further need 
to stock strap weld, solid shank and 
hollow back models. One type in- 
stead of many! 

Feature Two is the Turned Shoul- 
der, which provides a more rigid 
blade, an end to shoe sole butchery. 
For Feature Three, consider the 


Tapered Socket with super-resilient 
hollow shank, a natural fit for the 
hand, a better balance, and extra 
sturdiness where many shovels are 
weakest. Last but not least is Heat 
Treating by which tough steel blades 
and shanks of Big Fist, Wood and 
Stuart grades are made even tougher, 
still more resistant to wear. 

If you would hold the whip hand 
over competition and over shovel 
business in your territory ...if you 
would drive more dollars into your 
cash register... look into the pos- 
sibilities of the Wood’s line now. 
Ask your jobber, or we'll be glad to 
send our latest catalog direct upon 
request. THE WOOD SHOVEL AND 
TOOL COMPANY, PIQUA, OHIO. 
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1 CLOSED BACK—Smooth and non-clog- 
ging; strong one-piece design. 

2TURNED SHOULDER—Stiffens blade: 
wider, non-cutting foot rest. 

3TAPERED SOCKET—Com fortable 

dhold; greater strain resistance. 

4 HEAT TREATED — High-grade steel 

becomes still harder, Tansuosensing. 
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SALES COURAGE :— 


Hardware dealers need more 
sales courage in dealing with 
prospects for builders’ hardware. 
Plumbers and electricians, in all 
parts of the country, are building 
up their per house sales for both 
equipment and services. Some of 
this sales work is accomplished by 
means of more stringent local 
building codes. Always sold as a 
“matter of public interest” the 
plumber persuades more exacting 
ordinances on the basis of more 
efficient sanitation for protecting 
the health of the community. The 
electrician talks about safety for 
life, limb and property. Each 
group often has the support of 
banks, mortgage companies and 
others whose financial welfare is 
definitely tied up with home 
financing. Surely it is a fair and 
proper argument that better grade 
builders’ hardware improves a 
property, helps protect its resale 
values and protects the mortgage 
money. Why not enlist the sup- 
port of banks and mortgage com- 
panies toward some degree of 
standards for finishing hardware? 
Specifications are always precise 
regarding electrical wiring and 
equipment, plumbing, lumber 
used, foundations and paint. Why 
not hardware? The hardware fin- 
ishes a house, either completing a 
design motif or spoiling it. Hard- 
ware is the jewelry of the home. 
We need more fighting sales cour- 
age in dealing with builders, con- 
tractors and prospective home 
owners. Compared to the total 
investment of a home, regardless 
of its price classification, the very 
best and highest priced hardware 
would still represent a small rela- 
tive part of the total, and seldom 
if ever requires much servicing 
and practically no replacement. 
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Just Among 


Ourselves 


By CHARLES J. HEALE 


FARM MARKET :-— 


An important part of the hard- 
ware business of this country 
comes from sales made to farm- 
ers. At the present time farmers 
have greater buying power than 
ever before, and, due to radio, ad- 
vertising and hard surface roads, 
have a more intimate knowledge 
of home comforts. That the farm 
market has never been scratched 
in a great many lines sold through 
hardware channels has been clear- 
ly shown by every study made of 
farm conditions. A recent study 
by the Agricultural Outlook offers 
the following sales opportunities 
ideas: “Only 20 per cent have 
sinks and drains; only 17 per cent 
have even cold water piped into 
the house; only 6 per cent have 
piped hot water; only 9 per cent 
have flush toilets; 8 per cent have 
furnace heat and only 4 per cent 
have either gas or electricity for 
cooking.” These figures, of course, 
represent national averages. Lo- 
cal conditions will vary, but the 
best will not even reach twice the 
average figures. This being the 
case, there is an impressive farm 
market available for hardware 
store outside selling activity. 





BUYING POWER:-— 


Roger Babson, internationally 
famous statistician and prophet. 
has recently offered some very 
optimistic comments on increased 
buving power. He says: “Farm- 
ers will average $24,000,000 more 
per week this year than last—a 
$9,000,000,000 income, 15 per 
cent ahead of last year—best 
since 1929! Factory workers will 
make $50,000,000 more per week 
this yedr than last—$11,300,000.- 
000 income, 30 per cent ahead of 
last year—best since 1929! Divi- 
dend checks will be about $10,- 
000,000 per week greater than 
last year—a $4,400,000,000  in- 
come, 13 per cent ahead of last 
year——best since 1931! All indi- 
cations point toward the best fall 
business since 1929.” This repre- 
sents approximately $84,000,000 
more buying power per week this 
year than during 1936. 


CLERKS’ UNIONS :— 


A man who represents himself 
as an official for what he termed 
“a growing retail clerks’ union 
for the hardware, plumbing and 
allied trades” phoned me recent- 
ly. He protests that I am unfair 
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The December Coleman “Display of the Month” 


Feature Coleman Appliances for 





a Prosperous Holiday Season 
* IDEAL CHRISTMAS GIFTS * SURE SALES STIMULATORS 


For a Merry Christmas and a Prosperous Holiday Season, start featuring 
Coleman Appliances now! They lead the parade of Christmas Gifts because of 
their two-fold sales appeal— attractive appearance and practical usefulness. 
And a display like the one pictured above will help lead a parade of Christmas 
gift buyers to your store! 

The above picture shows a suggested display of Coleman Appliances that are highly 
popular with the gift trade. We will furnish the Christmas banners, cards and pedestals 
for your Christmas display like it...also ads featuring Coleman Appliances as 
Christmas gifts which you can use to pull sales your way. 


Be sure to have a full selection of Coleman Gifts 
for your trade. Order from your jobber now— 


USE THE COLEMAN and make your cash register sing a “Christmas 


MONTHLY DISPLAY SERVICE— carol” of profits! 
WRITE today for your Christmas display 





The Coleman monthly display service—it’s FREE 


to you—will prove a big help in boosting your material. Feature Coleman Gifts in your store 
sales. Each month there is a suggested display displays. You'll find that it pays from a profit 
arrangement of the Coleman items to feature standpoint. Tell us what products you want to 
that month. We furnish the banners, cards and f P ; mT P h y d 
other display material. It will pay you to use this eature. We'll cooperate with you. Be prepare 

free service every month. for a good Coleman holiday trade. Now is the 


time to act. 


THE COLEMAN LAMP AND STOVE COMPANY 


WICHITA, KANS. CHICAGO, ILL. PHILADELPHIA, PA. LOS ANGELES, CALIF. (FD-56) 
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to the basic purposes behind re- 
tail hardware clerks’ unionization. 
He says: “The retail clerks’ union 
is a good thing for the hardware 
dealer. It will help drive the 
chiseler out of business. It will 
stop Sunday selling and long 
hours and will tend to eliminate 
price-cutting stores from busi- 
ness.” These words are not an 
exact version, but they do convey 
his ideas. Just how a _ clerks’ 
union will curb price-cutting is not 
clear to me nor was I able to ob- 
tain a further explanation on this 
point. But he did say that in his 
own efforts to unionize hardware 
store staffs he was stressing these 
particular points and had found 
“many hardware dealers” recep- 
tive and even appreciative, par- 
ticularly to his theory regarding 
price-cutters. This is not a new 
appeal, but I do suggest that 
hardware dealers obtain a very 
clear understanding as to how this 
will be accomplished through 
unionization and further suggest 
that this point and other factors 
be thoroughly understood and pre- 
cisely stated prior to signed agree 
ment. It all seems vague to me at 
present, and I am of the further 
opinion that price-cutting stores 
probably obtain a reasonable share 
of patronage from members of 
various unions in all parts of the 
country despife relatively poor 
wages paid, long hours of opera- 
tions, etc., in such stores. 


IMPORTANT :— 

Selling advertising space in pro- 
grams for all kinds of dinners, 
benefits, etc., is an old game and 
is usually done under pressure. 
Such advertising is seldom worthy 
of the name. It offers the maxi- 
mum in doubtful value and should 
be charged as a “gift.” It is 
precisely that. Often it is a gentle 
form of holdup. Refreshing is a 
bulletin on the subject from the 
Cleveland Better Business Bureau, 
Inc., which reads, in part, as fol- 
lows: “Boon to businessmen is 
the ruling of the National Labor 
Relations Act which says: ‘It shall 
be an unfair labor practice for an 
employer to donate or interfere 
with the formation or administra- 
tion of any labor organization or 
contribute financial or other sup- 
port to it.’ This should be an effec- 
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tive buffer in refusing labor bene- 
fit, advertising, etc., appeals.” 


DATED CATALOGS :-— 


In these happy days of dated 
coffee, dated eggs, and dated what 
have yous, most catalogs continue 
to be issued without an identify- 
ing date. A reader comments on 
this in the following manner: 
“Why in the name of efficiency 
and every other reason, do not the 
manufacturers in all cases put the 
date of issue on their catalogs. We 
recently went completely through 
our files, and culled out all dupli- 
cate catalogs, and you would be 
astounded to see how many cases 
we had where we could not find 
any date or identification on sev- 
eral issues of a catalog. All 
we could do was to use our best 
judgment as to which was the lat- 
est issue. We no doubt threw 
away many late issue catalogs that 
cost someone a lot of money. An- 
other method that means nothing 
is to label it No. 42 or by letter 
such as ‘K’ or ‘L.’ If you do not 
have a date, after a time you do 
not know how old it is, and you 
consider it more or less undepen- 
dable. We have a rule that all 
catalogs and price lists are to be 
marked with the month and year 
received, such as 8-37 for this 
month, but it is easy to overlook 
this in filing them. I am sure an 
ageressive campaign to get all 
manufacturers to date every thing 
they print, not in small type you 
cannot read in the margin some- 
where, but like you date your di- 
rectory issue, in large type on the 
cover. And tell them to forget any 
code or other system that means 
nothing except to them, or to a 
buyer who is so familiar with 
their line that he knows the code.” 


THE REASON :— 


Obviously, failure to date a 
catalog is premised on the desire 
to make it last as long as possible 
and to make it seem “recent” 
until a new issue comes along. 
This reader understands this phase 
of the question when he writes as 
follows: “Of course, I understand 
why they dislike putting the date 
on their printed matter. If the 
date is old before a new issue, thev 
think they will be criticized for 


letting a new catalog or any sell- 
ing data get so old before a new 
issue. This might be so, in certain 
cases, but at least the man for 
whose use they issue the stuff 
would know what he was doing. 
A uniform system for those who 
refused to put on the actual date, 
which would be ideal, would be 
to mark them with both the 
month and year such as 1-36 or 
8-37. It would not give away the 
date except to those who were wise. 
In our advertising literature, you 
would be surprised to see how 
much stuff has no date on it. | 
mean now, stuffers for mailing. 
handing out over the counters. 
etc., and material for the use of 
salesmen. I have seen our adver- 
tising man clean this stuff out at 
intervals of a year or so, and seen 
him look all over the circular for 
a date. If no date could be found, 
he would ask the buyers if it was 
still current, then they would 
quickly read it through and try 
to determine how old it was, and 
unless they found it was current, 
after a few cuss words and in dis- 
gust they would say ‘Throw it 
out, we cannot tell. Why don’t they 
date it?’ No doubt much costly 
material, still current, has been 
thrown out because they were not 
sure.” 


REBUTTAL ?— 

If there is some proper rebuttal 
I would welcome it. It seems to 
me that this reader has expressed 
an annoying problem that has per- 
plexed a great many wholesalers 
and retailers in connection with 
catalog files. If the lack of date 
confuses the customer and weans 
him toward another competing 
line of goods for which he knows 
he has a more recent catalog, the 
sales argument in favor of dated 
catalogs will be readily appre- 
ciated. Why not date hardware 
catalogs? Even though a catalog 
date might make the book look a 
bit old, the customer using it 
would feel sure that he at least 
had the most recent available copy 
and for some lines the lack of a 
very recent date might not be any 
particular handicap. Certainly, it 
would be preferable to having a 
customer in such a_ perplexed 
frame of mind that he turns else- 
where to place an order. 
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TAKING THE MYSTERY OUT 


By ADON H. BROWNELL 


Chapter 15—Intermediate Course 


Door Butts for Residential Wood Doors 








h | OW that you have gained 

a knowledge of the base Schedule A 

metals used in the manu- THE CORRECT SPECIFICATIONS FOR BUTTS ON WOOD DOORS 
facture of builders’ hardware and Two butts should be used for doors measuring 5’ or less in height. Doors of a 
the various finishes of these base greater height require one butt for each 24%’ or fraction thereof in height. 
metals we shall proceed with our Extra heavy butts should always be used on doors where high frequency ser- 


: vice is expected. 

study much along the general line In using the table, whenever the door is of such a size as to call for butts of 

we did in our recently completed regular weight, but is of such a character as to come into the high frequency 

elementary course. classification, then extra heavy butts of the same length and width are to be sub- 
We will take up first the study _ Stituted. ; 

of butts and hinges as we did be- Butt sizes given refer to length of joint. 


fore when first we hung the doors 











of the modes hee In this Door Dimensions Size of Butts 
course, however, considering your %” and %” Cupboard eS NS ea 2%” 
‘ %” and 14%” Screen Doors up to 36” wide .................... >a 
advancement in knowledge of the ue eos » 
7 ; : eee I oe cose cox ped aidtennsretudcaalbecad 3% 
subject, the outline will be more 14%” and 1%” Doors up to 32” wide ..... PR TN rem 314” 
detailed. gS gk ene ere 4” 
It is not enough to know that lf”, 1%” and 1%” Doors up to 32” wide .................. 44” 
31% by 3% butts are generall over 32” to 37” wide Piet eel ncn cunbancae as 5” 
ase dl 13 inch doors , a over 37” to 43” wide 1 Ete ore ee 5” extra heavy 
8 , wee dB” to SU Wade. .....ooicccciccceascs. 6” extra heavy 
they are used. In this chapter = Ae awe Pe ee ee = 
butts a number of questions will | over 87” to 43” wide.................005. 5” extra heavy 
be answered that may be in your OUST 1658 WIGE. «5... cc cccacene: . 6” extra heavy 
mind. 
In order that you may under- Schedule B 
stand what sized butt is required EXPECTED FREQUENCY OF OPERATION OF DOORS 


for various sized doors a schedule 


; : : : (Number of operations of one leaf of door, opening and closing = 1 cycle] 
is copied in this chapter as rec- 











ommended by various manufac- Expected Frequency 
turers. This schedule will prob- Type of Building and Door Daily Yearly 
ably do in 90 per cent of the cases. Large department store entrance ......... ... 9,000 1,500,000 ) 
However, it is well to know how to Large office building entrance eee 1,200,000 
Theater entrance : ROR Oy Ptr . *1,000 450,000 ‘ 
“— pr he pny ae thet 860 Schoolhouse entrance See cues aed 1,250 225,000 | High fre- 
; Schoolhouse toilet door aor ae pee 1,250 225,000 | Tency 
degrees make a circle. On a Stowe or bank efitrance ........ 2.0... cccccecss 500 150,000 
hinged door the maximum num- _ Office building toilet door ALES OAS 400 118,000 | 
ber of degrees we usually consider 
is half the circle or 180 degrees. Seno gee ane Saiabok chika bob ewowes 2 mon 
ce building corridor door ................ i 

in ory A —. — — — Store toilet ON ae apn tran in brea Greta achatnia ai 60 18,000 
a tae — ae © ier Dwelling house entrance .............. se eissidiioet 40 15,000 
or other obstruction prevents their Dwelling house toilet door ..................... 25 9,000 
opening wider. Dwelling house corridor door .................. 10 3,600 

The closer the center of the pin Dwelling house closet door . seaeDare eas 6 2,200 
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Schedule 
GENERAL INFORMATION 


On butts where two dimensions are given the first always indicates height (not 
including the tips) and the second width. Thus a 6” x 5” butt is 6” high and 5” 


wide when open. 


For the correct specification for butts for various types of doors see page 10. 

To determine the proper width of butt for a door, take twice the thickness of the 
door, plus the thickness of the trim, and deduct one-half inch for doors up to 2%” 
in thickness; deduct three-quarter inch for doors 2%4” to 3” in thickness. 

The following table gives the clearances of regular stock size butts for wood. 


The clearance is estimated on butts set back 4” 


for doors 


im", 1 


fs ae 1% ” 


” 


: 


1%”, 2” and 24” in thickness and *4” for doors 244”, 2%” and 3” in thickness. 








Thickness Size Maximum Thickness Size Maximum 
of Door of Butt Clearance of Door of Butt Clearance 
(Inches) (Inches) (Inches) (Inches) (Inches) (Inches) 

1% Ss £3 4 2 Vx 4% 1 
3%x3% 1% oS £5 1% 
4 x4 1% 6 x6 2% 
2% oS 25 ] 
life 4 x4 1% 6 x6 2 
4% x 4% 1% 6 x8 4 
Ss «85 . 2% 
6 x6 3% 2% 5 x5 % 
o 6 x6 1% 
6 28 3% 
1% 4 x4 1 
4% x 4% 1% 2% 6 x6 1% 
§ #5 2 6 x8 3% 
6 x6 3 
3 6 x6 % 
6 x8 % 
1% 4% x 4% 1% 8 x6 % 
§ x5 1% 8 x8 2% 
6 x6 2% 8 x10 4% 





can be to the center of the radius 


on which the door is swinging the 


better. There is less 
hinge and strain on 


and the appearance is better. 


The comparative 
chart for butts 
appears on the 
next two pages. 
The chapter con- 
tinues on page 24 


The rule of twice the thickness 


of the door plus the thickness of 


wear on the the trim less 1% inch for doors 


the screws 
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opening 180 degrees is a simple 
one to memorize. 


If the doors 


are particularly heavy, are used a 
great deal or have door closers 
requiring stronger butts than 
standard either use ball-bearing 
butts, heavier gage butts or butts 
higher, but not wider, than reg- 
ular. 

The detail shown in Fig. | of a 
door, frame and trim will give 
you a good idea of the terms and 
usual conditions in connection 
with hinging doors on butts. Use, 














ann 


C ‘ + Doorin DH 

} Open position wna 

cape! <= ht 
Fig. 1 





under most conditions, only such 
sizes of butts as are standard with 
the manufacturer from whom you 
are buying. Making special size 
butts is expensive and _ unneces- 
sary. 

On the following pages you 
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MARDWARE Comparative Butt Chart fo: B, 














Note— 
assum 
compa! 
a 
= E 8 & 
| go) 8 
Metal Weight | Bearing Pin | = 8 5 é 
| S 3 £ ge \ ea ° 
4 5 A) 2 5c ay 
iz : cS e ga|a¢ 3 
| | m | Om : 
_ siatebdoes a prek aiid - 
Wrought Bronze | Extra Heavy | Ball Loose Polished sBevelled’| | Regular | Full Butt 282 
Wrought Bronze Regular Ball Loose Polished ; Bevelled | | Regular ie Full Butt 280 
Wrought Bronze Regular Steel Bushed | Loose Polished Bevelled Regular Full Butt ‘ 975 
Wrought Steel Regular Ball Loose Planish Plated Regular Regular | Full Butt ia 
Wrought Steel Regular Plain Loose Polish and Plated | Bevelled Regular | Full Butt 
Wrought Steel Regular Plain Loose Polish and Plated Regular Regular | Full Butt i 
Wrought Steel Regular Plain Loose Planish Plated Regular Regular Full Butt 44 
Wrought Steel Regular Plain Loose Planish Japd. | Regular Regular | Full Butt 
Wrought Steel Regular Plain Loose Planished Regular Regular | Full Butt 
Wrought Steel Regular Plain Loose Planish Plated Regular Ornamental | Half Surface | 
Wrought Steel Regular Plain Loose Planish Plated Regular Bevel Edge Half Surface 303 
Wrought Steel Regular Plain Tight Planish Plated | Regular Regular | Full Butt 
Wrought Brass Light Plain Loose Polished Regular | Regular | Full Butt | : 
Wrought Steel Light Plain Loose Polish Plated Regular | Regular | Full Butt = 
; res! oles =: A as: Se a ee 
Wrought Steel | Light Plain Loose Planish Plated | Regular | Regular | Full Butt 
Wrought Steel Light Plain Loose Planish Plated | Regular Narrow | Full Butt 304 
Wrought Steel Regular Plain Loose Planish Plated | Regular | Special | Parliament | 
Wrought Steel Regular Plain Loose Planished Regular ; Broad Full Butt | 305 
Wrought Steel Regular Plain Loose (Brass) | Hot. Galv. Regular Broad | Full Butt 
Wrought Steel Light Plain Loose | Planished Regular Broad Full Butt 
Wrought Steel Regular Plain Tight Planished Regular Broad | Full Butt 301 
Wrought Steel Regular Plain Tight (Brass) Hot. Galv. Regular Broad Full Butt 
Wrought Steel Regular Plain Tight Planish Regular Narrow Full Butt * 308 ‘ 
Wrought Steel Light Plain Tight Planish Regular Narrow Full Butt * 
Wrought Steel Light Plain Tight Planish Regular Narrow Full Butt * 306 
Wrought Steel Light Plain | Tight Planish Plated Regular Full Surface 3% 
Wrought Steel Light Plain | Loose Planish Plated Regular Full Surface 





* This manufacturer makes these butts but uses different numbers for each size. 
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t for Butts Commonly Used on Residence Work 














ean i Finney a Copyrighted 1937 by Hardware Age 
mevomranteetc Rondaieid by the manufacturer. 239 West 39th St., New York City 
flats. | 6 | ds | e | a@ IE lel eels.| 2 lat 
elmo | oF | a | | ¢ | g | € | #2) sé) al edlai| & | os 
alas *| #2 | € | #e : i 2 | FE | 3 | | seis8/ § | 38 
SY mS Oo | OF , ae CO Zz | mr we | a | we | oA a > ey 
982 --BBI502 =» BBSOB0A =: 43386 ae BB081 2558 BBi8i | BB681_ 
280 -— BB1500~=—s« BBSOOOA=—SC«é&@BRGB “BB80 | 2538 BB180 | BB680° 
915 450018008 3313 | 80 2541 175 | 675 
: ; BB220 BB1241  BB4000 _—«=~&BAT14 ‘BB241 | 
1239 2415 | 93713 239 | 
; 92015 «124415 stg 3714 500 Pol. | P0591; aug | 
- 441 990 1241 2410 2714 500° 0591, 142 241 | 
441 Japd. 120 1731. ‘7310 714) «600 Japd. | Joo 137 731 | 
441 Brt.S. 20 1823 8230 714 500 Brt.S. 091, 328 823 | 
:7 360 480 1100 1357 2740 420 . 600 1600 | 
i= 365 485 1160 344 2745 450 | 210 1660 
: 225 1291 8080 2705 2151; 21 | 
1589 2400A 3318 . 2834 189 | 689° 
! 490}, 128915 | 2402 3718 . P0272); 28915) 
_ 389 490 1289 2400 2718 628 02721, 982 289 | 
i= 395 390 1295 240 2722 528 02833 ; 592 205 | 
780 1260 244 2716 650 4 260 | 
= 904 Brt.S. 255 1804 8040 703 504 91, 408 a4 | 
904Galv. 1255G. 1334 8040GBP  Sc703GBR 504GBP | 1191; 408! 5 1334 | 
= 934 Brt.S. 280 1834 830 717 608 721 438 a4 ; 7 
908 Brt.S. 225 1808 8080 705 505 151; 880 808 | 
908 Galv.  1225G. 1319 8080GBP Sc705GBR 505GBP 1151; 880! » 1319 | 
” 938 Brt. S. 1800 850 700 855, g00 | 
938 Brt.S. 260 1838 810 719 518 803; 388 838 — 
aes 940 Ert.S. 265 1840 820 721 508 833; 048 840 ae 
= 460 1000 1245 2726 485 81 1478 aes 
430 1033 1352 455 640 1472 i 
_ 








Note—Where no manufacturing number is given it means that the firm does not make that particular butt. 
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will find a comparative list of all 
the popular types of butts used 
for wood doors in residence work. 
On the steel butts several of 
them should also be stocked in 
sheridized before plating. 
There are several hardware 
terms used with butts that you 
should know. Here illustrated are 
three of the types of tips used 
with butts. These are in Fig. 2. 





Fig. 2 


Modernistic and other design tips 
can also be secured on special 
order. 

On loose removable pin butts 
you will find such terms as “non- 
rising,” “self-retaining,” which are 
two methods used by manufac- 
turers to stop the loose pins from 
working upwards out of the leaf 
of the butt. 

Then you will occasionally have 
use for loose joint butts as shown 
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in Fig. 3, particularly on shutters 
(blinds). 

Tight (non-removable) pin 
butts have the pins riveted solid 








Fig. 4 


as indicated in Fig. 4. These are 
often used on casement windows 
and doors opening out as the pins 
cannot be removed. 

Visible and invisible ball bear- 
ings, special composition bronze 
washers and other methods have 
been used at different times in 
order to eliminate the wear of the 
butt at the joints. The most pop- 
ular generally used and most satis- 
factory type is the visible ball- 
bearing type. This method adds 
greatly to the life of the butts. 





Fig. 5 


For heavy doors, doors with door 
closers or doors getting excep- 
tionally heavy use (see door fre- 
quency list) the type of butt shown 
in Fig. 5 is highly recommended. 

One manufacturer recently de- 
veloped a new bearing for butts 
called “Oilite.’ The 
made for this bearing that it will 





claim is 


never squeak, that the metal is a 
remarkable oil-impregnated steel 
and can be furnished at the same 
price as ball-bearing. 

The higher quality type butts 
are manufactured with bevelled 
joints, that is, the inner edges of 
the leaves are bevelled, making 
a closer fitting joint. These butts 
are fully polished to a high finish 
and are heavily plated. The outer 
edges are true and the corners 
are square. The shoulders of the 
tips fit flush with the barrel. 

On steel butts the next step 
down in price is the polished butt. 
These butts are polished and 
plated but do not have the other 
refinements described in the pre- 
ceding paragraphs. 

If you have sold any butts at 
all you are quite familiar with 
the regular planished and plated 
steel butt, which is the most com- 





Fig. 6 


monly used type. It is shown in 
Fig. 6. The steel has a fine cold 
rolled finish but it is not polished 
before plating. 

In the comparative list (pages 
22-23) a number of butts are men- 
tioned in plain steel and hot gal- 
vanizing. These are the same 
quality steel butts as the planished 
butts but are not plated in the 
case of plain steel. There are 
many uses, however, for hot gal- 
vanized butts, particularly on case- 
ment windows opening outward. 
Hot galvanizing is a better rust 
resistant than electro galvanized 


Charts similar 
to the one on 
the preceding 
pages will be 
featured with 
Chapters 16, 17, 
18 and 19. 
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but hot galvanized butts cannot be 
plated after galvanizing as can 
electro galvanized. 

Hot galvanized butts can be 
painted though and that brings up 
one other feature on butts often 
used in residential work, the 
milled back leaves for butts that 
are to be painted where it is de- 
sired to paint the butts to match 
the woodwork. See Fig. 7. 





Fig. 7 


There are two other standard 
rules regarding butts with which 
you should be familiar. First, 
they are made in three weights— 
extra heavy, regular and light 
weight. Second, on smaller butts 
the widths are generally described 
as broad, middle and narrow. 

Olive knuckle butts such as are 
shown in Fig. 8, are often used in 


fine residential work. Although 
expensive to apply, they are ex- 





Fig. 8 


ceedingly attractive in appearance 
and consequently architects often 
demand them on their better work. 

The schedule described in this 
chapter has dealt with wrought 
brass or bronze and wrought steel 
butts. 

One of our leading hardware 
manufacturers has advised us of 
the increasing use of cast bronze 
and cast iron butts. These are 
manufactured by almost all the 
larger hardware firms, and I take 
the liberty of quoting from that 
manufacturer’s letter, in part, as 
follows: 

“Our sales on cast iron, loose 
joint butts, have increased won- 
derfully in the last few years, 
owing to the prevalence of the 
colonial type of residence. We 
have also had an increase in the 
sales of our regular cast iron 





butts, mostly, however, with but- 
ton tips instead of ball tips. 

“All the old houses, of course, 
are equipped with cast iron butts 
and in through this section, they 
are mainly of the colonial type; 
some of them being hundreds of 
years old with the butts still oper- 
ating perfectly.” 

As author, it was not my desire 
to overlook cast butts. I had 
planned to discuss them in the 
advanced course, but, in respect to 
this letter, it gives me pleasure to 
mention them now. Sizes, trade 
descriptions, etc., apply equally 
well in cast butts as they do in 
wrought. 

There has been no attempt in 
this chapter to discuss anything 
but standard butts for more or 
less general use. It is not the 
easiest chapter in the series to mas- 
ter but when you have mastered it 
you will have a general knowledge 
of butts that will stand you in good 
stead for all your builders’ hard- 
ware lifetime. 

In a later chapter we will take 
up individually special kitchen 
cabinet hardware, shutter hard- 
ware and screen hardware, which 
studies will include butts and 
hinges for these types of openings 
with the other hardware required. 

In the next chapter we will 
study other types of butts and 
hinges used in residential work. 


Dealers Are Still Ordering This Blueprint 


Although published six months 
ago, the blueprint of the home 
used as an example by Adon H. 
Brownell in his articles on Build- 
ers’ Hardware is still in demand. 
Orders for additional copies con- 
tinue to pour in steadily on Hard- 
ware Age. 


A 3-cent stamp to cover post- 
age will bring you a copy with- 
out delay. Send for it today] 


Published in Hardware Age, 
May 20, 1937. As pages 
28A, 28B, 28C and 28D. 
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Looking toward the 
front of the store 
with the builders’ 
hardware and tools 
on the left. Easy 
to select anything 
from this display. 


Modernizing Builds Business 
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ECAUSE open display tables 
and easily accessible mer- 
chandise do not represent 
the entire story in a modern hard- 
ware store layout, Charles Black- 
ford, 424 N. 35th St., Milwaukee, 
Wis., had the layout and color 
scheme of his entire store changed 
late last year. While the store was 
being rearranged serving custom- 
ers was quite a problem but ever 
since the rearrangement was com- 
pleted business in most lines, says 
Mr. Blackford, “has shown con- 
siderable improvement.” 
Paint, some new fixtures and ac- 
cessories, an attractive green floor 
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covering, and a general rearrange- 
ment of stock and fixtures made 
Blackford’s display room look like 
new. These factors increased busi- 
ness because customers found they 
were better able to circulate through 
a brighter looking store and be- 
cause women’s and children’s lines 
were generally separated from 
those chiefly of interest to men. 
The new layout has given the entire 
store a brighter appearance, it 
looks wider than it formerly did— 
although the display room is ac- 
tually narrower but a few feet 
longer—and it has wider aisles. 
Prior to the rearrangement, 





Streamlined Store 
Is a Decided Help 


This old arrangement was 
irregular and customers 
wasted both steps and 
time in going from one 
section to another to 
make their purchases. 


which was supervised and com- 
pleted by the Retail Service De- 
partment of Frankfurth Hardware 
Co., Milwaukee, wholesale hard- 
ware distributors, the store was so 
badly broken up that it was neces- 
sary for customers to follow a cir- 
cuitous route in order to see the 
entire store. Open display tables 
were used before the remodeling, 
but built-up displays were not used, 
as is now the case. A jog in the 
wall, in the front of the store, made 
it easy for people to pilfer mer- 
chandise, in the paint and allied 
lines section, and prevented cus- 
tomers from clearly seeing mer- 
chandise displayed toward the rear 
of the store. Some of the fixtures 
were finished in dark brown, while 
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Housewares are at 
the right, smaller 
items are in show- 
cases and on the 
tables. Everything 
in this store is on 
a straight aisle. 


for Blackford in Milwaukee 


Aids Patrons and 
in Speeding Sales 


The new layout’s modern 
in every respect. Wall 
displays are in straight 
lines. Tables and cases 
are also aligned making 
it easy for the shopper. 


others were of a lighter shade. 
Three glass cases were used and 
builders’ hardware and tools were 
displayed behind glass doors. There 
was practically no space on the 
main floor for keeping surplus 
stock. Steel goods were behind the 
staircase and were visible only to 
customers in the rear of the store. 

In the new layout built-up table 
displays are used wherever it is 
practical and tables and wall dis- 
plays are in a straight line. Surplus 
stock is now stored, out of sight, in 
the space where the jog in the wall 
was previously located. The office. 
which formerly took up a large 
square space in the rear of the 
store, is now in back of the mer- 
chandise displays. The only glass 
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case in the store is used in the rear 
of the display room for showing 
items such as thermometers, cut- 
lery, flashlights and stuffed toys— 
merchandise which is easily pil- 
fered or made unsalable as a result 
of exposure to dust. White display 
panels, for builders’ hardware, 
tools, etc., have replaced the glass 
covered panels and the stock is kept 
behind the sample boards. 

The former layout included four 
crowded and irregular aisles, which 
have been replaced by two wide 
aisles, which are partially covered 
with an attractive green floor cov- 
ering. Old fixtures which were not 


adaptable to the new arrangement 
are now utilized for storing surplus 
stock in back of the store fixtures. 
The counters are finished in green 
and the tables and wall units are 
white with green trim. Storage 
drawers are also finished in green. 

Electrical and plumbing sup- 
plies are shown on stepped up 
tables, each item being shown in 
its own glass separated compart- 
ment with price cards of uniform 
size plainly in evidence. On the 
women’s and children’s side of the 
store are displayed housewares. 
table appliances, a wide variety of 

(Continued on page 88) 
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Its Time to Get Started on Your 


HRISTMAS—the gift sea- 
son of the year and a 


source of revenue for the 
hardware dealer—is at hand. 
Throughout the entire country re- 
tailers are completing plans for 
decorating their stores during this 
festal season. It’s the season for 
eye-catching window displays and 
the store that succeeds in attract- 
ing prospective customers to its 
windows stands an excellent 
chance of turning them into either 
permanent or temporary patrons. 
The display shown at the bot- 
tom of this page is essentially a 
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children’s display. Dolls, wheeled 
toys, boats, sleds, skates and 
games constitute the merchandise 
shown. But it is not so much the 
merchandise displayed as it is the 














way in which it has been dis- 
played. The HARDWareE AGE inter- 
changeable display fixtures form 
the background for the various 
items. Smalier toys have been 
placed upon the pedestals of vary- 
ing heights and the spaces be- 
tween these pedestals have been 
filled with the larger toys. 

In the background is a large 
panel with the shadow of Santa 
Claus coming around the corner. 
It might be well to have this panel 
in light tan, the shadow in black 
and the lettering in red. The bor- 
der should be in green ground 
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pine. Red bells and festoons of 
ground pine complete the back- 
ground. There’s plenty of colo: 
to the toys so it might be best to 
have the fixtures in a shade of tan 
as a neutral background. 

The display shown on this page 
features sporting goods, a line 
that is a sure-fire profit-maker 
during the Yuletide season. Foot- 
ball, basketball and skiing ap- 
parel, skating, hunting, skiing and 
snowshoeing equipment make up 
the major items of the display. 
The interchangeable fixtures serve 
to show these articles to the best 


Goma the 
Chrishnas. Dawn. 


possible advantage. The plateau, 
pedestals of varying heights and 
the heavy back wall aid in bring- 
ing each and every article to the 
attention of the onlooker. 














Christmas Holiday Window Displays 


The rising sun effect in the 
background has been created by 
means of holly while the rays of 
the sun are made of crinkled red 
paper. The lettering is in red. 
Although it might be said that the 
fixtures should be in a_ neutral 
shade of tan or gray it must be 
realized that the articles displayed 
are themselves primarily of va- 
rious shades of brown or tan. 
This being the case, it might be 
well to use the holiday colors and 
use either Christmas red or green 
for the fixtures. The season comes 
only once a year anyhow. 


Shop 
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mystery in a 


ES, there’s 

) keyhole! 

Yet, you would quickly 
reply, “Why, there’s nothing more 
common than an ordinary keyhole 
or an ordinary lock.” You forget 
that not all locks are ordinary. 
There are different kinds of locks 
and infinite combinations of keys 
to fit these locks. 

The story of the “key” family 
reminds one of the story of the 
“Three Bears.” Of course you 
know of the papa bear, the mama 
bear and the wee baby bear. So it 
is with the family of keys. There's 
the master key, the grand-master 
key and the great-grand-master 
key. There are many, many more: 
The display key, the emergency 
key, the shutout key and the other 
types common to hotels and large 


30 











Monte Hart, Jr., clerk at the 
Roosevelt Hotel, New Orleans, 
holds a master key. This key 
will replace all the keys on 
the board seen at the right. 


There's Mystery 
in a KEYHOLE! 


Describing some of the unusual 


locks and keys 


which have been 


devised by modern manufacturers 


buildings, where security is the 
all-necessary requirement. 

“The lock manufacturers are al- 
one jump ahead of the 
thieves,” said a representative for 
a well known firm of lock manu- 
facturers. “There is no lock made 
with a keyhole that cannot be 
picked. A continuous battle of 
genius and wit is waged, with the 
thieves on one side and the manu- 
facturers on the other.” 

Consider, for example, a com- 
mon system in one of our larger 


wavs 


hotels. Let us choose as the model 
a 10-story hotel which has 100 
rooms on each floor. A guest as- 
signed to a room in the hotel is 
given a guest key. That key will 
open his door but not that of his 
neighbor. 

The guest believes that his pos- 
sessions in the room are secure, 
but—. The maid must clean the 
rooms on each floor daily and, 
therefore, she is permitted to use 
a master key, which will open not 
merely one guest-room but those 
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By EARL C. COULON 


of all the inhabitants of one floor, 
100 rooms. It would be somewhat 
simple to trace a theft to a maid, 
because she alone has the key for 
all doors on that floor. 

The housekeeper, however, must 
inspect and supervise the work of 
the maids. She is supplied a 
grand-master key, which will open 
the doors on several floors, de- 
pending upon the number of house- 
keepers employed. It would be 
well, at this stage, to remember 
that the maid’s key, while it will 
open doors on one floor, will not 
open any door on another floor: 
in like manner, the housekeeper’s 
key will open doors only on the 
floors for which it was designed. 

The management 
right to enter a guest’s room and. 
for that purpose, keeps at its dis- 
posal the great-grand-master key, 
which will open the doors on any 
floor. Quite simple, is it not? 
Yet, the complexity of the system 
has yet to reach its climax. 

When the guest enters his room 
and bolts his door from the inside, 
that automatically throws the lock 
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Charles Norra at the Cabildo, Louisiana State Museum, New Orleans, 
displays an old Colonial lock quite different from the modern type. 


out of control of any duplicate 
key, the maid’s master key, the 
housekeeper’s  grand-master key 
or any other key except a very 
special one known as the emer- 
gency key. This “papa” of all 
keys is kept in a secure place, ac- 
cesible only to the owner or his 
most trusted employee. There is 
usually only one emergency key to 
each hotel. 

If a guest should become seri- 
ously ill, the emergency key would 
gain admittance to his room—even 
though it were locked from the in- 
side. 

The hotels provide additional 
security measures for the travel- 
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Edward L. Michel and Lucian W. Rolland, Jr., in Rolland’s Key Shop, 
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New Orleans, where, it is said, keys can be made to fit any lock. 





ing salesman. Our guest, the sales- 
man, demands a display key. What 
on earth is a display key? It is 
one that operates in a unique way 
with reference to each lock. When 
the salesman leaves his room, he 
locks the door with this special 
key. The valuables left in the 
room by the salesman are then 
secure, and only the emergency 
key can open that door. 

While the hotel provides pro- 
tection for its guests, it also safe- 
guards itself against guests who 
fail to pay their room rent. Sup- 
pose Mr. Smith should be in ar- 
rears several weeks and refuse to 
face the management. The simple 
procedure in this case would be to 
lock his door with the shut-out key. 
Ther’, before he could re-enter the 
room to obtain his belongings, he 
would have to call at the manager’s 
office. This special type of grand- 
master key operates as a shutout 
on all individual locks. Its pur- 
pose is to provide a method by 
which the management may close 
off a single room or suite against 
the other keys. It also enables 
the management to close certain 
rooms for repairs. 

Each manufacturer of keys re- 
cords the sale of master keys. 
Owners are protected against hav- 
ing their keys duplicated or having 
them fall into the possession of 


others. If any of the prominent 


manufacturers should receive or- 
ders for a regular or master key 
(Continued on page 88) 
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Right—a bicycle law- 
breaker questioned 
by an officer while 
the safety patrol 
cadet holds his bi- 
cycle as evidence. 
Below—Two “officers” 
of the patrol stop a 
juvenile breaker of 
the city ordinance. 








Bicycle Traffic Law 


Racine, Wis., has an ordinance regulat- 
ing bicycle traffic and enforces it 
with a volunteer patrol corps and a 
special court. As a result Mohr-Jones 
Hardware Co. sells 400 bicycies a year. 















































CHEN GF RACINE, WHACONISEN N Racine, Wisconsin, said to 
BICYCLE REGISTRATION be the most “safety con- 
scious city in America,” the 
WMe@eccccccccccccccsce DARE. cc cccccccccccccccocccces 193... Mohr-Jones Hardware Co. sells 
THIS IS TO CERTIFY that the following described bicycle, belonging im approximately 400 bicycles a year. 
Mt i—=—_ ' This is significant because Racine 
UATE, ssicapesinanlesiaecueninisunnite has the only bicycle traffic court 
a ar in the country, and the only uni- 
Make Type Frame Wheels Color Brake ' Light Light formed, volunteer safety patrol 
corps to handle bicycle traffic in 
the nation. Furthermore, the two 
. Racine high schools have recently 
Registration expires.............-ce0s0008 ic, == «stata instituted a compulsory course in 
= traffic safety, which includes the 

One of the bicycle registration cards study of bicycle traffic. 
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All of this is closely related to 
the Mohr-Jones merchandising ac- 
tivities, because this firm, along 
with other sellers of bicycles in 
Racine, is cooperating with the 
local police department in the best 
bicycle traffic regulation program 
in the country. 

The increasing popularity of 
bicycles has created traffic haz- 
ards in many communities, espe- 
cially in this day of the 80-mile- 
an-hour automobile. Racine, a 
city of 70,000 population, is one 
of these cities which had a bicycle 
traffic problem. 

There are approximately 8000 
bicycles operating in Racine, 
which is a considerable number 
when you consider that nearby 
Milwaukee, with a population of 
700,000, has only 22,000. 

Chief of Police Grover C. Lutter 
of Racine had been trying to get 
a bicycle ordinance passed back 
as far as 1927, but never suc- 


ceeded until 1936, when it was 
accomplished with the cooperation 
of Mohr-Jones Co., other bicycle 
dealers, and civic groups. Racine 
then became the first city in the 
country to license and register 
bicycles. The annual fee is 25 
cents. 

Under the ordinance, the Mohr- 
Jones Co. and other sellers of bi- 
cycles are provided with copies 
of the ordinance and registration 
blanks which they must fill out 
every time they sell a_ bicycle. 
The purchasers must bring this 
registration blank to the police 
department in order to get a 
license. At the department the 
bicycles are inspected carefully 
and such information filed on 
cards as make, type, size of 
frame, size of wheels, serial num- 
ber, color, brake, headlight, tail 
light, etc. Old bicycles are given 
a still more rigid inspection. 

During the first year of the 
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Officers of the Racine police 


ordinance, the Racine police reg- 
istered about 5550 bicycles, for 
it is a big job to round them all 
up. The second year the task 


an Aid to Sales 


will be lightened considerably. 

Then came the job of handling 
bicycle traffic. Chief Lutter real- 
ized that the regular police force 
was too under-manned to do a 


Chief of Police 
Grover C. Luther 
registering the 
first bicycle un- 
der Racine’s bi- 
cycle ordinance. 





force registering bicycles. 


good job, so he decided to form 
a safety patrol corps of boys rang- 
ing in age from 15 to 18. These 
boys were selected from the Ju- 
nior Police rolls at public schools 
upon the recommendation of 
school principals, scoutmasters, 
parents and bicycle dealers. He 
put them through a_ thorough 
course of traffic training under 
Sergeant Wilbur Hansen and Jo- 
seph Marck, police Bertillon ex- 
pert. Then he issued the lads 
uniforms consisting of white caps, 
blue shirts and trousers and sent 
them out. 


The boys had orders not to 
overstep their authority, and not 
to fight except in self defense. 
They were empowered to call at- 
tention to bicycle traffic violations 
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Fig 2 
* 


Scene on a Saturday morning outside of the “bike court.” The owners of 
the bicycles shown are appearing before the court for traffic violations. 


and to issue tickets for appearance 
in bicycle traffic court. They were 
also told to check on automobile 
traffic violations and report such 
cases to the police for further 
investigation. 

So well did the boys do their 
work that they brought in from 
50 to 75 bicycle traffic offenders 
each week. This necessitated the 
setting up of a special bicycle 
traffic court which now convenes 
every Saturday morning, with a 


BICYCLES CLASSED AS VEHICLES 
UNDER TRAFFIC ORDINANCE 


Bicycles are classed as vehicles in the 
Racine traffic ordinance and are thereby 
required to obey all rules dealing with 
vehicular traffic. Cycling rules are: 

1. Obey all traffic laws, stop signs and 
other traffic regulations. 

2. Dismount and walk across congested 
or hazardous corners. 

3. Ride close to the right hand edge of 
the pavement on city streets, and 
highways. 

4. When approaching motor traffic or 
pedestrians, give audible notice of ap- 
proach with horn or bell, not siren or 
whistle. 

5. After dark carry a white light in 
front and at least a reflecting tail light in 
the rear. 

6. Signal for left turns and stops with 
left hand outstretched. - 

7. Do not try to squeeze into narrow 
spaces between two vehicles, 

8. Do not hitch on other vehicles. 

9. Do not race on crowded streets. 

10. De not carry another person on the 
bicycle. 

11. When in groups ride single file. 

12. Be alert and cautious at all times. 

Parents areadvised to explain these 
rules to their children, together with the 
necessity for obedience to the standard 
regulations, 


Copy of the cycling rules from the 
back of the city registration card. 
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police officer supervising proceed- 
ings. The court sessions, too, are 
broadcast over WRIJN, a local 
radio station, with the result that 
some fine educational publicity 
has been secured. 

First offenders are given a stiff 
lecture on the bicycle ordinance. 
Second offenders must copy the 
bicycle ordinance 20 times. Inci- 
dentally, the ordinance consists of 
500 words. Third offenders are 
brought into municipal court on 
a juvenile delinquency charge, 
which often results in their bikes 
being confiscated for 30 days by 


the police. The judge in some 
cases paroles third offenders, de- 
pending upon circumstances. 

Once a big bully beat up a 
small safety patrol cadet who 
tried to give him a ticket, but the 
bully was arrested on an assault 
and battery charge and made to 
pay medical and dental fees of 
$200. Since that time, the bullies 
have not molested the cadets a 
great deal, but police officers have 
since taught the boys jui-jitsu, 
wrestling and boxing so they can 
defend themselves better. 

W. Le Tour, manager of the 
Mohr-Jones Hardware Co., states 
that the bicycle traffic campaign in 
Racine has proved to be a good 
thing all around. “Not only has 
it reduced accidents a great deal.” 
he states, “but it has cut the num- 
ber of stolen bicycles from about 
100 to three or four. The police 
register every bicycle according to 
serial number, license number and 
name of owner, and this helps to 
check up on all bicycles. When 
parents know that bicycles must 
operate according to a strict ordi- 
nance, they feel safe about buying 
bicycles for their children. The 
fact that the danger of theft has 
been minimized through the reg- 
istration, too, is a factor that has 
heiped sales. We have a fine bi- 
cycle department and do a good 
business on them. People who 
come in to buy bicycles also 
learn to buy other hardware items 
from our store.” 


Construction and Housing 


HE importance of building as 

a factor not only in the ad- 
vancement of living standards, but 
in maintaining the national eco- 
nomic balance is reflected in a com- 
pendium of “Facts about Construc- 
tion and Housing,” issued by the 
Chamber of Commerce of the United 
States. 

Among the facts listed, from of- 
ficial and authoritative sources, are: 

That from a peak of $11,060,000,- 
000 in 1928 the volume of construc- 
tion decreased to a low of $3,002,- 
000,000 in 1933. It increased to 
$6,784,000,000 in 1936. 

That private residential construc- 
tion accounted for 39.2 per cent of 
the total construction outlay in 1928 
and only 18.4 per cent in 1936. 

That “overcrowding” of dwellings 


is much less in the United States 
than in many foreign countries, the 
percentage of such overcrowded 
dwellings ranging from 3 per cent 
in England to 1.4 per cent in 64 
American cities. 

That during the present decade 
the average annual increase in the 
number of families will approximate 
475,000 to 500,000. 

That the average annual number 
of family dwelling units upon which 
construction was started was 677.- 
000 in the decade 1920-1929 and 
only 165,000 in the seven years 1930- 
1936. 

That the total number of dwelling 
units built or under construction by 
the federal government to date is 
only 27,161. 
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Undistributed Profits Tax 


Repeal Sought 


By L. W. MOFFETT 


Washington Representative 
of Hardware Age 


HILE opposition to the 

undistributed profits tax 

continues to grow, Ad- 
ministration tax experts and 
House Ways and Means Commit- 
tee members are scrutinizing sug- 
gestions from business groups that 
repeal or at least modification of 
the tax will permit needed ‘expan- 
sions and allow weak corpora- 
tions—those operating with defi- 
cits, or coming out of bankruptcy 
—to survive. 

The Treasury’s recommenda- 
tions for revision of present tax 
laws. under consideration by ex- 
perts since last spring, are being 
given an airing before a_ sub- 
committee of the Ways and Means 
Committee and while revision of 
the undistributed profits tax is 
expected to be approved by the 
Administration, it is not general- 
ly believed that the plan will call 
for any reduction in the aggregate 
tax load. 

President Roosevelt has been 
non-committal on the subject, but 
most of his financial advisers with 
the exception perhaps of Herman 
Oliphant, Treasury Department 
General Counsel, have expressed 
themselves in favor of modifica- 
tion. Jesse H. Jones, RFC chair- 
man, Joseph P. Kennedy, Mari- 
time Commission chairman and 
former SEC head, and Marriner 
S. Eccles of the Federal Reserve 
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Revision of tax laws likely—Should include modifica- 
tion, at least, of undistributed profits tax—Patman’s 
new anti-chain store bill appears unconstitutional and 
not likely for action during extra session of Congress 


Board, are among the Adminis- 
tration stalwarts who favor re- 
vision of the tax, which imposes 
rates from 7 to 27 per cent on 
undistributed corporate surpluses. 

Senator Carter Glass, Democrat 
of Virginia, chairman of the Sen- 
ate Appropriations Committee and 
ranking member of the Banking 
and Currency Committee, is 
among Congressional adherents 
who plan to seek revision. He 
has indicated that failure to mod- 
ify existing business tax levies, 
including the capital gains tax, 
will encourage widespread unem- 
ployment. 


Relief Demanded 


Both the U. S. Chamber of 
Commerce and the National As- 
sociation of Manufacturers have 
filed protests with Treasury offi- 
cials, demanding relief from what 
they describe as an inequitable 
tax structure. 

A good many groups have 
blamed these taxes as factors in 
the recent stock market decline 
and other authorities have as- 
serted their relaxation would defi- 
nitely spur business. 

Ten national retail trade asso- 
ciations, including the National 
Retail Hardware Association, all 
affliated with the Retailers Na- 
tional Council, have asked for 
repeal of the undistributed profits 
tax. If a move for outright re- 
peal fails, these groups stand 
ready to push for revision to pro- 


tect the small merchant and en- 
courage expansion by removing 
inequities. 

Some of the amendments sug- 
gested follow: 

1. Exemption from the tax of 
net income to the extent required 
to replenish business losses of 
former years; 

2. Corporations failing to dis- 
tribute profits where distribution 
would violate state laws or by- 
laws of the corporation which 
were operating prior to enactment 
of the tax, should not be subject 
to penalty; 

3. Liberalization and clarifica- 
tion of provisions exempting from 
the tax those profits which are 
to be paid within the taxable year 
out of é¢urrent earnings to dis- 
charge a debt or are to be ir- 
revocably set aside for such pur- 
poses ; 

4. Provisions affecting corpora- 
tions having small profits should 
be clarified to make easier the 
application and computation of 
the specific credits to which such 
corporations are not entitled; 

5. A more reasonable period 
should be allowed for members of 
industry to determine the amount 
of profit actually earned and the 
necessary profit to be retained. 
and more time for distribution. 
Distribution within 90 days after 
the close of the taxable year 
should be considered as a distribu- 
tion of the profits of such taxable 
year: and 


(Continued on page 71) 





What Do You Know About | 


Here Are 101 Questions. How many Can 











HIS article, originally published in “The 
Home Craftsman Magazine,’’ New York 
City, should be an excellent test of your knowl- 
edge of tools, materials, operations and work- 
shop terms. Read the questions over and write 
down your answers in the positions designated. 
Some questions can be answered with a “yes” 
or “no,” others demand a specific answer and 
in some instances you will be required to 
choose from a group of answers only one of 
which is correct. When you have finished, 
turn to the answers on page 81 and count up 
your score. You may be pleased, and you may 
receive a shock. But you'll find that your 
knowledge of tools and terms will have had 
a real test. 
HARDWARE AGE is indebted to “The Home 
Craftsman Magazine” for permission to re- 
print this article and for the cuts accompany- 








ing it. 




















1. Here is a com- 
mon tool found in 
every woodworking 
shop. What is it? 
(1) Smooth plane, (2) block plane; 
(3) jack plane; (4) rabbet plane. 
Ans. 





2. A surface which is to be joined 
with hot glue should first -be: (1) 
Heated; (2) wet; (4) shellacked: 
(4) sandpapered. Ans. 


3. A countersink is used to drive a 


nail below the surface of a piece of 
wood. Ans. (yes or no) 


4. A machinist’s 
hammer like this 


one is also called 
a hammer. 


5. A No. 7 screw is heavier than a 
No. 10. Ans. (yes or no) 


6. The new material called “colored 
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plastics” should be bent: (1) Over 
a flame; (2) in hot water; (3) in 
a veneer press;, (4) cold. Ans. 


7. It is good practice to add wooden 
faces to a woodworking vise. Ans. 
(yes or no) 


8. This tool is call- law) 
ed a chipper and is * 

part of a_ unit. 

What is the name 

of the unit. Ans. 


9. A workshop tool known as a tap 
is: (1) A light hammer; (2) a 
thread cutter; (3) .a special kind 
of nail set; (4) a measuring instru- 
ment. Ans. 


10. A planer is the same as a joint- 
er. Ans. (yes or no) 


11. The ends of a broken bandsaw 
blade may be soldered together. 
Ans. (yes or no) 


12. This work-shop 
accessory is known 





clamp; (2) C- 
clamp; (3) veneer clamp; (4) bar 
UN. SII cw cars eure es 


13. A 20 brad is heavier than a No. 
12 brad. Ans. (yes or no)......... 


14. Some circular saw blades are 
hollow-ground. This feature is in- 
corporated into the saw for the pur- 
pose of: (1) Making the saw lighter 
in weight; (2) to make up a cheap- 
er saw blade; (3) to clear the throat 
in the bench saw table; (4) to pre- 
vent the saw from binding in‘ the 
kerf. Ans... 


15. The cutting edge of a jack plane 
iron is slightly curved. Ans. (yes or 
One eee 


16. known as a bench stop, 
this is used for: (1) Fasten- 
ing the workbench to the 
wall; (2) preventing a 
bench from sliding along the 
floor; (3) locking a vise to 
the bench; (4) resting work against. 
Ans. oe 





17. Waterproof casein glue is pre- 
pared by mixing with water. Ans. 
|) ae 


18. Alcohol is a solvent for: (1) 
Paint; (2) varnish; (3) shellac; 
(4) lacquer. Ans. 


19. A No. 60 drill will make a small- 
er hole than a No. 44. Ans. (yes or 
no) Sed 
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RYE Eevee 


“i 


ut | TOOLS? 


an 


TURE TSUN IEE re mev-recn 


You Answer? 


20. This circular saw 
is known as a: (1) 
Rip; (2)  crosscut; 
(3) dado; (4) com- 
bination. Ans... 


MV 2, 





21. Grease, rather than machine oil, 
should be used on ball-bearing mo- 
tors. Ans: (968°OF RO) «6 occ ce. 


22. A V-block comes in handy: (1) 
When clamping a_ glued miter 
joint; (2) when drilling round 
stock; (3) laying out the angle cut 
of a dovetail joint; (4) when sand- 
papering in corners. Ans......... 


23. The coloring material in a paint 
or stain is called the.......... 
24. One of the following terms 
is used to designate this tool: 
(1) Spear point; (2) diamond 
point; (3) parting tool; (4) 
skew. Ans. ees 


25. A No. 000 steel wool is coarser 
than a No. 0. Ans. (yes or no) 


26. The spindle speed of a shaper 
should be about: (1) 500 R.P.M.; 
(2) 2000 R.P.M.; (3) 8000 R.P.M.; 
(4) 30,000 R.P.M.. Ans......... 


27. Give the correct name for 
this tool. Ans. 


28. A No. 71% auger bit will 
bore a hole 15/32” in diameter. 


Ans. (yes or no) 


29. The best lacing for leatherwork 
is made of _ 


30. If you were to chop down a 
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cherry tree, rip it into 1” planks 
and store it in a backyard shed 
where rain cannot reach it, the 
planks will be air-seasoned and 
ready for use in about: (1) Three 
weeks; (2) three months; (3) six 
months; (4) two years. Ans. 


31. What is the _ two- 
word name for this 
tool? AMs.... occas. 


32. Which four power 


machines may be used 
to cut a rabbet? Ans. 

its name? Ans...... S 

34. To open or line a 
up the holes when 

leather work is being 


laced,’ what tool is 
Sl reer 


33. This is a well- 
known joint. What is 


employed? 


35. A good screw driver should be 
case hardened. Ans. (yes or no) 


36. Garnet paper may be used in 
place of sandpaper. Ans. (yes or 
are ce 


37. Balsa wood is used for model 
boat making principally because it 
is: (1) Light in weight; (2) avail- 
able in most localities; (3) easy to 
shape; (4) sheds water. Ans. 





38. The joint shown 

here is known as a gow 
: $ Ss i} 

“miter and ee CLAY 

What is the last 

word? 


39. A brad is driven below the sur- 
face in order to hide the head with 
a filler of some kind. The tool used 
for this is a: (1) Punch; (2) nail 
set; (3) brad awl; (4) arbor. 
Ans. 


40. The act of cutting a long plank 
into two thinner planks (for ex- 
ample, a 1” thick by 6” wide, into 
two planks 14” by 6” is called 


41. The recess here 
is called what? Ans. 





42. A tool 
is used to work a de- 
sign in hand tooled 
leather. 


43. A diamond-point drill is: (1) 
shaped like a diamond; (2) made 
with a small chip diamond at the 
point for drilling glass; (3) used 
by jewelers for setting diamonds. 
Ans. 


44, The reason nail sets are made 
with hollow tips is: (1) to fit over 
the head of a nail; (2) to rest on 
top of the head to prevent the set 
from slipping; (3) to distinguish it 
from a punch; (4) to form a va- 
cuum grip. Ans. 
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45. The recess here is 
called what. Ans. 


46. What kind of ce- 
ment is used to stick 
leather together? Ans. 





47. The color of gumwood is more 
similar to one of the following 
woods than it is to any of the others. 
Which wood is it? (1) Maple; (2) 
poplar; (3) ebony; (4) walnut. 
Ans. 


48. Which type of finish dries the 
quickest; (1) enamel; (2) shel- 
lac; (3) lacquer; (4) varnish? 
Ans. 


49. The recess here 
is called what? Ans. 





50. The best type of 
paint brush has the 
bristles set in 


51. The back-geared feature of a 
machine lathe is for the purpose of: 
(1) turning the work in the op- 
posite direction; (2) racking the 
tool rest from the tailstock end t 
the headstock end; (3) permitting 
all gear mechanisms to be located 
behind the lathe: (4) slowing down 
the speed. Ans. 


52. When applying a protective coat 
to a stained piece of furniture, the 
presence of dust will result in an 
uneven surface. To hold the possi- 
bility of the collection of dust to a 
minimum, which of the following is 
the most advisable to use: (1) var- 
nish; (2) shellac; (3) clear lac- 
quer. Ans. 


53. This part of a machine 
is called a: (1) surface | 
plate; (2) faceplate; (3) |e@= 
chuck; (4) sanding dise. | 
Ans. ? 


54. Cleats will help in preventing 
wood from warping. Ans. (yes or 
no) 


55. When screws are used in fur- 
niture construction it is also ad- 
visable to use glue. Ans. (yes or no) 


56. Here is a_ typical 
chair belonging to a 
well-known “period” of 
furniture. To which per- 
iod does it belong? (1) 
Queen Anne; (2) Early 
American; (3) Hepple- 
white; (4) Chippendale. Ans. 
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57. A high-speed twist drill that is 
used for drilling holes in metal can 
also be used to drill holes in wood. 
(ns. (yes or no) 


58. An auger bit is sharpened on a 
grindstone. Ans. (yes or no) 


59. The vehicle used in the man- 
ufacture of outside paint is: (1) 
boiled linseed oil; (3) turpentine; 


(4) Japan drier. Ans. 


61. On a model sail boat the part 
which extends deepest into the 
water is known as the 


60. Every workshop 
should possess this 
tool. What is it call- 
ed? Ans. 


62. A miter joint is always cut at 
an angle of 45 degrees. Ans. (ves 
or no) + hia ee eed 


63. A certain feature 
about this table makes 
it definitely a period 
piece. To which pe- 
riod does it belong? 
(1) Duncan Phyfe; 
(2) Tudor; (3) Mis- 
sion: (4) Louis XV. Ans. 


64. Wood with 5% moisture is con- 
sidered low in moisture content. 
{ns. (yes or no) 


65. A brad awl should be used to 
drive very small screws. Ans. (ves 


or no) 


66. A twist bit cannot be used to 
bore holes in metal. Ans. (yes o7 
no) 


67. This joint, a pop- 


ular one in_ furni- 
ture construction,, is Z 


known as a 


68. While copper is being ham- 
mered into a mold it becomes hard 
and brittle, so that it is sometimes 
necessary to remove the metal from 
the mold, place it over a flame and 
plunge it into water for the purpose 
of making it softer and more pli- 
able. This treatment is known as: 
(1) Tempering; (2) sweating; (3) 
annealing; (4) sponging. Ans. 


69. A good job of stenciling can be 
done with ordinary paint. Ans. (ves 
or no) 


70. The style of leg shown 
here has a definite name. 
Which of the following names 
applies? (1) Cabriole; (2) 
ball and claw; (3) tapered: 
(4) S-shaped. Ans. 


71. A square turning is made with 
the aid of a: (1) Lathe; (2) band 
saw; (3) sloyd knife; (4) com- 
bination plane, Ans. 


72. Brushes used on shellac should 
be cleaned in turpentine. Ans. (yes 
or no) 


73. What is the 
name of this tool? 
{ns. 


74. Beach sand is used in the manu- 
facture of sandpaper. Ans. (yes or 
no) 


75. In pattern making, the pattern 
is made slightly over-size to allow 
for one of the following: (1) Con- 
traction of the wooden pattern; (2) 
contraction of the metal; (3) con- 
traction of the sand in the flask; 
(4) loss of metal when finishing the 
casting. Ans. 


76. A joint should be thoroughly 
sandpapered before it is glued to- 
gether. Ans. (yes or no) 


77. An accessory for 
a power-driven work- 
shop machine, this 
item is known as a: 
(1) Faceplate; (2) 
independent chuck; 
(3) universal chuck; 
(4) collet chuck. Ans. 


78. Paint brushes may be cleaned 
with soap and water. Ans. (yes or 
no) 


79. The proper grit of sandpaper 
for rubbing down a varnished sur- 
face is: (1) No. 2; (2) No. 2/0; 
(3) No. 5. Ans... 


80. A 114” round-head screw has 
an over-all length greater than a 
114.” flat-head screw. Ans. (yes or 
no) ih ae 


81. A compound tool rest is asso- 
ciated with the following kind of 
work: (1) Metal work at a lathe; 
(2) wood-carving; (3) cutting a 
dovetail joint; (4) ripping long 
planks. Ans. ee 

82. An 8” circular saw should run 
at 1750 R.P.M. Ans. (yes or no) 


83. The primary 
purpose of this <— 
tool is: (1) To 
cut miter joints 
in a miter box; (2) to cut thin 
veneer; (3) to cut interior areas of 


wood; (4) to cut metal. Ans. 


84. The surface speed of a cutter 

on the shaper is the same as the 

R.P.M. Ans. (yes or no) 
(Continued on page 70) 
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ADVANCES 


Some 
Screens 


Adjustable 


Window 


DECLINES 


ome Screen Doors. China Wood 
Oi 


Screen Doors and Windows— 
Continental Screen Co., and other 
manufacturers, put out early this 
month their opening quotations for 
1938 on screen doors, window 
screens, and combination doors. The 
quotations on screen doors, while 
considerably above the opening 
prices of November, 1936, have rec- 
ognized recent trends by dropping 
back some 4 to 6 per cent from 
the top levels quoted on May 15. 
Adjustable window screens are 
priced at or above the May 15 sched- 
ule, and 10 to 18 per cent over the 
figures of last November. A com- 
parison with last year’s opening 
prices on some staple Continental 
numbers shows No. 1233 adjustable 
window screens, with 12 mesh black 
cloth at $2.95 per dozen on the 1938 
schedule—a year ago $2.50. No. 
1833 is at $4.35, compared with 
$3.95 last year. 


* * 


Paint Lines—The tension in 
the price outlook on paints and var- 
nishes has been relieved by a sub- 
stantial drop in the price of China 
wood oil, indicating that supplies 
are commencing to arrive from the 
Orient. The cost is still above nor- 
mal, but seems not so likely to force 
an increase in the manufacturers’ 
prices. Turpentine is selling now at 
its lowest price in a number of 
years and ordering through most of 
1937 has been satisfactorily normal. 
The market on linseed oil has turned 
slightly stronger in the latest quo- 
tations. In window glass, slight 
modifications in the manufacturers’ 
schedules were necessary under the 
recent rulings of the Federal Trade 
Commission, but the net result of 
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Cotton Duck. Other Cotton Prod- 
ucts 


the changes to carload buyers has 
been very slight. 


* + 


Copper Rivets and Burrs— 
Copper rivets and burrs have re- 
mained unchanged since early July, 
regardless of the copper declines 
since that time. Jobbers’ orders are 
being placed sparingly. 


* + 


Cotton Products — Cotton 
duck prices have held steady for 
some weeks until early November, 
when leading mills changed their 
quantity schedules on wide and sail 
duck, making a more attractive price 
available on amounts usable by the 
smaller buyers. Ounce duck has de- 
clined another half cent per yard. 
On most other “hardware” cotton 
products, while the, wholesale buy- 
ers check the markets closely before 
buying, they find a reasonable stead- 


iness. 
om * * 


Tool Sales—Sales of tools, as 
always, are growing quieter with 
winter coming on, except axes, 
mauls, wedges, and picks, which are 
seasonable during cold weather. Car- 
penters’ and mechanics’ tools are 
moving in very slack fashion, but 
there is a fair call for popular priced 
“home tool” items. Prices are hold- 
ing rather well, as there is no feel- 
ing that values are inflated. On the 
contrary, it is known that some 
staple tools have been priced very 


low. 
* * # 


Tin, Zinc, etc.—Tin, lead, and 
zinc affects so many manufactured 
products in the hardware field, that 


their price moves have kept whole- 
salers busy changing their schedules, 
while few retailers who are not spe- 
cialists in metals have been able to 
keep track of the rapid fluctuations. 
Tin on Nov. 18 reached a new low 
since the middle of 1936, dropping 
to approximately 41 cents per pound, 
at New York, compared with a high 
of above 66 cents. Tin is one of the 
commodities whose present levels 
are felt to be near a bottom, and 
already there have been periods of 
recovery carrying figures several 
cents higher for a few days at a 
time. Lead is selling slightly under 
its price of a year ago, but zinc or 
spelter is still some 10 per cent 
above last November’s quotations. 
Copper, nominally priced at 11 cents 
in the eastern wholesale markets, is 
slightly above the price ruling at 
this time last year. Solder, babbitt 
metal, and similar made-up metal 
products continue frequent changes, 
to closely follow markets. 
* + 


Marietta Paint sales—Trade 
sales of The Marietta Paint & Color 
Co., Marietta, Ohio, increased 41.7 
per cent during the first nine months 
of 1937, as compared with the vol- 
ume for the same period in 1936. 

* * * 


Ice Refrigerators—Looking 
toward 1938, makers of non-elec- 
trical refrigerators are expecting a 
decided lift from the recently ap- 
proved advertising program of the 
National Association of Ice Indus- 
tries. The ice industry plans to 
spend $2,500,000 for 1938 advertis- 
ing, an increase of 25 per cent over 
this year. Much of this advertising 
will be done in the local newspapers. 
Manufacturers credit to the newly 
awakened publicity a large part in 
the sale of more than 600,000 units 
of ice-using equipment in 1937, a 5 
per cent rise over 1936. , 

* & # 


Air Conditioning—Whatever 
the season, new building contracts 
more and more include the modern 
touch, soon to be indispensable, of 
air conditioning. The extremely 
rapid growth of this industry, in 
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which many hardware men are tak- 
ing a lively interest, is shown by the 
announcement that installed cost of 
equipment sold by members of the 
Air-Conditioning Manufacturers As- 
sociation this year will approximate 
$85,000,000, compared with $53,000,- 
000 last year. 
* * * 


Fewer Hardware Changes— 
Announced changes in most hard- 
ware lines are becoming relatively 
infrequent, for two reasons. The 
costs of the average manufacturer 
increase as his orders grow fewer, 
and in all quarters there is the de- 
sire to maintain the wage schedules 
which afforded much of the back- 
ground for the earlier price rises. 
The feeling is widespread that any 
general drop in manufactured goods 
prices right now will not greatly 
stimulate buying—in fact, may even 
retard it. While the steel price 


structures hold, there will be a fair 
amount of steadiness throughout 
hardware lines. 

* * * 


Seasonable Activity The 
prevalence of seasonably cold 
weather, with snow and ice, in many 
sections, has given an impetus to 
November retail trade. Delayed pur- 
chases of winter needs took up some 
of the slack that has been evident in 
recent weeks. Wholesalers reported 
a slight gain in orders for holiday 
merchandise, but sales of luxury 
goods are still lagging. Reports 
reaching the leading jobbing cen- 
ters indicate that retail business 


throughout the midwest is more 


normally active than in any other 
section. Except where local unem- 
ployment conditions shut off buying, 
the feeling is often expressed that 
the current drop in output and con- 
sumption may be a blessing in dis- 


guise, in serving as a check to the 
too-rapidly advancing prices. 
* * * 


Manufacturing Schedules—A 
serious feature of the psychology of 
caution, which permeates all busi- 
ness affairs, lies in the fact that the 
curtailed buying in so many quar- 
ters makes the maintenance of in- 
dustrial employment at full scale 
practically impossible. The drop in 
wholesale and retail demand, greater 
than the actual drop in the barome- 
ter of consumer trade, finds some 
plants unable to store new accumu- 
lations of manufactured goods, no 
matter how willing they may be to 
operate normally, and to keep their 
forces employed. Modern manu- 
facturers are organized for a con- 
tinuous operation basis, which counts 
upon shipments moving out of the 
plant as rapidly as completed. A 
shutting off of normal outflow, by 
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sheer lack of storage capacity. works 
back to a reducing of working hours 
and wage payments. Recognizing 
this, some thoughtful distributors 
are trying hard to keep a flow of 
orders moving as normally as pos- 
sible to their suppliers, so that there 
may be continued, if reduced, opera- 
tions at the producing plants. 


* * * 


Christmas Savings — Christ- 
mas savings estimated at a total of 
320 million dollars are being paid 
out about this time to six or seven 
million members of savings clubs 
throughout the country. This for- 
ward planning, both for Christmas 
and vacation periods, has been so 
widely popularized in recent years 
as to have a real effect on store vol- 
ume for the weeks succeeding the 
distribution. The greatest benefit of 
these savings comes to the stores 
which are ready on time with their 
gift displays, for money thus saved 
by fore-handed shoppers will be 
spent regardless of the slackened 
tone of everyday buying. 

* * * 

Retail Indexes—The indexes 
of retail activity, usually relied upon 
as revealing country-wide conditions, 
show a really well-maintained rate of 
consumer ordering. The shut-off of 
buying by some stores. large and 
small, therefore, has been accom- 
plished only by stretching inven- 
tories very thin and running almost 
out of needed items before replace- 
ment. This is the foundation for a 
firm belief in many quarters that 
buying on a more liberal scale must 
soon start and grow. Department 
store sales for October declined only 
one per cent from the very good 
sales of October last vear. 


* * * 


Vovember Vanufacturing 
Emp!ovment—The results have been 
published of a special telegraphic 
survey of manufacturing employ- 
ment, made by the National Indus- 
trial Conference Board. The indi- 
cated decline in employment in re- 
cent months has so far been less 
than the decline in manufacturing 
output, but a considerable reduc- 
tion in hours of work has already 
taken place. The situation on Nov. 
13 showed an employment decrease 
of 6.4 per cent from the August 
high, but a gain, still, over last 
November, of 2.8 per cent. Any fur- 
ther reduction in business activity 
must probably necessitate the fur- 
ther reduction of working hours or 
working forces. 
* * 


Cost of Living—Figures of 
the National Industrial Conference 
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Board for October showed the cost 
of living of wage earners increased 
0.1 per cent from September. and 
4.4 per cent higher than in the cor- 
responding 1936 month. This cost 
index was 24.8 per cent more than 
in the spring of 1933, but 11.6 per 
cent lower than in October. 1929. 
Food prices dropped 1 per cent in 
October but rents advanced 0.7 per 
cent, clothing prices were up 0.3 per 
cent and coal prices increased 0.7 
per cent. Purchasing value of the 
dollar, using 1923 as 100, was 111.7 
cents in October, compared with 
116.7 cents in October, 1936. 


* * * 


Farm Income — Figures of 
farm income are particularly encour- 
aging reading at this time, showing 
that any disposition of the rural 
population to buy is not hampered 
by lack of money. Farm income for 
the first nine months was estimated 
at 743 million dollars ahead of the 
similar period of 1936, totaling well 
over six billion dollars. Sharp de- 
clines in farm prices reduced the 
September rate of increase, but that 
month’s farm income still reached 
821 million dollars, against 758 mil- 
lion in September a year ago. All 
sections of the country and_ pro- 
ducers of nearly every class of farm 
produce participated in the increase. 

* * * 


Commodity Prices — The 
down-trend of commodity prices, 
while it has continued slowly. has 
shown a reduced rate of drop, with 
occasional reactions. Thus there is 
hope that wholesale prices of most 
materials are close to the bottom of 
this present movement. Some com- 
modities have been forced even be- 
low a fair price, all conditions con- 
sidered, by the exigencies of attract- 
ing business. If the theory is cor- 
rect that all buyers’ stocks of ma- 
terials and manufactured goods are 
becoming well liquidated, enough 
buying should start during the first 
quarter of 1938 to stop further seri- 
ous declines. The all-commodity in- 
dex reported by the Bureau of Labor 
Statistics for the first week of No- 
vember stood at 83.8 per cent of the 
1926 average, but remains 3.1 per 
cent above last year’s corresponding 


rate. 
* & # 


Lumber Outlook—This indus- 
try is suffering from a lack of ad- 
justment of current production of 
lumber to current demand. This 
fact is stressed in the recent report 
of a special lumber survey commit- 
tee to the United States department 
of commerce. During the third 
quarter of 1937, lumber production 





was 1] per cent heavier, while new 
business was 10 per cent less than 
the average of the first and second 
quarters. Shipments totaled abou! 
the same as in the first quarter, but 
were 13 per cent below the second 
quarter. The lumber companies are 
cautioned that, by other than price- 
cutting methods, consumption must 
be increased. Possible extensions 
of trade in the small residential 
field, for heavy structural uses, and 
in the export field are to be pro- 
moted vigorously during 1938. The 
general price trend in the major 
regions, and on most kinds of lum- 
ber, during the third quarter was 
downward, but the survey found that 
this declining trend appears to have 
been arrested. 


* #2 


Freight Carloadings—Traffic 
movement over the railroads de- 
clined in the Nov. 13 week, both 
from a year ago, and from the pre- 
ceding 1937 week. The week’s 
movement totaled 689,614 cars, or 
12.1 per cent below that of the cor- 
responding week of 1936, and a 
more than seasonal drop of 5.8 per 
cent from the preceding week. This 
was the smallest freight movement 
since February, when floods in the 
Ohio valley interrupted traffic. Part 
of the decline was attributed to the 
Armistice day holiday. Loadings of 
all types of commodities except coal 
and livestock were reduced. 


* * * 


Electric Output—Reflecting 
the drop in industrial operations, 
electricity production in the week 
ended Nov. 13 fell 1.3 per cent, to 
a level only 0.3 per cent above the 
corresponding 1936 week. Opera- 
tions, however, have declined only 
six per cent from the all-time high 
record set in the week of Sept. 4, 
1937. In the first six months of this 
year an average gain of about 14 
per cent over the corresponding 
1936 period was recorded. 


* %*+ * 


Building Operations—Com- 
pared with a year ago, the October 
volume of new non-residential build- 
ing undertaken by private agencies 
showed a gain of two per cent, ac- 
cording to the monthly report of 
F. W. Dodge Corporation. The de- 
cline below September, seven per 
cent, was no greater than the normal 
seasonal decrease at this time of the 
year. The October contract total for 
all classes of construction, both pub- 
lic and private, mounted to 202 mil- 
lion dollars for the 37 eastern states, 
compared to nearly 226 million for 
October last year. 
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THE THREADS OF SCREWS MADE 
AND USED IN JAPAN TURN To THE 
LEFT INSTEAD OF THE RIGHT. 
CANO JAPANESE CARPENTERS PLULL | 
A PLANE TOWARD THEM /MSTEAD OF 
PUSHING 17 AWAY FROM THEA) 








CANDLE FLAME INTO A BRILLIANT 
“ LIGHT WITH THIS BULLS EYE” LAMP 
THE FLAME WAS CONCENTRATED AND 
REFLECTED BY TWO “BULLS ENES” 
OF UNUSUALLY PURE GLASS 


CONVERTING SHOVELS, 
BROOMS, DISHES AND 
OTHER HOUSEHOLD EQUIPMENT 

INTO MUSICAL INSTRUMENTS 1S 
THE HOBBY OF A BALDWIN 
PARK, CAL., MAN 








SHOVELS ANDO BRICKLAYERS 
HOODS FORMED THE WEDDING 
ARCH AT THE RECENT WEDDING 

OF A SUSSEX, ENGLAND, 
BUILDER. 
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From left to right are: A. E. Askerberg, general manager; E. A. Jordan, 
assistant sales manager, and R. G. Warner, sales manager 


HORTON MFG. CO. MAKES EXECUTIVE CHANGES 


A. E. Askerberg, formerly as- 
sistant treasurer and production 
manager of the Horton Mfg. Co., 
Fort Wayne, Ind., manufacturer 
of washers and ironers, has been 
appointed general manager. He 
will also continue to act as as- 
sistant treasurer. R. G. Warne:, 
formerly sales promotion manager, 
has been promoted to sales man- 
ager. E. A. Jordan, who has been 
in charge of sales service for the 
company, has been appointed as- 
sistant sales manager. Henry J. 
Bowerfind is president. 





Mr. Askerberg for 12 years 
previous to his association with 
Horton was engaged in produc- 
tion and engineering work in the 
automotive field. Mr. Warner has 
had experience in sales 
management work and _particu- 
larly with automotive and elec- 
trical companies, selling through 
the wholesale field. Mr. Jordan 
has been associated with Horton 
for a year and a half and has 
had a wide experience in sales, 
civic and organization work. 


long 











400 EXPECTED TO SHOW AT 
HOUSE FURNISHING MARKET 


Four hundred manufacturers 
will exhibit their products to ap- 
proximately 4000 house furnish- 
ing buyers and executives at the 
llth annual House Furnishing 
Market, which will be held Jan. 
9-15, 1938, at the Stevens Hotel, 
Chicago. A feature of the exhibit 
will be a major appliance section 
in which, for the first time, re- 
frigerators, ranges, washers, iron- 
ers, vacuum cleaners, and other 
major appliances, will be grouped 
together in one large exhibit 
hall. Firm executives and sales- 
men will be present to give buy- 
ers complete information, includ- 
ing every manufacturing detail. 

All general lines of house fur- 
nishing, including minor electric 
and non-electric appliances and 
specialties, will be shown on the 
fifth, sixth, seventh, eighth and 
ninth floors of the hotel. An in- 
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crease in the number of specially 
built display fixtures will be an- 
other feature of the show. There 
will be new styles, new colors, 
new ideas, new merchandising, ad- 
vertising, and selling plans. 

A certificate covering special 
exhibit items, new either in design 
or appearance, and/or to be of- 
fered during the exhibit as show 
specials, will this year be replaced 
by an attractive tag to be fur- 
nished upon application. 

Exhibits will be open from 
8:30 a. m. to 6:30 p. m. each day 
except Monday and Tuesday, 
when displays will be open from 
8:30 a. m. until 9:30 p. m. The 
Annual Buyers and Manufac- 
turers Banquet, at which new of- 
ficers of the buyers’ organization 
are presented, will be held the 
evening of Jan. 12 in the Grand 
Ballroom of the Hotel. The an- 
nual Stag Dinner and Entertain- 
ment given by the Manufacturers 
and Housewares Club of Chicago 





will be the evening of Jan. 13 in 
the Grand Ballroom also. 

Secretary of the National House 
Furnishing Manufacturers Assn. 
is Warren Edwards, 228 N. La 
Salle St., Chicago. 


WASHBURN MAKES CHANGE 
IN SALES STAFF 

The Washburn Co., Worcester, 
Mass., and Rockford, Ill., manu- 
facturer of wire hardware and 
kitchen tools, has announced the 
following changes in its sales 
representation: Mahlon J. Smith, 
sales representative for the com- 
pany in Cleveland, Pittsburgh, 
and Pennsylvania territories, is 
being transferred to the manu- 
facturing division of the Michi- 


| gan Wire Goods Co., Niles, 
| Mich., associate company of 
Washburn. R. W. Bliss succeeds 
Mr. Smith. 





W. E. Blackmer has been ap- 
pointed to the New York office 
in a sales capacity. He was 
formerly connected with the 
Bethlehem Steel Co., Sears Roe- 
buck & Co., and the housefur- 
nishings department of the Hahn 
Co. 

LAUGHLIN HDWE. STOCK 

IN NEW YORK CITY 

The Thomas Laughlin Co., 
Portland, Me., has announced 
that John Gillespie, its representa- 
tive in New York City, will main- 
tain a complete warehouse stock 
of Laughlin industrial and marine 
hardware in New York. His of- 
fices, stock rooms and showroom 
are located at 71 Warren St., that 
city. Stocks of Laughlin hard- 
ware are also carried by Miles 
L. Higgins, 2921 East G. and 
Blvd., Detroit, Mich., and Hig- 
gins & Linde, 564 W. Randolph 
St., Chicago, Ill. The company 
maintains branch offices at 1027 
Magazine St., New Orleans, La.; 
Pioneer Bldg., Seattle, Wash.; 
4000 York St., Denver, Colo., and 
with Norman S. Wright & Co., 41 
Spear St., San Francisco, Calif., 
and 923 E. Third St., Los Angeles. 





CONNECTICUT DEALERS 
MEET IN FEBRUARY 

The Connecticut Hardware 
Association will hold its annual 
convention, Feb. 23 and 24, 1938, 
at the Taft Hotel, in New Haven, 
Conn. Charles F. Freeman, 
Branford, Conn., is secretary of 
the association. 





NEW MEN ADDED TO 
SOSS SALES STAFF 


The Soss Mfg. Co., Roselle, 
N. J., and Detroit, Mich., manu- 
facturer of the Soss Invisible 
Hinge, has made the following 
sales appointments. Edwin J. 
Morton, Springfield, Mass.; Em- 
erson D. Randolph, Pittsburgh, 


Pa.; Paul E. Lehman, Colum- 
bus, Ohio; E. McMillan Hard- 
ware Co., Vancouver, B. C., 


Canada; F. K. Keiser, Jr., Little 
Rock, Ark., and La Salle Prod- 


ucts Co., Toronto, Canada. 





STANGLE HEADS HOME AIR 
CONDITIONING ACTIVITY 
FOR WESTINGHOUSE 


William Hull Stangle will di- 
rect the recently announced home 
air conditioning activities of the 
Westinghouse Electric & Mfg. Co., 
Mansfield, Ohio. He has long 
been identified with many promi- 
nent air conditioning merchandis- 
ing and building activities. Since 
joining Westinghouse a year ago, 
Mr. Stangle has been conducting 
a survey of the residential air 
conditioning market, the result of 
which the company is using as 
the basis of its entrance into that 
field. 

Business paper editors were in- 
vited to see an assembled home 





W. H. STANGLE 


air conditioning unit at the Hotel 
Commodore, Nov. 15, at an in- 
formal showing. Mr. Stangle and 
other members of the Westing- 
house organization were on hand 
to show and explain the features 
of the unit. 
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EASTERN HARDWARE GOLF MEN TO PLAY 
MAY 19-21 AT SHAWNEE-ON-THE-DELAWARE 


At a recent meeting of the 
board of governors of the Eastern 
Hardware Golf Association, it was 
decided to hold the fourth annual 





LEO C. MAY 


tournament May 19-21, 1938, at 
the Buckwood Inn, Shawnee-on- 
the-Delaware, Pa. The actual 
play for the three days of the 
tournament will be on the Shaw- 
nee Country Club course. The 
Buckwood Inn has accommoda- 
tions for approximately 200 mem- 
bers and the tournament commit- 
tee will reserve the right to limit 
the number of golf players from 
any one manufacturer company to 
a number which can be accom- 
modated comfortably on the 18- 
hole golf course. 

Following the selection of the 
place for the tournament the fol- 
lowing rules were adopted: the 
association will be composed of 
representatives of companies who 
are either wholesalers or manu- 
facturers of hardware or kindred 
lines. The memberships are put 
on an annual basis and annual 
dues for 1938 will be $5.00, pay- 
able within 30 days after receipt 
of the notice which will be sent 
out by the secretary’s office, Jan. 1. 
All past members who have at- 
tended any of the previous three 
tournaments and who are in good 
standing will be considered as 
present members and will con- 
tinue as such as long as the annual 
dues are paid. Failure to pay 
dues annually within a reason- 
able time will disqualify that 
member for further membership 
and it will be necessary for him 
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to be reinstated by the member- 
ship committee under regular pro- 
cedure. Under this procedure, 
application for membership must 
be submitted for approval to the 
membership committee through 
the office of the secretary, H. L. 
Gilliam, 50 Church St., New 
York City. 

The meeting was presided over 
by Leo C. May, May Hardware 
Co., Washington, D. C., presi- 
dent. Other officers present were: 
Vice-President Jacob S. Disston, 
Jr., Henry Disston & Sons, Inc., 
Philadelphia, and Secretary- 
Treasurer H. L. Gilliam, The 





JACOB 8. DISSTON, JR. 


Wood Shovel and Tool Co., 50 
Church St., New York City. Mem- 
bers of the board in attendance 
were: Wilson F. Barnes, New 
York Wire Cloth Co., New York 
City; Ernest E. Baldwin, Corbin 
Screw Corp., New Britain, Conn.; 
Henry J. Funk, Albany Hdwe. 
and Iron Co., Albany, N. Y.; 
E. W. Heyman, Edward K. Tryon 
Co., Philadelphia, Pa.; Henry A. 
Hoeynck, Simmons Hdwe. Co., 
St. Louis, Mo.; H. C. Miller, 
Kruse Hdwe. Co., Cincinnati, 
Ohio; John S. North, North Bros. 
Mfg. Co., Philadelphia, Pa. Sher- 
rill Sherman, Roberts Hdwe. Co., 
Utica, N. Y., and H. J. Under- 
wood, Babcock, Hinds and Un- 
derwood, Binghamton, N. J. 





CYCLONE MAKES 
SALES CHANGES 


J. E. McIntyre, formerly Cleve- 
land district sales manager for 
hardware product sales of the 
Cyclone Fence Co., Waukegan, 





Ill., has been transferred to 
Newark, N. J., and will act in 
the same capacity in the eastern 
territory. Mr. McIntyre succeeds 
W. L. Browne. J. M. Hendricks, 
who has been associated with 
the Cyclone Fence Co. for 14 
years in the chain link division, 
for the past two years in charge 
of the Cincinnati, Ohio, office, 
succeeds Mr. MclIntyre. 





COPELAND REFRIGERATION 
MOVES PLANT TO OHIO 


The Copeland Refrigeration 
Corp. is moving its plant from 
Detroit, Mich., to Sidney, Ohio, 
to provide for the combining of 
the Prima Mfg. Corp. and its 
organization with the Copeland 
organization. Copeland and 
Prima during the past year have 
added new lines, such as water 
colors, electric ranges, and in- 
creased their facilities so as to 
provide up to 15 h.p. in the com- 
mercial field. 

LANGE DIRECTS BUCKEYE 

ALUMINUM SALES 


W. E. Lange has been ap- 
pointed to have charge of sales 
for the Buckeye Aluminum Co., 
Wooster, Ohio. He had been as- 
sociated with the Iowa Soap Co. 
as director of sales and sales pro- 
motion activities in New England 
and the eastern states. Mr. Lange 
succeeds D. C. Kreedy, who has 
become sales manager of the Cen- 
tral Ohio Steel Co., Galion, Ohio. 





G. E. ANNOUNCES 
STAFF CHANGES 


F. A. Parnell has been ap- 
pointed sales manager of the 
General Electric Co.’s_ conduit 
and wire sales section at Bridge- 
port, Conn. He was formerly 
manager of sales promotion for 
construction materials. F. C. 
Dazley and F. C. Ralph have re- 
spectively been appointed as sales 
manager and commercial engi- 
neer of the construction materials 
division. Mr. Ralph will also con- 
tinue his responsibility in the elec- 
tric range accessory field. 
Clifford W. Stuart, secretary of 
the General Electric sales com- 
mittee and, for the last six 
months, assistant manager of the 
G. E. Home Bureau, has been 
named its manager. Carl M. 
Snyder has been appointed man- 
ager of appliance sales. In his 
new position, he is responsible 
for the sale of all products of the 
household appliance division, in- 
cluding home laundry equipment, 
vacuum cleaners, clocks, fans, 
and heating devices; for products 
of the radio division, including 
refrigerators, ranges, water heat- 
ers, dishwashers, and disposals. 
MARACHE ELECTED TO 
LIONEL DIRECTORATE 


Herbert W. Marache of Gran- 
berry, Marache & Lord, New 
York City, has been elected a 
director of the Lionel Corp., 15 
E. 26th St., New York City. 








FIRST OFFICERS OF THE KEYSTONERS 





The first officers of The Keystoners at a dinner meeting at the 


Llanerch Country Club, Llanerch, Pa. 


The Keystoners are an 


organization of Pennsylvania salesmen calling on the hardware 
and mill supply distributors of that state. Reading from left to 
right are: Vice-president, W. J. Eberlein, 328 S. Carol Blud., 
Upper Darby, Pa., representing the Greenfield Tap & Die Co.; 
president, David Moffat, 126 Springfield Rd., Springfield, Pa., 
representing The Starrett Co., and secretary-treasurer, Arthur E. 
Meigs, manufacturers’ representative, 1209 Olive St., Philadelphia. 
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MARTIN AND FOLEY GUESTS OF HARDWARE BOOSTERS 


Albert D. Martin and John 
B. Foley, president and secre- 
tary, respectively, of the New 
York State Retail Hardware As- 





ALBERT D. MARTIN 


sociation, were guest speakers at 
the Nov. 19 meeting of The 
Hardware Boosters at Springer’s 
Restaurant, New York City. 
Other prominent New York 
hardwaremen, guests of The 
Boosters were Sydney Atkinson, | 


R. J. Atkinson, Brooklyn, N. Y., 


H. A. Cornell, Brooklyn, and 
H. L. Gilliam, Wood Shovel & | 
Tool Co., New York City, and | 


president of the Hardware Trade 
Association of New York. M. 
E. Wyckoff, Hardware World, 
president of The Boosters, pre 
sided and acted as toastmaster. 
More than 50 Boosters and 
guests were present. 

Mr. Foley in his address asked 
for cooperation in the coming 





JOHN B. FOLEY 


National Hardware Week, May 
9-14, which will make the public 
conscious of hardware _ stores 
and their merchandise. 
President Martin of the New 
York State Association said that 
all branches of the hardware 
business must work together 
more closely as the only salva- 
tion and emphasized the need 





46 





| at Merino & Water Sts., 


confidence 
mer- 


for enthusiasm, self 
and the honest 
chandise. 

President Wyckoff announced 
that The Boosters would hold 
their annual Christmas party 


sale of 


| Saturday afternoon, Dec. 18, at 
gee > > 
Springer’s Restaurant. This meet- 


ing was also the first of the 
Booster’s Silver Jubilee Year and 


| was marked with the entrance of 


several new members. They are: 
R. W. Scobell, representing Mid- 
States Steel & Wire Co.; Paul 
W. Lingener, Remington Arms 
Co.. Inc.; Gus A. Flamman. 
Hardware Mutual Casualty In- 
surance Co.; George A. Fisher, 
affiliated with his father, Booster 
George H. Fisher: James J. Rit- 
associated with his 
father, Booster F. H. Ritter- 
busch; Harry A. Todd, Jr., 
Remington Arms Co., and R. M. 


Cruise, Corbin Screw Corp. 


terbusch, 


VAN DEREN HDWE. CLOSES 
RETAIL DIVISION 

The Van Deren Hardware Co.., 
Lexington, Ky., is discontinuing 
the retail division of its business 
at 340 Main St., and will operate 
exclusively as a wholesale con 
cern. All business operations 
will be concentrated in the com 
pany’s large modern warehouse 
Lexing 
ton. 

J. F. Van Deren organized the 


company nearly a half century | 


ago and it has grown to be one 


of the largest businesses of its 
kind in the South, covering Ken- 
tucky and_ neighboring _ states. 


Mr. Van Deren is president of 
the company; Sterling D. Coke, 
vice-president and general man- 


| ager, and J. P. Irvine. treasurer. 


NEW DIRECTORY OF 
N. Y. MANUFACTURERS 


The latest edition of the Di- 
rectory of New York State 
Manufacturers has recently been 
published by The New York 
Journal of Commerce, New York 
City. The book contains com- 
plete manufacturing information 
on the state, giving a list of 
45,000 manufacturers, with a de- 
scription of the products made, 
names of owners and executives, 
and number of employees in 
each factory and plant. In ad- 
dition, the directory also gives 
lists of public utility plants and 
their chief officers, national, 
state, savings banks, and loan 
associations, alphabetical listing 
of all municipalities, population 
figures, fire insurance ratings, 
property valuation, tax rates, and 
other data of value to companies 
doing business in New York 


There are three maps showing 
gas and electric utilities, canals 
and waterways, and railroad fa- 
cilities. 

The volume was formerly pub- 
lished by the Department of 
Labor of the State of New York, 
the last edition appearing in 
1933. Because of numerous re- 
quests for a new and up-to-date 
edition, The New York Journal 
of Commerce undertook to pub- 
lish the book with the coopera- 
tion of the State Department of 
Most of the data, lists 





Labor. 





Labor Department. The book is 
priced at $10.00 a copy. 


MFRS. TO MEET WITH 
SOUTHERN JOBBERS, 
APRIL 11-14 
The American Hardware Man- 
ufacturers Association and the 
Southern Hardware Jobbers As- 
sociation will hold their joint 
convention at the Hotel Pea- 
body, Memphis, Tenn., April 11- 
14, 1938. Charles F. Rockwell, 
342 Madison Ave., New York 
City, is secretary of the manu- 
facturers group. Secretary of 
the jobbers’ group is T. W. Mc- 
Allister, 1020 Grant Bldg., At- 

lanta, Ga. 





TURNERDAY ROUND-UP 
The Turnerday Round-up, an- 


| tive, manufacturing, and _ sales 
| departments of Turner, Day and 
Woolworth Handle Co., Louis- 


| ville, Ky., was held in the Brown 


| Hotel of that city recenily. The | 
meeting was climaxed by a ban- | 


| quet at the Pendennis Club, at 
which Paul Bunyon Criss, cham- 
pion chopper, cut an 8-inch log 
| in two in slightly over a minute, 
using an axe handled with Turner- 
| day “Slo-Seasoned” hickory. Mr. 
| Criss then demonstrated the axe 
| as a possible competitor of the 
safety razor, by shaving one of 
the members of the audience. 





Paul Criss substituting an axe for 
a@ razor at the Turnerday Round-up 








and statistics appearing in the | 
directory were prepared from the | 
factory inspection records of the | 





nual joint meeting of administra- | 





RECTOR JOINS AMERICAN 
FORK & HOE CO. 
Walter W. Rector has joined 


the executive staff of The Amer- 
ican Fork & Hoe Co., 1623 Eu- 





WALTER W. RECTOR 


clid Ave., Cleveland, Ohio, as 
assistant to the president, A. F. 
Fifield. Mr. Rector started his 
hardware career with Marshall- 
Wells Co. in 1909, consecutively 
serving as general salesman, 
buyer, and manager of several 
divisions of the company. In 
1933 he became connected with 
Montgomery Ward as merchan- 
dise manager of the company’s 
hard lines group. For Mont- 
gomery Ward he supervised, mail 
order and retail sales on tires, 
auto accessories, shelf and heavy 
hardware, sporting goods, plumb- 
ing and heating, paint, building 
materials, and farm supplies. 


SOUTHERN CALIF. DEALERS 
PLAN 5-DAY EXHIBIT 


In connection with the annual 
convention of the Southern Cali- 
fornia Retail Hardware Associa- 
tion, a five-day hardware and 
housefurnishings exposition — is 
planned at the Shrine Civic 
Auditorium, Los Angeles. Be- 
ginning on Feb. 6, 1938, the ex- 
position will run through to Feb. 
10 and will be open from 11 
a.m. to 11 p.m. each day. On 
the last two days the show will 
be open to the public, architects, 
builders, contractors, purchasing 
agents, etc., and there will be an 
admission charge of 25 cents to 
those not securing a free ticket 
from hardware stores. For the 
public showing, the association 
will promote interest by radio 
announcements, newspaper ads 
and promotions in retail hard 
ware stores. 

A two-day convention program 
will be held Feb. 7 and 8 with 
afternoon and evening sessions. 
J. V. Guilfoyle, 1126 Rives-Strong 
Bldg., Los Angeles, is secretary 
of the association. 


HARDWARE AGE 
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Members of the hardware in- | 


dustry together with prominent 
civic and philanthropic leaders 
joined in a testimonial dinner to 





WM. L. BLUMBERG 


William L. Blumberg, president, 
William L. Blumberg Co., hard- 
ware concern at 31 Warren St., 
New York City, at the Metrop- 
olis Club, on Nov. 10. The din- 
ner was given in recognition of 
Mr. Blumberg’s successful busi- 
ness career and his support of 





the current New York-Brooklyn | 


Federation campaign. Edwin R. 
Masback, president, Masback | 


Hardware Co., 330 Hudson 


Si) 


New York, was chairman of the | 


dinner and toastmaster. 

Speakers included 
Marx, president of the Federa- 
tion for the Support of Jewish 
Philanthropic Societies of New 
York City; F. L. Stellwagen; 
Nat E. Drazan, Drazan Co.; 
Jerome Kassewitz, William L. 
Blumberg Co.; Rabbi William 
Schwartz of Temple Israel of 
Lawrence, L. I., and Mr. Blum- 
berg. 

The speakers paid tribute to 
Mr. Blumberg’s achievements in 
the many years he has _ been 
identified with the hardware 
industry and for his leadership 
in enlisting support for the Fed- 
eration during the past 20 years. 
As an expression of their regard 
for the guest of honor, everyone 
joined in contributing to Mr. 
Blumberg’s chief philanthropic 
cause, the New York and Brook- 
lyn Jewish Federations. 

Among those who aided Mr. 
Masback in arranging the trib- 
ute were: Louis Goldberg, Parker 
Kalon & Co.; Mr. Drazan; Ar- 
thur and Ira Goldenblum, Wil- 
liam Goldenblum & Co.; Jacob 
Levine, Weinstein & Levine; Ar- 
thur Lehmeier, Jacobs Bros.; 
Louis L. Strauss, Nicholson File 
Morris Abrams; Abraham 
Friedman. Friedstrasse Co.: 


Co.; 


Lawrence | 





| 





James Ginsberg, Abraham & 
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WILLIAM L. BLUMBERG GIVEN TESTIMONIAL DINNER 


Straus; Jerome Kassewitz, Wil- 
liam L. Blumberg Co.; I. H. Mil- 
ler, Stern Bros.; Dan Nessler. 
Kompass & Stoll Co.; George W. 
Plaut; Milton Redlich; Durst 
Mfg. Co.; Abraham Rosenberg, 
General Hardware Mfg. Co.: 
David Rothbaum, Rothbaum & 
Leinwand; A. W. Stern, and 
Abraham Westreich. 

Among the guests were Fred- 
erick Pfeiffer, The Payson Co.; 
Messrs. Jones and Kemp of the 
Yale & Towne Mfg. Co.; A. E. 
Van Cleave, General Electric 
Co.; Roy Schmitt, Stanley Rule 
& Level Co.; Charles Pincus; 
Stanley Works; Mr. Van Camp, 
Standard Tool Co.; Mr. Hen- 
ricks, Henricks & Howell; D. 


Baldwin, Continental Steel Co.: 





It is not necessary to buy mer- | 
the | 
Judges will select the | 
winners based on any one of, or 
a combination of, the following 
newspaper 
department dis- 


chandise to participate in 


contest. 


merchandising efforts: 
advertisements; 
play; window display; _ best 
thought-out plan for getting co- 
operation of salespeople; editorial 


support received from local news- 


papers; direct mail efforts, and 


special display. Details may be 
covered in a letter to the company, 


making attachments of photo- 
graphs, newspaper ads, editorial 
support, etc. 
allowed for commercial 
All entries must be in by Janu- 
ary 2. Winners will be announced 





H. J. McCarty, J. C. McCarty 
Co.; Messrs. Plumb and Leon- 
ard, Eagle Lock Co.; Messrs. | 
Lohr and Eckhardt, J. H. Gra- 


ham & Co., Inc.; M. Newmark, 
Independent Lock Co.:; Mr. 
Segal, Segal Lock & Hdwe. Co.;: 





E. R. MASBACK 


Mr. Whiteneck, B. F. Goodrich 
Co., and W. Wright, Rubberset 
Co. 

NESCO SPONSORS XMAS 
MERCHANDISING CONTEST 
National Retail Dry 
Goods Association figures show 
that 13.5 per cent of the total 
year’s volume in the housewares 
department is done during the 
month of December, the National 
Enameling and Stamping Co., 
Milwaukee, Wis., will award 
prizes for the best merchandising 
job during the holiday season on 
Nesco products. The first prize 
will be $50.00; the second, the 
No. 1295, nine-piece Nesco stain- 
less enameled ware set, and the 
third prize, the No. 995, six-piece 
Garden Girl japanned ware set. 
The winners of the awards may 
use them for personal purposes; 
to further advertise their depart- 
ment, or to stimulate the sales- 
people in their department. 


Since 


Bill 


at the Housewares Show. 

Nesco has prepared a special 
list of its products that can 
merchandised. This list as well 
catalog showing the 
items are available to those wish- 
ing to enter the contest. 


be 


sheets 


as 


MORGENSTERN CO. 


DISCONTINUES 
V. H. Morgenstern and Co., | 
manufacturers’ agency of Fort 


| Worth, Tex., is discontinuing its 


business. The firm’s founder, 
Vic H. Morgenstern, passed away 


| two years ago and the business 
| had since been operated by Mrs. 





Morgenstern and her brother, 
McCrea. 


ATKINS SAW WINS IN 
LOG SAWING CONTEST 


Twenty - five thousand persons 
watched the log sawing contest 
at the Mountain State Forest Fes- 
tival, when Earl Kellison of 
Cowen and his brother, Merit 
Kellison of Huntersville, W. Va., 
cut twice through a 20-inch log 
in 52.6 seconds to win first place, 
shaving off the 56-second winning 
time of last year. A No. 77 Silver 
Steel Crosscut Saw, made by 
E. C. Atkins & Co., Indianapolis, 
Ind., was used. Atkins saws also 
won third and fourth place. Fred 
Lee and Ira Tenny of Hemlock, 
W. Va., used a No. 77, while 
Henry Rose and Upton Sears of 
Webster Springs, W. Va., took 
fourth place with a No. 540. 


ATLAS PRESS INCREASES 
PLANT FACILITIES 


Atlas Press Co., Kalamazoo, 
Mich., recently completed a 
plant addition which provides 


15,000 square feet of additional 
floor space. The new floors are 
being used to increase produc- 
tion of the company’s bench 
lathes, shapers, drill presses, and 
arbor presses. 


Two dollars will be 
photo- | 
graphs for each entry if requested. 








MEMA ELECT NEW 
BOARD MEMBERS 
The Motor & Equipment Manu- 
facturers Assn. has elected the 
following as members of its board 





D. S. BRISBIN 


of directors for the three-year 
term of 1938-1940: D. S. Brisbin, 
vice-president, Columbus-McKin- 


|non Chain Co., Tonawanda, 
|N. Y.; R. C. Brower, secretary- 
treasurer, The Timken Roller 


Bearing Co., Canton, Ohio; R. 
D. Pippen, assistant treasurer, 
American Hammered Piston Ring 
Division of Koppers Co., Balti- 
more, Md., and F. W. Swanson, 
president, Globe Hoist Co., Des 
Moines, Iowa. 

Mr. Brisbin was a member of the 
first MEMA board of directors in 
1932. Mr. Brower’s company was 
a charter member of the former 
Motor & Accessory Manufacturers 
Assn., organized in 1904, since 
which year the company has been 
a member of MAMA, the MEA. 
and the MEMA. Mr. Pippen will 
be the MEMA board member rep- 
resenting the MEMA credit de- 
partment board of governors. 


EMERSON ELECTRIC NAMES 
SERVICE MANAGER 
Clarence Wittmer has heen ap- 
pointed national service manager 
of The Emerson Electric Mfg. 
Co., St. Louis, Mo. He succeeds 
W. A. Devlin. 


NORTH DAKOTA ASSN. 
MEETS IN GRAND FORKS, 
FEB. 8-10 


The annual convention and 
exhibit of the North Dakota Re- 


tail Hardware Association will 
be held in Grand Forks, N. D., 
Feb. 8-10, inclusive, 1938. The 


hardware exhibit will be held in 
the City Auditorium. Miss Louise 
J. Thompson, secretary-treasurer, 
has her headquarters at 21 Clif- 





ford Bldg., Grand Forks. 
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KLIESRATH IS GEN. MGR. 

BENDIX PRODUCTS CORP. 

Victor W. Kliesrath, vice-presi- 
dent and director of Bendix 
Aviation Corp. and director of 
Bendix Products Corp., South 





VICTOR W. KLIESRATH 


Bend, Ind., has been appointed | 


general manager of the latter or- 
ganization. 


SUMMERS HDWE. & SUPPLY 
REELECTS OFFICERS 


At a recent stockholders’ meet- 
ing of the Summers Hardware 
& Supply Co., Johnson City, 
Tenn., the following officers 
were reelected: F. L. Wallace, 
president and general manager; 
J. A. Summers, vice-president, 
and J. B. Shepherd, vice-presi- 
dent and treasurer. Directors 
elected were: L. R. Driver, C. 
G. Faine, J. N. Moylan, J. R. 
Simmonds and W. E. Tomlinson. 


HARDWARE TRADE ASSN. 
HOLDS LUNCH MEETING 


Forty members and guests of 
the Hardware Trade Association 
of New York met at the No- 
vember 23 meeting of the asso- 
ciation at the Railroad Ma- 
chinery Club, 30 Church St., 
New York City. H. L. Gilliam, 
Wood Shovel & Tool Co., presi- 
dent of the association, intro- 
duced the following guests: Au- 
gust Pahl, Hammacher, Schlem- 
mer & Co., Inc.; William H. 
Oxley, L. S. Starrett Co., Inc.; 
F. I. Bamber, Nea! & Brinker; 
Thornton Lowerrie, American 
Steel & Wire Co.; David F. 
Daly, Federal Hardware Co.; Mr. 
Harrington, The Carborundum 
Co., and W. F. Boore, Pitts- 
burgh Steel Co. 

Robert L. Doti, Igoe Bros., 
Brooklyn, chairman of the enter- 
tainment committee, introduced 
his friend, Jimmie Lyons, enter- 
tainer, who gave his impression 
of a political speaker, and con- 
cluded the entertainment with 
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several dialect stories. President 
Gilliam announced that the next 
meeting would be held at the 
same address on December 14 
at which time the nominations 
committee would make its recom- 
mendations for officers for the 
ensuing year. William Hansen, 
Hansen & Yorke Co., Inc., was 
named chairman of the nominat- 
| ing committee. 








|N. Y. HOUSEWARES SHOW 
TO BE HELD JULY 10-16 


Mrs. Flo English, executive 
secretary, New York Housewares 
Manufacturers Association, Hotel 
Pennsylvania, 7th Ave. and W. 
| 33rd Sts., New York City, has 
| announced that the annual New 
| York Housewares Show will be 
held July 10 to 16, inclusive, 
| 1938. The show will be at the 
| Hotel Pennsylvania, as in previ- 
ous years. 


MORLEY-MURPHY ISSUES 
TOY SUPPLEMENT 
The Morley-Murphy Co., 


wholesale hardware firm of 
Green Bay, Wis., has issued its 
1937 Toy Supplement of 68 
pages, showing its lines of toys 
and Christmas items. The sup- 
plement illustrates electric 
trains, mechanical trains, metai 
cars and trucks, mechanical toys, 
science games, juvenile furni- 
ture, all sorts of games, dish 
sets, juvenile stoves, dolls and 





many more items designed to 
please youngsters. Several pages 
of the catalog are also devoted 
to Christmas tree decorations 
and gifts to please grown-ups. 





TRUE TEMPER 

SALES HELPS 
“What True Temper Will Do 
For You In 1933,” is the title 
of an attractive and well illus- 
trated brochure being offered by 
The American Fork & Hoe Co., 


1623 Euclid Ave., Cleveland, 
Ohio. The booklet outlines the 
features of the True Temper 


tools; the various sales helps, 
displays, and promotions created 
for the line. 


H. M. FELDMAN JOINS 
SECHTMAN HARDWARE 


H. M. Feldman has _ been 
added to the sales department of 
the Sechtman Hardware Co., 
wholesale firm of 140-142 Gover- 
nor St., Hartford, Conn. Mr. 
Feldman was formerly with Wm. 
Goldenblum & Co., of New York 
City. 

ILLINOIS ASSN. MEETS 
FEB. 15-17, 1938 


The Illinois Retail Hardware 
Association will hold its annual 
convention, Feb. 15 to 17, 1938, 
at the Hotel Sherman, Chicago, 
Ill. C. G. Gilbert, 1155 Mer- 
chandise Mart, Chicago, is man- 
aging director of the group. 








John S. North, president of 
North Bros. Mfg. Co., Philadel- 
phia, Pa., at the November meet- 
ing of the Hardware Merchants 
& Manufacturers Assn. of Phila- 
delphia, 505 Arch St., exhibited 
five reels of the motion pictures 
he took while en route from Tan- 
giers, Africa, to Los Angeles, 
Calif., encircling Cape Horn. A 


large attendance of manufac- 


turers and wholesalers were pres- 
ent and enjoyed the vivid, exciting 
taken by 


Mr. North 


pictures 





JOHN S. NORTH 


JOHN S. NORTH EXHIBITS TRAVEL FILM 








while on the Wander Bird, an 85- 
foot sailing boat. The journey 
around Cape Horn took 29 days, 
during which time 17 gales and 
one hurricane were encountered. 

At the meeting the following 
officers were nominated to serve 
duting 1938: president, Wm. 
George Steltz, Supplee - Biddle 
Hardware Co.; vice - president, 
Charles F. Griffith, Griffith Tool 
Works, and secretary - treasurer, 
George A. Fernley. 


WM. GEORGE STELTZ 





METROPOLITAN HARDWARE 
DINNER DRAWS 600 HARD- 
WAREMEN 
More than 600 hardwaremen 
and their friends met Wednesday 
evening, Nov. 17, in the Grand 





H. A. CORNELL 


Ballroom of the Hotel Commo- 
dore, New York City, for the 
annual banquet of the Metro- 
politan Hardware Association. 
The affair was in charge of a 
committee headed by Sydney H. 
Atkinson, R. J. Atkinson & Co., 
Brooklyn, N. Y. H. A. Cornell 
acted as honorary’ chairman. 
Sidney Milligan, Crane and Mil- 
ligan, Newark, N. J., the toast- 
master of the evening, intro- 
duced the Reverend Carl Hirzel, 
Covenant Lutheran Church, 
Ridgewood, Long Island. 

Members of the association 
joined in tribute to Mr. Cornell 
and in appreciation of his many 
years of service presented him 
with a round-trip ticket to Ber- 
muda. 

There were no formal speak- 
ers, but the highlight of the 
evening was a diversified pro- 
gram of entertainment, including 
community singing, song and 
dance acts, feats of legerdemain, 
a roller skating act and a group 
of talented accordionists. 


PAUL SPEAKER JOINS 
CLEVELAND CHAIN 


Paul H. Speaker, Jr., has be- 
come associated with the Cleve- 
land Chain & Mfg. Co., Cleve- 
land, Ohio, for which he will 
travel in the southwest. Mr. 
Speaker, who for many years 
was connected with Huey & 
Philp Hardware Co., Dallas, 
Tex., will continue to reside in 
that city. 


McLENDON HARDWARE CO. 
PROMOTES POAGE 
Scott Poage has been ap- 
pointed office manager of the 
McLendon Hardware Co., Waco, 
Tex. He succeeds the late T. J. 


Dromgoole. 
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TENNESSEE COAL, IRON & RAILROAD PROMOTES 
J. K. UNDERWOOD AND A. R. BALDWIN 


John K. Underwood, hereto- 
fore manager of sales of the sheet 
products division, Tennessee Coal, 





J. K. 


UNDERWOOD 


Iron & Railroad Co., Birmingham, 
Ala., has been appointed assistant 
to the manager of sales. A. R. 
Baldwin, who has been manager 
of sales of the wire products di- 
vision, has been made manager of 
sales of the newly consolidated 





sheet and wire products division 
of the company, 

Mr. Underwood joined the | 
Tennessee company as a salesman | 
in 1891. Soon afterward he be- 
came connected with the ware- 
house division of the Carnegie 
Steel Co. In 1911 he was trans- 
ferred again to the Tennessee 
company, the products of which 
he sold along with the products 
of the Carnegie and Illinois com- 
panies. In 1926 he was placed 
in charge of sales of the products 
of the company’s newly completed 





Fairfield sheet mills and in 1934 


was made manager of sales of 
the sheet products division. 

Mr. Baldwin started his career 
in the steel business in 1924 with 
the Wisconsin Steel Co. That 
same year he joined the sales 
force of the American Steel & 
Wire Co. in Chicago. He retired 
to join his father in the hard- 
ware business in 1926, but three 
years later returned to the Ameri- 
can Steel & Wire Co. with the 
St. Louis organization. He was 
transferred to the Birmingham of- 


fice in 1932 and later made as- | 





A. R. BALDWIN 


sistant manager of sales. When 
the operations of the wire firm 
were purchased by the Tennessee 
company, he joined the latter and 
was made manager of sales of the 
wire products division. 


NEW HARDWARE STORE 


Raymond Dawson and R. 





Deane White have opened a new 


hardware and appliance store at 
30 West State St., Media, Pa., 
to be known as White-Dawson, 
Inc. 


MARIETTA PAINT & COLOR 
EXPANDS ITS SALES FORCE 


In line with the expansion 
program of The Marietta Paint 
and Color Co., Marietta, Ohio, 
several new members have been 
appointed to its sales force. They 
are: V. D. Reynolds, J. H. Van 
Housen, R. S. Cheves, and J. J. 
Joyce. 





| 
| 
| 


SARGENT & CO. MOVES 
NEW YORK QUARTERS 


Sargent & Co., New Haven, 
Conn., has leased new offices at 
342 Broadway, New York City. 
The company had formerly main- 
tained its New York office at 94 
Centre St. 


OPENS STORE IN TEXAS 

The House Hardware Co. has 
been opened at Paris, Tex., with 
lines of builders’ and general 
hardware, housewares, bathroom 


| supplies, ete. 


USES OF LE.S. INSIGNIA AND NAME EXPLAINED 


To clarify the situation with 
regard to lamp activity, the II- 
luminating Engineering Society, 
51 Madison Ave., New York City, 
has announced the following 
regulations covering the use of 
I.E.S. The society requests that 
no use be made of its name, 
initials, or insignia in connection 
with the manufacture and sale 
of portable lamps unless those 
lamps shall have been built to 
meet the Society’s specifications: 


and properly certified as evi- 
denced by the proper tag by 
either the Electrical Testing 


Laboratories or the Hydro Elec- 
tric Power Commission of On- 
tario laboratories. 

There is no such thing as an 
“T.E.S.-type” lamp or an “I.E.S. 
principle.” A portable lamp 
either meets the specifications or 
it does not. If it meets the 
specifications, there is no reason 
why it should not be certified. 
The Society’s name must not be 
used in connection with “fix- 
tures” because it has no specifi- 
cations covering fixtures. 

Where the initials “I.E.S.” are 





properly used to describe a cer- 
tified lamp, the words, “certified” 
and “specification” should also 
be used, with the word “certi- 
fied” in smaller type above, and 
the word, “specification” in 
smaller type below the initials. 
The Society does not manufac- 
ture any portable lamps, and a 
proper description requires the 
use of the word “specifications.” 
The arrangement of those two 
words with the initials “I.E.S.” 
as used by manufacturers in 
their cooperative advertising is 
available to others for their use 
in advertising and selling cer- 
tified lamps at retail. The 
phrase should not be used or 
designated as a trade mark. 
The Society favors the use of 
a facsimile of the certification 
tag in all advertising which of- 
fers for sale lamps certified as 
meeting the specifications of the 
Society. The name or initials 
of the Illuminating Engineering 
Society must not be used as @ 
part of the name of any com- 
pany, corporation, partnership, 
or organized trade association. 





This year’s annual Halloween party at the Superkleen brush factory in Brooklyn, division of Devoe & Reynolds Co. Inc., 1 W. 
47th St., N. Y., was an unusually gay occasion because the sales force under the leadership of A. H. Mohrhusen, sales manager, 
had just completed a fall campaign which broke all previous records. 
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ROBERT R. LEEDS 


OBITUARY 


| representative for the New York 


Robert R. Leeds, 66, of the | Knife Co. for more than 30 years. 


P. & F. Corbin Division of the | 
American Hardware Corp., New | 


Britain, Conn., passed away Nov. 





R. R. LEEDS 
1, after a short illness. Mr. | 
Leeds entered the hardware 


business at an early age and was 


with the Russell & Erwin Co. | 
for 32 years before being trans- | 
Di- | 


ferred to P. & F. Corbin 


vision in 1929. He 


widow and five daughters. 


leaves his 


ALVAH N. MYERS 

Alvah N. Myers, 75, vice-presi- 
dent and director of the F. E. 
Myers & Bro. Co., Ashland, 
Ohio, died Nov. 12 in a Cleve- 
land hospital after an illness of 
two weeks. After finishing school 
Mr. Myers became associated 
with his brothers in the retail 
farm implement and feed _busi- 
ness. In association with his 
brother, G. D. Myers, Mr. A. N. 
Myers organized the Union 
Hardware and Supply Co. of 
Ashland. When the Myers pump 
factory was established, he ser- 
ved as assistant superintendent 
of the plant. As the business 
expanded Mr. Myers was placed 
in charge of systematizing de- 
partmental activities. In 1921 
when the business was _incor- 
porated he became vice-president 
and director, in which capacities 


he continued until his recent 
death. 
Surviving Mr. Myers is a} 


daughter, a_ brother, G. 
Myers, and three sisters. 


JAMES A. IRWIN 
James A. Irwin, 57, president 
of James A. Irwin & Co., New 
York City, passed away sud- 
denly at his home in Brooklyn. 
Mr. Irwin was the New York 
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He leaves his widow and two 
daughters. 


FLOYD W. MARBLE 


Floyd W. Marble, 46, promi- 
nent industrialist and banker 
died suddenly Nov. 13. Mr. 
Marble was vice-president of the 
Marble Arms & Mfg. Co., Glad- 
Mich., founded by his 
father; president of the Marble- 
Card Electric Co.; vice-president 
of the Northwoods Mfg. Co. of 
Manistique, and vice-president of 
the Gladstone State Savings 


Bank. 


stone, 


FREDERICK S. RADFORD 


Frederick S. Radford, marine 
hardware merchant of Sheeps- 
head Bay, Brooklyn, N. Y., died 
Nov. 
tack, 


14, following a heart at 
His widow survives. 


THOMAS PEPPLER 


Thomas Peppler, 90, founder 
and active head of Thomas Pep. 
pler Son & Co., farm implement 
and supply store at Hightstown, 
N. J., passed away Nov. 4 of a 
heart attack. He 
widow and a son, Samuel. 


leaves his 


AUGUST L. EGOLF 


August L. Egolf, 82, one of the 
oldest hardware dealers in Phil- 
adelphia, Pa., died recently after 
a brief illness. Mr. Egolf had 
been engaged in the retail hard- 


ware business for the past 50 
years. A son, August J. Egolf, 
survives. 


L. A. BOWER 


L. A. Bower, 68, veteran ex- 
ecutive of the Haw Hardware 
Co., Ottumwa, Iowa, died at his 

















home in that city on Nov. 1. Mr. 
Bower had been affiliated with 
the wholesale hardware firm for 
18 years and for 22 years pre- 
vious, was a retail hardware mer- 
chant in Glenwood, Iowa. 

Mr. Bower entered the Haw 
Hardware in 1914 as a traveling 
salesman and for several years 
prior to his death was buyer of 
heavy items. 








CLARENCE H. ANDERSON 


Clarence H. Anderson, 63, 
manager of the service depart- 
ment of the P. & F. Corbin 
Division of the American Hard- 
ware Corp., New Britain, Conn., 
passed away Nov. 1 after a short 
illness. Prior to his coming with 
P. & F. Corbin, Mr. Anderson 
was connected with several rail- 
road companies in the capacity 
of secretary and chief clerk. His 
widow survives him. 








HARDWARE BRIEFS 








GEORGIA 


Harry W. Jernigan has pur- 
chased the Hernlein Hardware 
Co. store at 570 Broad St., Au- 
gusta, The new store will 
be under the management of 
Charles W. Hogrefe and will be 
known as the Jernigan-Hogrefe 
Hardware Co. 


Ga. 


IDAHO 


A. C. Campbell, who has been 
in the employ of the Interna- 
tional Harvester Co. will assume 
ownership and management of 
the Hollingsworth Hardware and 
Implement Co., Lewiston, Idaho. 
The firm name will be changed 
to the Campbell Implement Co. 


IOWA 
The Joens Hardware store has 
been opened at Jefferson, Iowa, 


in a new building on the north- 
east corner of the square. 


MINNESOTA 
R. A. Froehlich and his son 
Lawrence have purchased the 
former George Katzenmeyer 
hardware store in Le Sueur, 


Minn. The new owners, who will 
operate the business as Froehlich 
Hardware, had the store remod- 
elled. 





PETTEE’S SERVICE FLEET 








NEBRASKA 


The Maher Hardware Co. has 
moved to a new location in the 
Nelson Bldg., Potter, Neb. C. J. 
Brady is manager of the firm. 


NEW YORK 


The Case & Rappleye hard- 
ware store at Interlaken, N. Y., 
has been purchased by Donald 
H. Hanford. 


NORTH CAROLINA 


The Redwine Hardware Co. 
will move to new quarters at 208 
N. Main St., Highpoint, N. C. 


SOUTH DAKOTA 


The Tessin Hardware is dis- 
continuing its business at Mil- 
bank, S. D. 

TEXAS 

The Ozona Hardware Co., 
Ozona, Tex., operated by the 
Findlater Hardware Co., San 


Angelo, Tex., has been discon- 
tinued. M. Wilkinson, who has 
managed the Ozona store for the 
past three years’ is now with the 
Joe Oberkampf store in Ozona 
managing its new hardware and 
gas appliance department. 





This fleet of trucks and business coupes is used by Pettee’s of Oklahoma City. Okla., to furnish a 
direct method of contact between the firm’s five community stores and their customers. The fleet 
is shown parked before Pettee’s main store at 121-123 W. Main St., Oklahoma City. 
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“No Comment!” 


By SAUNDERS NORVELL 


IKE KINNEY once wrote 
“Stop running the govern- 
ment and wash those front 


windows.” That was a good many 
years ago, and since then all of us 
have devoted a great deal of time 
trying to help run the government, 
and the government has also de- 
voted a lot of time trying to run us. 
However, there is a good deal that 
we might learn from Washington. 
For instance, I noticed when any 
Washington official has a press 
conference, or when anyone calls 
and asks them leading questions 
they lean back in their easy chairs, 
stick their thumbs in their arm- 
holes, and terminate the barrage 
of questions with the words—‘no 
comment.” Now why wouldn't 
it be a good idea for all of us to 
adopt the same plan? 


It’s a Great Idea 


Suppose for instance, the income 
tax investigator drops in to see us 
and asks why we made certain de- 
ductions. Why wouldn’t it be 
perfectly proper for us to sit back 
in our chairs, gaze at the ceiling, 
and reply—‘“no comment.” 

When a gunman is haled before 
the judge and asked about the 
charges against him, why would 
not it be a good idea to reply— 
“no comment.” 

When your bank writes you 
that your note is due, please call 
and settle up, just answer—‘no 
comment.” 

When your broker telephones 
you that the market on your pet 
stock has gone down ten points 
and he must have additional mar- 
gin, just answer—‘“no comment,” 
and see what happens. 

The way these two short words 
may be used gives wide play to the 
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imagination. Probably when some 
prominent official in Washington 
dies and it is necessary to carve 
something on his tombstone, this 
would be appropriate: “John Doe, 
born 1870, died 1937, ‘no com- 


ment.’ ” 


The Women Decide 


Hardware dealers should cer- 
tainly be interested not only in 
builders’ hardware, but in house 
equipment. The other day a real 
estate man remarked that it would 
be difficult to sell a certain house 
because it was old-fashioned, and 
didn’t have all the modern gadgets. 
“But,” said I, “this house is very 
well built, splendid foundation, 
good honest, old-fashioned build- 
ing, etc.” “That may be,” said 
the real estate man, “but the 
women today decide upon the 
house that is bought, and the 
women do not pay the slightest 
attention to the foundations, to the 
substantial construction of a build- 
ing, or to workmanship. But they 
are profoundly interested in gad- 
gets.” “For instance,” he con- 
tinued, “in an old-fashioned house 
you push a button at the front door 
and the doorbell rings. But in 
modern houses when the caller 
pushes the doorbell, soft, sweet 
chimes ring in the front hall and 
can be heard all over the house.” 
“Yes sir,” continued the real estate 
man, “when you take a woman up 
to the front door of a new house, 
push that button and ring those 
chimes you have the house almost 
sold.” 

There are many special things 
about a house in which a woman 
is always interested, and surprising 
to say, it is not the living room and 
bedrooms, but the kitchen and the 


bathroom. She wants a large, 
cheerful kitchen with tiled walls, a 
modern stove and icebox, and all 
the rest of the labor-saving electric 
gadgets. These are the things 
that interest her more than the way 
the house itself is built. She wants 
a colored tile bathroom, with built- 
in shower, chromium fittings, built- 
in laundry basket, etc. Another 
“must” is a large cedar closet in 
every bedroom. 

Since women love all these mod- 
ern gadgets for houses, what a field 
there is for the hardware man! 


A Great Country 


One day not long ago I was 
talking to an Italian chauffeur. 
He is a very good man. He was 
telling me how well he had done 
since he came to the United States 
some ten years ago. He is drawing 
a good salary himself, his wife 
works in a department store, and 
he already owns a six-family apart- 
ment house. “This is a great 
country,” he said, “My relatives 
over in Italy write and tell me all 
about how hard life is over there. 
For instance, a package of cigar- 
ettes sells for two lira in Italy. 
The wages of a man in Italy are 
four lira a day. Therefore it would 
cost him half a day’s wages just 
to buy one packgae of cigarettes. 
So they don’t smoke real tobacco 
over there. It is too expensive.” 

This man is an expert horseman. 
He was a member of the mounted 
police in Italy. He told me about 
their training in horsemanship, 
climbing up steep hills, diving 
down these hills on horseback. One 
thing they were taught first. In 
guiding a horse, especially down 
hill, never pull his head to one side. 
Keep his head straight. If one rein 
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THE WORLD’S 2 BIGGEST MOVIE THEATRES 
SEAT ABOUT THE SAME SIZE AUDIENCE... 











gm the outstanding representatives in any classifica- 
tion—theatres, cities, mountains, rivers—and you'll 
find that the LEADERs often run neck and neck: Among them, 
the biggest in the world is very little larger than the second 
biggest. But here’s one case where the LEADER is so much 
bigger than the next in size that there is no comparison! 


Each week The American Weekly is bought and read by 
6,000,000 families—by far the greatest publication audience 
in the world. And, what is even more important, this tremen- 
dous circulation is concentrated in the country’s richest buy- 
ing areas—in the active marketing territories where the 
great majority of the nation’s 
families live... and where the 
vast bulk of a// retail sales are 
made. In short, The American 
Weekly produces the biggest 
consumer demand for prod- 
ucts advertised in its pages 
by reaching the greatest num- 
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... but the world’s BIGGEST MAGAZINE 


reaches twice as large an audience as the second biggest 


ber of buying families .. . in the greatest number of places. 
It is sound business to stock and feature products that 
have this matchless selling support. It means quicker turn- 


over, more sales, greater profits for you. 


What The American Weekly is 


The American Weekly is the largest magazine in the world. 
It is distributed through the great Hearst Sunday newspapers. 
In 630 of America’s 995 towns and cities of 10,000 population 
and over, The American Weekly concentrates 67% of its 
circulation, 

In each of 196 cities, it reaches better than 
one out of every two families 
In 146 more cities, 40 to 50% of the families 
In an additional 124 cities, 30 to 40% 
In another 164 cities, 20 to 30% 
. . and, in addition, more than 2,000,000 families in thou- 
sands of other communities, large and small, regularly buy 
and read The American Weekly. 


THEAMERICAN 


AN eskby 


“*The National Magazine with Local Influence’’ 
Main Office: 959 Eighth Avenue, New York City 
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is pulled toe hard, it is goodbye. 
as the herse will invariably 
stumble and give you a bad fall. 

He has quite a sense of humor. 
He told me the Italians were an 
emotional people. They love to 
fight. He said there is one small 
town in Italy where he had been 
stationed, with a population of 
about 500, and there were usually 
six to eight murders there every 
year. Some man would make a 
derogatory remark about another. 
The other would brood about it. 
Then he would get out his knife, 
sharpen it up and settle matters. 

When he first came to the United 
States this man got a job in a 
machine shop. When the depres- 
sion came they let him out, but told 
him when they had enough work 
again, they would hire all their 
old employees first. After he had 
secured his good job as chauffeur. 
he received word from the machine 
shop that they were ready to take 
him back. So he turned the letter 
over to his brother who had just 
arrived from Italy, and his brother 
got the job. “What’s the differ- 
ence,” he remarked, “my brother 
is a better mechanic than I am.” 
“How about income tax,” I in- 
quired, “won’t there be compli- 
cations if the government goes 
after your brother on income?” 
“No,” he said, “that does not bother 
us. I have never paid any taxes 
since I have been in this country, 
except on the real estate I bought. 
That, of course, I have to pay.” 
“Well, this is all very well,” I re- 
marked, “but don’t you think when 
the government is having so much 
trouble with balancing the budget. 
that you should help a little bit.” 
“Oh, well,” he answered, “that’s 
their business. When they come 
after me I will pay.” 





The Alien Worker 


All over this Eastern part of the 
United States the foreigners from 
almost every nation have driven 
the original Americans not only 
out of business, but out of all kinds 
of service work. Almost all the 
mechanics have foreign names. 
Now of course no one should 
criticize these foreigners for this. 
Most of them have become good 
solid citizens of this country. They 
have just as much right to be here 
as some of the others whose ances- 
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tors came over 200 or 300 years 
ago. But this is the point I would 
like to stress: The foreigner comes 
here, works hard, and saves his 
money. It is surprising how many 
of them have put their money first 
into a home. and afterwards into 
real estate. Then when their 
children grow up, they go to work. 
They are expected to work. The 
older girls take care of the babies 
while the mother works. In other 
words, the foreigner realizes the 
golden opportunities in this coun- 
try, so he works and digs in. While 
I regret to say that the average 
American spends every cent he 
makes. The American is extrava- 
gant. He likes to buy on the in- 
stallment plan. His children as a 
ule are not brought up with the 
idea of working for a living. 


Foreign Competition 


As one travels around the coun- 
try and observes the changes that 
are taking place, we see that the 
real competition to the independ- 
ent American merchant in business 
is not so much the mail order 
houses and the chain stores, as it 
is the foreign competitor who is 
able to do business on a lower 
standard of living, with conse- 
quently smaller overhead expense. 

There is another Italian family 
[ happen to know, and it is inter- 
esting to note what happened to 
them since they came to this coun- 
try some 20 years ago. The real 
head of this family is the white 
haired grandmother. She is a com- 
manding personality. She rules 
her husband, her children, and 
her grandchildren with a rod of 
iron. This family runs a grocery 
and vegetable store. Every morn- 
ing the grandfather is up at 4.30 
to go to the wholesale markets to 
get the vegetables for the day. The 
mother after a quick breakfast at 
home opens the store. They do a 
very good business. They now 
own the building where their store 
is located. They rent the upstairs 
floors. They also own the build- 
ing where they live. The street 
floor is rented to a plumbing shop. 
The upper floors are all occupied 
by various members of this Italian 
family. One son married an 
American girl. He thought he 
would have an apartment on the 
outside, but his mother gave him 





tu understand very clearly that he 
must occupy an apartment in the 
family building. Why pay rent to 
outsiders? So he promptly moved 
his family to the home building. 

The sons work in the business. 
One of the daughters is a school 
teacher. Last summer she spent 
her vacation in Europe. She is a 
highly intelligent woman, but when 
she is at home she also has a room 
in the family castle. I believe if 
this old lady with her iron jaw 
should meet Il Duce, he would have 
to look out. 

Now here is one _ interesting 
point I have observed about all 
these foreigners. and that is that 
they all, almost without exception. 
zo into business for themselves. 
They may start with a pushcart at 
a street market, but they work for 
themselves. It is only a step from 
the pushcart to a store, and here 
today in the largest city in the 
United States we have an Ameri- 
can of Italian descent as mayor, 
and it is my judgment that he is 
a hard worker, an honest man, and 
is doing his level best for the city. 
This man was an aviator in the 
World War. He went to Congress. 
He espoused almost every hopeless 
cause. He was always for the 
underdog, and now I love him for 
the fact that he occasionally gets 
mad, even in the City Hall and does 
a little straight-from-the-shoulder 
cussing. I get so tired of these 
slick. oily performers, that a little 
direct action does appeal to me. 


Hardware Hope Chest 


The Philadelphia manufacturers 
association give an annual ban- 
quet, and at this banquet they are 
most generous in distributing sam- 
ples of their products. The collec- 
tion of tools and household gad- 
gets has become so great that now 
they supply each guest with a large 
canvas bag to carry away his 
plunder. Happening to visit the 
home of a guest at one of these 
banquets, | was shown a bureau 
drawer just full of tools. There 
were hammers, files, chisels, tacks. 
wire nails, a wire clothes line, and 
other items too numerous to men- 
tion. The lady of the house ex- 
plained to me that this bureau 
contained things that her daughter 

(Continued on page 90) 
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HEN the boy of the family asks for something, he usually gets it. 
In this case he has found that when he uses bolts carrying the bright 
red Bethlehem label he doesn’t get sore fingers from forcing the nuts on. 


To grown-ups using bolts in large quantities the smooth-fitting threads mean 
definite savings in assembly costs, which in turn mean satisfied customers. The 
label will bring them back to your store when they want more bolts and nuts. 





BETHLEHEM STEEL COMPANY 
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J. K. CARR, president and 
treasurer, B. C. Tillinghast 
Rubber Co., Inc., Philadel- 
phia, Pa., manufacturers and 
distributors of rubber goods, 
including some house furnish- 
ing items, has been with that 
company for 57 of its 60 years. 
He joined the company on 
Nov. 23, 1880, and for three 
years ran errands and served 
as office boy. The next seven 
years he was bookkeeper for 
the house, during which pe- 
riod he familiarized himself 
with the general routine of the 
business in preparation for his 
later duties as a salesman. 
Forty-seven years ago—on 
June 15, 1890—he made his first call as a salesman at the 
Easton, Pa., hardware store of the late J. A. Anglemeyer, 
to whom he sold his first bill of goods. He continues to 
serve the present owners of that business. Although Mr. 
Carr has been president and treasurer of the firm for the 
past 19 years, he still covers much the same territory as 
he did back in 1890 and also serves those of his early 
customers who are still in business. His record of repre- 
senting the same house and serving the same customers 
for so many years is somewhat unusual in the rubber 
business. In his 47 years on the road he has traveled 
from coast to coast and has made and held a host of 
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friends in hardware and other industries. One of the red 
letter days of his career was Nov. 23, 1905, the 25th anni- 
versary of his affiliation with the Tillinghast company, 
which he celebrated in Columbus, Ohio, by writing orders 
approximating $10,000 for his house. He continues to 
cherish a letter of appreciation written him, shortly after 
that anniversary, by the founder of the firm, who compli- 
mented him on his fine record. 


FRANK H. RETZLAFF, 
founder and associate man- 
ager of F. H. Retzlaff Hard- 
ware Co., New Ulm, Minn., 
entered the hardware business 
in Little Falls, Minn., in 1885. 
He moved to New Ulm in 1887 
and has been in business in 
that city ever since. Mr. Retz- 
laff is a charter member of 
the Hall Hardware Co., dealer 
owned wholesale hardware 
house, Minneapolis, Minn., 
and was one of its founders. 
He was president, in 1916, of 
the Minnesota Implement 
Dealers Association and from 
1915 to 1917 was a member of 
the board of directors of the 
Federal Hardware & Imple- 
ment Mutuals. Although he retired from active manage- 
ment of the F. H. Retzlaff Hardware Co. and Retzlaff 
Motors Co., he continues to be a partner in both con- 
cerns. His son, Waldemar, heads the F. H. Retzlaff Hard- 
ware Co. and Armin, another son, manages the motors 
company. Mr. Retzlaff continues as president of the Lam- 
berton Implement Co., Lamberton, Minn., which he 
founded in 1896. He has always been very active in New 
Ulm affairs and organizations. From 1912 to 1916 he was 
a member of the City Council. He is also president of the 
Citizens State Bank; president of the New Ulm Roller 
Mill Co., treasurer of the Union Hospital and a member 
of the Board of Regents of Dr. Martin Luther College, all 
of New Ulm. 





FRANK H. RETZLAFF 
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Section of the salesman’s work sheet 
which gives a complete record of all 
transactions together with credit 
information and incidental remarks. 











Above—Special card containing 
individual record of the “case 

















history” of a single appliance. 


Complete Records the Backbone 


of Major Appliance Sales 


The Lion Hardware Company of Abilene, 


Texas, has developed this department 


by keeping a “case history” on all items 


66 UR records are the back- 
QO bone of our whole 
major appliance selling 
plan,” declares Gilbert Pechacek, 
president of the Lion Hardware 
Company, Abilene, Texas. The 
statement is significant, because 
this concern not only has been 
featuring major appliances con- 
sistently since 1924, but is one of 
the outstanding small city hard- 
ware establishments in the coun- 
try in point of appliance sales— 
and profits. 

The store’s appliance record 
system is simple and is easily and 
inexpensively maintained; but it 
covers actual activities of the ap- 
pliance department, all the way 
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from the performance of indi- 
vidual salesmen to the net profit 
per item sold. 

The record system begins with 
recording appliances as they come 
into stock. After the merchandise 
has been duly recorded on the in- 
ventory sheets, a special card is 
made out for each item in the 
shipment, whether the stock is 
washing machines, radios, vacuum 
cleaners, ranges or refrigerators. 

This card then forms the basis 
of a “case history” of the item 
recorded thereon. The card is a 
regular, ruled stock form and is 
not especially printed and ruled 
for the purpose, thus cutting down 
the cost. Across the top it shows 


the make of the appliance (there 
is a separate file for each appli- 
ance group), its model, number, 
its cost, date stock and the sell- 
ing price. 

Each time the item is carried 
out on demonstration, the fact is 
recorded on the form, showing 
the date it went out,*to whom it 
went, name of salesman demon- 
strating it and date returned if not 
sold. If it is sold, the sale is 
recorded, showing the down pay- 
ment. 

This sheet remains in the file 
until the item either is paid out 
by the purchaser or is repos- 
sessed. If it should be repos- 
sessed, the record continues until 
it finally has been sold and paid 
out in full. Only then is the 
record transferred to the 
pleted file. 

This individual record of each 
appliance provides an_ instant 
record of the sales efforts ex- 
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Exterior of the Lion Hardware Company, Abilene, Texas 


pended back of each item sold. 
It tells the average number of 
demonstrations necessary to com- 
plete the sale of certain groups of 
appliances; it shows which appli- 
ances makes and models sell easi- 
est and which are the most diffi- 
cult to sell. It gives a concrete 
record of repossessions, by makes 
and models. 

The first requisite in making a 
profit on appliances, Mr. Pecha- 
cek believes, is to know whether 
or not you are making a profit: 
and what appliances, makes and 
models make the most profit. 

Hence he maintains a “control 
record,” which gives him not only 
the profit or loss produced by 
each appliance group but by in- 
dividual appliances as well. 

One set of control sheets covers 
radio exclusively; another records 
washers, and so on. Sheets used 
here also are regular stock forms, 
purchasable at any 
tionery store. 

There is a separate sheet (or 
set, if more than one sheet is re- 
quired) for each month. This 
records each sale as made. It 
shows the make, the model, serial 
number, sales price, amount of 
cash payment, amount and num- 
ber of notes, amount of monthly 
payment, trade-in allowance, total 
cost of item, salesman’s commis- 
sion, net profit on the transaction. 

This record is totaled at the 
end of the month and the con- 
densed figures recorded on an 
“appliance sheet” sheet, showing 
the profit or loss monthly on each 
appliance line. This totaled at 
the end of the year shows the 
profit or loss on each appliance 
group and on the department. 

When an appliance is accepted 
in part payment on a new num- 
ber, this used appliance, after 
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being reconditioned, goes into a 
separate second-hand store oper- 
ated by the company. A new 
card is made out for it, the same 
as when a new item comes into 
stock; and its history from then 
until it finally is sold shows on 
the individual card. Second-hand 
sales are recorded on the control 
sheets the same as new merchan- 
dise, the trade-in allowance, plus 
reconditioning cost, being the 
“cost” figure recorded. 

Records are just as complete 
for appliance salesmen. Each 
salesman is required to turn in a 
daily report of his calls and other 
activities. These are transposed 
onto a “Salesman’s Work Sheet” 
daily and carried on a single sheet 
for a week. The average sales- 
man sells only one major appli- 
ance line, therefore the sheet is 
designed for recording a man’s 
activities on only a single major 
appliance. 

He records each unit he han- 





dles, whether he makes a sale or 
a demonstration. Thus the con- 
densed weekly report shows his 
activities at a glance. 

In addition, prospects shown 
by his daily reports are recorded 
on special prospect cards, giving 
not only the name and address of 
each prospect but all facts the 
salesman was able to obtain on 
the prospect; and this card is 
filed in the salesmen’s “Master 
File.” Each salesman has a dif- 
ferent colored card. These cards 
are arranged so that each turns 
up on the date designated on it 
when the salesman is to call back 
on the prospect. Each morning 
the clerk handling the records 
goes through the file and removes 
the cards turning up that day 
and gives them to the salesmen. 

When a salesman “files” on a 
prospect, he is protected for 30 
days. A call-back renews the claim 
for another 30 days, with a maxi- 
mum claim, through renewal, of 
90 days on any prospect. 

This firm has found that ser- 
vice is highly essential to a 
profitable appliance business. This 
being the case it maintains a de- 
partment sufficient to service 
promptly and efficiently all types 
of appliances sold. These records 
show not only the profit or loss 
on the service department, but 
the trend to or from specific ap- 
pliances, models and makes, thus 
providing valuable buying infor- 
mation for the future. 


A Good Hardware Publicity Idea 





MASBACK HARDWARE COMPANY 


incom romaree 


DistripuToRs OF HARDWARE 


326-326-330 HUDSON STREET 


New Yorx Crry ws 








The Masback Hardware Company, New York 
City. has evolved an excellent publicity idea for 
the benefit of all hardware dealers. All outgoing 
envelopes are stamped with the slogan: “Patron- 
ize Your Local Hardware Dealer” as is shown in 
the accompanying reproduction of a company 
envelope. Many persons will read this slogan 
before the letter reacheg its destination and 
many will undoubtedly apply it. 
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TO HELP YOU SELL 
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...send for this Handy 
Consumer Price Chart 
Measures 15" x 23"... 


in Attractive Colors 


ERE is a combination display 
and price card that takes up 
little room on your counter or wall, 
yet it can do a world of good for vour 
lawn fence sales. Shows all the types 
of Cyclone woven and welded lawn 
fence, gates, trellis, and flower bed 
border. 
Complete specifications and prices 
—right at your finger-tips—and 


right where your customer can see 












them, too. Lists all sizes. Has space ons 
mate tae Sun es®**h 9, Pry 
e e ° ; Cas ee, bv Ce 
for you to insert your retail prices. eawy 


No fumbling in catalogs or books for 
information when you have this at- 
tractive blue and silver card handy. 


Send for it now. 


U°S°’S CYCLONE ‘retag” LAWN FENCE 


CYCLONE FENCE CO., General Offices: Waukegan, Iil. 
Branches in Principal Cities 





Pacific Coast Division: Standard Fence Co., Oakland, California 
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Eddy’s sidewalk displays and demonstrations build business. 





FRANK HARRIS 


EGULAR advertising, store 

R and sidewalk displays and 

satisfied customers enable 

the Clinton, N. J., hardware store 

of Geo. W. Eddy to sell on an 

average of 50 oil-burning space 
heaters a season. 

Frank Harris, manager of the 
store, says “We sell oil-burning 
space heaters to all classes of peo- 
ple, from the wealthy to those of 
very modest means and in our 
district these heaters are used in 
all types of homes. Many of the 
houses in this section of the coun- 
try are constructed in such a man- 
ner as to make it both difficult 
and costly to install heating plants. 
Many of the homes are only oc- 
cupied during a part of the year 
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50 Space Heaters 
Sold in a Season 


Eddy’s Hardware Store, Clinton, N. J., 
maintains this average year after 
year in a town of 1000 population 


and, therefore, even the most 
common types of heaters are very 
much in demand. 

“We devote quite a large space 
in our store to the display of 
these heaters and have all sizes 
and styles on our floor. In addi- 
tion to this we have a_ heater 
hooked up for demonstration dur- 
ing the entire winter. Every Sat- 
urday afternoon we find time to 
give a sidewalk demonstration and 
this is invariably a great help in 
letting the public see how the 
heaters work. Never a day goes 
by that we don’t have at least 
three different size heaters on our 
front sidewalk. While this idea 


may seem a bit ancient it has its 
advantages. Different models of 
oil-burning space heaters are 
shown in our windows during the 
entire winter.” 

Advertisements on these heat- 
ers are used in each issue of the 
local weekly newspaper through- 
out the entire winter and direct 
mail material is used frequently 
to supplement the newspaper 
campaign. “Our sidewalk dis- 
plays,” says Mr. Harris, “seem 
to give us better results than our 
advertising.” 

The company sells a wide range 
of models, from $40.75 to $135 


each, with a number retailing at 


HARDWARE AGE 

















| , ‘,.. I know, Madam — probably 

ENAMEL. , 

Qeenp among your personal friends there 
fics) are several who have had difficulty 
with appliance finishes. 

‘*‘But, Madam—those finishes are not 
porcelain enamel. The beauty—the original 
lustre—the delicate colors of porcelain 
enamel are everlasting. 

“Go to the museum and look at some of 
their porcelain enameled art objects. They 
are hundreds if not thousands of years old. 
Yet they are just as beautiful today as they 
were when new. 

“Well—this is exactly the same kind of 
finish .. . porcelain enamel. The beauty of 




























porcelain enamel is everlasting. That’s why 
you will be proud of it for years and years— 
why we take pride in recommending it.” 


MR. DEALER: A free copy of our “Sales Manual for 
Porcelain Enamel” will help your sales people make 
both higher profits and happier customers. Write for a 
copy today. 





EDUCATIONAL BUREAU 


PORCELAIN ENAMEL INSTITUTE, Inc. 
612 North Michigan Avenue «+ 


PORCELAIN ENAMEL 422-7 
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~ MILLFILES 
SAW FILES 
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66 Retail File Display Unit . . . Its 
brilliant colors make a bright spot on 
counter or table . . . its ability to 
move files makes a bright spot in the 
file sales picture of any hardware 
store. 

This display contains 66 fast 
selling Nicholson Files which now 
sell faster than ever because they 
are conveniently arranged in 
plainly marked, easily seen com- 
partments . . . because each file is 
cellophane wrapped. 








PICTURE.... 












Double volume . . . even triple 
volume of Nicholson File saies is re- 
ported from hardware stores which 
have had the display for two months. 
And double volume with a substan- 
tial margin of profit is a target worth 
shooting for. 

We give you this new display at no 
extra cost... all you need do is ask 
your wholesaler . .. get in touch with 
him right away .. . he has yours 
ready for you. Nicholson File Co., 
Providence, R. I., U.S. A. 


PATENTS 
PENDING 
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$63.50 the most popular among 
its customers. Most of the heaters 
are sold for cash as a result of 
emphasizing that there is a sav- 
ing by buying on that basis. 
Eddy’s finances its own paper on 
deferred payment sales of oil- 
burning space heaters. The losses 
on these time payment sales have 
been very small and to date but 
one heater financed by the store 
has had to be repossessed for non- 
payment. An extra, in the form 
of repeat sales, is obtained in the 
sale of oil to those who have pur- 
chased heaters from the Eddy 
store. People who have _pur- 
chased their heaters elsewhere 
also buy considerable oil from 
the firm. 

“We find,’ says Mr. Harris, 
“that many sales, in this line, are 
made to people whose friends have 
purchased heaters from us. Sat- 
isfied customers will tell their 
friends about the agreeable re- 
sults they have experienced and 
this brings about increased sales 
and creates a friendlier feeling 
between our customers and our- 
selves. I know of several instances 
where people came into our store. 
for the first time, just to purchase 
a heater. Since their initial pur- 
chase some of them have been 
buying everything they need in 
the hardware line from our store.” 
Enthusiasm for the line he han- 
dles has been a great sales asset 
for Mr. Harris. 

The Clinton, N. J., store of 
Geo. W. Eddy is a branch of the 
business operated under that name 
in Frenchtown, N. J. 


Coast Retail 


Trade Gains 


CCORDING to the Monthly 
Summary of Business Condi- 
tions issued by the Research de- 
partment of the Security-First Na- 
tional Bank of Los Angeles, local 
retail trade took a turn for the 
better recently, with stores show- 
ing a gain over a year ago of almost 
10 per cent. 

Further expansion of manufactur- 
ing facilities in the Los Angeles in- 
dustrial area was assured during 
August when the Armstrong Cork 
Company, linoleum manufacturer, 
purchased a factory site in South 
Gate for the erection of a large 
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plant. Announcement was _ also 
made by Procter and Gamble that 
an expansion is contemplated which 
will double the capacity of their 
present soap factory located at Long 
Beach. 

The aircraft industry continued 
its active rate of production in Au- 
gust with several plants materially 
increasing deliveries over the level 
of previous months. Production of 
1937 models has been completed in 
some local automobile plants and 
operations temporarily suspended in 
order to tool up for the new cars. 
production of which is expected to 
start in mid-fall. Companies an- 
ticipate that production of 1938 
models at their Los Angeles plants 
will be considerably larger than the 
output of 1937 cars. 


The Railroads 


‘ OU cannot get along without 
the railroads. If they are to 
be continued under private opera- 
tion, however, they must be sup- 
ported and they can only be sup- 
ported by the rates paid by the 
public. Every traffic club and its 
individual members should make a 
major study to find ways and means 
for advocating the proper rates to 
insure the continuance of an efficient 
transportation machine, rather than 
to concern themselves so much with 
their individual, selfish problem of 
trying to see hew much they can 
bring about a reduction in rates or 
at least oppose any necessary in- 
creases therein. 
“The railroads of this nation are 
quasi-public servants. They are 


‘ 








charged by statute with the grave | 


responsibility of furnishing contin- 
uous, efficient, adequate. and eco 
nomical transportation service; of 
coordinating their efforts in every 
manner consistent with the public 
welfare; of maintaining a rate struc- 
ture that will foster and develop 
the traffic of the country. This, | 
think, you will readily agree they 
have done to the very best of their 
ability since the first railroad began 
running in this country a little more 
than a century ago; and we can 
confidently expect that they will con- 
tinue to do this on a self-supporting 
basis if treated fairly by govern 
ment and shippers and given the 
opportunity to work out their own 
salvation in accordance with the 
basic fundamentals of economic 
law.” —J. M. Gormley, Executive As- 
sistant, Association of American 
Railroads. 
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PUT THIS Smart WELL-DRESSED 
SALESMAN TO ve be 
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| Your customers will like the appear- 


ance of Black Diamond 66 Retail 
File Display unit . . . the smart, 
new “salesman”, created by display 
experts to double and triple the vol- 
ume of Black Diamond File sales. 
Dressed in brilliant colors, this 
display contains 66 of the fastest 
selling files, conveniently arranged in 
plainly labeled compartments. . . 
Each file cellophane wrapped . . . 
customer can see what he is buy- 
ing, and take home files that are 








= 
rf 
r= 
m 
rf 

m 
wn 


entirely free from handling damage. 

Display contains Mill Files, Slim 
Taper Files and Extra Slim Taper 
Files . . . the best sellers through 
hardware stores. A bigger volume 
at a good margin is yours when you 
put this smart, well-dressed “sales- 
man” on your table or counter. 

No extra cost to you. Your whole- 
saler will supply you at no extra 
cost for box. Get in touch with 
him now. Nicholson File Company, 
Providence, R.I., U. S. A. 
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HARDWARE STORES 


New and Improved Merchandise—D1s play Helps—Sales Literature— 
Window Trims — New Packages — New Colors — Catalogs 


Doo-Klip Wire Tightener 





This wire tightener is said to remove 
quickly the slack from sagging fences 
and wire lines by “crimping” the wire. 


Each crimp placed in the wire is 
equivalent to removing about one inch 
of wire from the line or fence. Maker 
states the crimps are not easily pulled 
out; do not harm the wire. The Alli- 
ance Mfg. Co., Alliance, Ohio. 


Standard Electric Range 
This Standard Model 1536 has com- 


plete welded unit type of construction 
inside and porcelain panels are at- 
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tached to this unit, which maker states 
provides a substantial type of construc- 
tion and eliminates breakage on the 
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porcelain. Oven is a one-piece welded 
construction with recessed burners. 
The Standard Electric Stove Co., 1712- 
1720 N. Twelfth St., Toledo, Ohio. 


Re-designed Tool Rack 


The Union tool display rack has been 
re-designed and streamlined into a fan- 
type shape, which by both spreading 
out and staggering the tools, makes it 
possible to display each tool broadside 
to the customer’s eye. This also facili- 
tates handling and inspection of the 
tools. When filled, it displays 12 long 
handle and 2 Dee handle tools. Rack 
is constructed entirely of steel and fin- 
ished in the orange and blue Union 





colors in all-weather enamel. Rack is 
mounted on four ball bearing swivel 
casters. The Union Fork & Hoe Co., 
Columbus, Ohio. 


Frankfurth Hdwe. Catalog 


Catalog No. 8—1318 pages, illus- 
trating and describing lines of shelf and 
heavy hardware, sporting and athletic 
goods, fishing tackle, bicycles, and 
radios, distributed by the Frankfurth 
Hardware Co., 521 N. Plankinton Ave., 
Milwaukee, Wis. 


Food Mixer Display 





This new display is 23 in. sq. and is 
used in connection with the actual prod- 
uct. Available from Hamilton Beach 
Co., Racine, Wis. 


Crystolon Pocket Stone 


Made from Norton Crystolon Brand 
of Silicon Carbide in a grit and bond, 
specially suited for pocket knives. 
Can be used without oil or water and 
therefore can be used for keeping ink 
scratchers, pen knives, and other small 
tools in keen working condition. Each 
stone is wrapped in a modern attrac- 
tive carton; 12 on a display card. 


€ep your knife sHarP 
CRYSTOLON 


SILICON CARBIDE 


€& pocket stone 





Tsay) (ears) (esate 





One stone is displayed with carton 
removed for customer inspection. Behr- 
Manning Corp., Troy, N. Y. 
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THE MOUNTAIN 





COMES TO MAHOMET 


Of all types of consumers, the farmer is the 
easiest to reach. He doesn’t demand that 
you make your product available across the 
street or around the corner. Make him want 
what you have to sell . . . and if you have 
distribution within twenty, thirty, forty 
miles of his home, you've got a customer. 
Distance means nothing to the farmer when 
itcomes to getting what he wants. Hemoves 
on wheels. He may shop in one or more of a 
dozen towns and cities within a wide radius. 
He thinks of miles instead of ‘‘blocks.”’ 


And the farmer is just as brand-conscious 
as the rest of us. When he goes to town, 
he takes with him impressions gained from 


advertising in his favorite farm magazines. 
Whether he chooses your product or a com- 
petitive line is determined by how much 
or how little he knows of your product. 


This year, with farm’ income up to nine 
billion dollars, the farm market is one no 
manufacturer can afford to neglect. The 
farmer and his family constitute the rich- 
est single income group in America. Farm 
Journal will help you tell your story 
to 1,345,000 modern, intelligent farm 
families ... who read Farm Journal eagerly 
because 4-Day Writer-to-Reader service 
gives them a timeliness and freshness 
and usability never offered them before. 


FARM JOURNAL 














Sargent Door Fastener 

No. 288—when arm is in its case, 
it allows for ventilation when door 
is open about two inches. Arm is 
securely riveted to its foot loosely so 





as to allow the arm to swing down 
in vertical position. Stop on under 
side of arm prevents this arm from 
injuring the door casing or the door 
in any way. Made in cast brass and 
bronze. Size of foot (A)—2 by 1 in.; 
size of strike (B) 1% by 2% in. Packed 
one in a box. Sargent & Co. New 
Haven, Conn. 


Unifast Rose & Key Plate 


The Unifast combination rose and 
key plate makes the attractive sectional 
door trim design practical for use on 
1%-in. stock doors. The new Unifast 
is firmly secured by a machine screw 
that passes through the wood into the 
side wall of the lock itself, which is 


™~ 


drilled and tapped to receive it. Only 
one screw is used to anchor each side 
of the combined rose and key plate, 
instead of the five screws required for 
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merly. Unifast can be used with glass, 
metal, and Patrician plastic-and-metal 
knobs. Lockwood Hardware Co., Fitch- 
burg, Mass. 


Horton’s 1938 Line 


Consists of nine washers 
electric and two gasoline models—and 
five ironers. The washers are built 
upon the Horton Kleen-Zoning prin- 
ciple. Washer No. 381, illustrated, is 
an eight-sided cabinet model, enclosing 
a full 23-inch tub. It is flood-lighted; 
has a jeweled driving mechanism, 
sealed; micromatic adjustment; chrom- 
ium plated wringer, and super-sensi- 
tive “push-pull” bar safety release. 
Choice of lustrous light gray or gleam- 
ing white finish, with black legs and 
chromium accents. The Deluxe Model 
138 ironer is a one-piece steel stream- 
lined stand with rounded corners. The 


seven 


. 


protecting cabinet has an acid-resisting 
porcelain table top. Cabinet operates 
at finger touch, swinging on counter- 
balanced hinges, downward and back 
ward, so heat is not reflected in 
operator's face. Has full 26-inch roll, 
heavily padded. Pressing control stops 
roll for pressing woolens, suits, skirts, 
etc. Ironing shoe is designed for low 
Double heating 
controlled by 


current consumption. 
elements automatically 
two thermostats regulate heat for vari- 
ous ironing purposes. Adjustable knee 
lever-control of ironing shoe leaves 
both hands free. Has individual 
switches for heat and motor. Pilot 
light indicates heat is on. Horton 
Uig. Co., Fort Wayne, Ind. 


Win-Dor Set 


In one display carton three pieces 
of Win-Dor quality hardware have 
been assembled and matched to install 
and operate properly a wood casement 


<ow 


Trims a Casement 
: Outside and Inside 


























sash. The set, as illustrated, contains 
one through-the-screen geared opera- 
tor with handle; one automatic top- 
closer for pulling the window into the 
frame at the top of the sash and a 
pair of specially designed corner 
reinforcing close hinges for casements. 
It is a practical and convenient com- 
bination for home-owner and_ builder. 
The Casement Hardware Co., 406 N. 
Wood St., Chicago. 


Small Metal Lathe 


This new back-geared screw-cutting 
lathe, maker states, has the construc- 
tion features of an_ industrial tool 
scaled down for the accurate machin- 
ing of small work. It is designed for 
inventors, small-part engineers, model- 
makers, home craftsmen, and jewelers. 
It swings diameters up to six inches 
and is available in two sizes, one 
accommodating 12 and the other 18 in- 
ches between working centers. The lathe 
does such operations as turning, facing, 
threading, tapering, boring, knurling. 
cutting-off, and mica under-cutting. It 
has reversible power feeds for carriage. 
complete V-belt drive, tapered roller 


spindle bearings, countershaft attached 
directly to the lathe, range of 16 
speeds. Atlas Press Co., Kalamazoo, 
Mich. 
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ELECTRIC STEEL 14 GA. WIRE WILL 
QUTLAST COMMON STEEL 12'/2 GA. WIRE 


ECTRIC STEEL 121 GA. WIRE WILL 
JTLAST COMMON STEEL 11 GA. WIRE 


STERLING 


~ ELECTRIC STEEL 


A SELLING ADVANTAGE FOR YOU 
PLUS 
A REAL SAVING FOR YOUR CUSTOMERS 


APPROX. SAVING MMT 
de per roo 79¢ PER sPooL 
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NORTHWESTERN BARB WIRE CO., STERLING, ILLINOIS 
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Zephyr Electric Shaver 


NS 





Cutting mechanism is in approxi- 
mately the position of the straight 
edged razor blade. Cutting head oper- 
ates in a manner comparable to a lawn 
mower rather than in the manner of a 
clipper. Maker states that greater 
durability is obtained in the Zephyr 
because the shaft from the electric mo- 
tor drives directly to one end of the 
rotary cutter. This is also said to in- 
sure a minimum of vibration. Since the 
motion of the Zephyr is rotary, it is 
possible to have two cutting areas 
one on either side of the cutting head 
enabling the shaver to assume natural 
positions when shaving. Maker states 
no trial period is necessary before the 
Zephyr operates efficiently. Zephyr 
Shaver Corp., 330 W. 42nd St., New 
York City. 


G-E Christmas Range 





This new Apollo, Model G-30 is a 
special Christmas range announced by 
General Electric, incorporating many 
features previously offered only on 
higher priced models. A _ convenient 
shelf and condiment jars are standard 
equipment, and a recipe box, including 
a complete set of recipe index cards, 
is a new feature. Modern flush-back 
construction provides an offset in the 
twin-bolster base to clear the kitchen 
baseboard and permit the back of the 
range to rest flush against the wall. 
Other features include: large oven with 
12 positions for the adjustable sliding 
shelves; new  ribbon-type Hi-Speed 
Calrod surface units, storage space, no- 
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stain vent and oven moisture control, 
full sanitary unitop, no-stoop full-float- 
ing door, direct-action oven-temperature 
control, appliance 1eceptacle, and oven 
indicator light. The company offers 
the program to distributors and deal- 
ers in a complete single package con- 
taining promotional material, a New 
Art Recipe Book and gift box which 
can be hung on the Christmas tree. 
General Electric Co., Nela Park. Cleve- 
land, Ohio. 


Wood-Working Set 


The wood-working set-up of power 
tools is mounted on a bench top and is 
complete with motor and ready-to-run. 
The set consists of a one-quarter horse 
power motor, line-shaft equipment, 
conutershaft, pulleys and belts adjusted 
to operate the various tools at their 
correct speeds. Tools included are a 
wood-working lathe, power drill press, 
jig saw, disk sander, spindle shaper, 
polishing head, table saw and belt 
sander. Bench top is 6 feet by 25 
inches by 2 inches. Complete set of 
tools may be purchased without bench 
top or each item may be purchased 
separately, Double A Products Co., Ann 
Arbor, Mich. 


Silver Cloud Sprayers 


The Myers line of Silver Cloud 
sprayers has been restyled with the 
sprayers modernly designed, attractively 
finished, and completely equipped for 
service. These rigs are equipped with 
either duplex, triplex, or quadruplex 
self-oiling styles of power spray pumps 
as have been used in the company’s 
regular line of power sprayer rigs dur- 
ing recent years. Included in the line 
is a tractor driven spray rig. All 
models, in addition to the self-oiling 
pump, have continuous lubrication and 
are finished in aluminum paint. Rubber 
tired or steel wheels are optional. <A 
special spray pump catalog, No. SC38 
illustrates the models in this line and 
also describes them gompletely, giving 
their complete specifications. The F. E. 
Myers & Bro. Co., Ashland, Ohio. 


Burgess Xmas Displays 





Two new flashlight gift box displays 
are being offered to dealers by Burgess. 
The smaller display contains six stream- 
lined baby two-cell Economy flashlights, 
and the larger display has six “thumb- 
focusing” two-cell Range Finder flash- 
lights. All flashlights in the display 
are individually wrapped in Cellophane 
with bright holly wreath designs. After 
Christmas the display box can be con- 
verted into a regular display. Another 
display offered by Burgess is a Santa 
Claus, four feet tall, three feet wide. 
and colorfully lithographed; designed 
for window, counter, or floor displays 
as a center piece in the background. 
Sixteen actual Christmas tree lights as 
well as real gifts can be attached to 
the tree. Burgess Battery Co., Free 
port, Til. 








HARDWARE AGE 














Ho: 


TI 
mint 
the 
Set 
tray: 
lap 
with 
In 
spea 
a pi 
sellii 
two- 
the 
Toa: 
Gray 
wis 


Cor 





yi 
prox 
play 
hare 
resu 
piec 
let « 
disp 
P.4 


DE 














Hospitality Set 





This custom-made, hand-beaten alu- 
minum hospitality tray set will feature 
the 1938 line of Toastmaster products. 
Set consists of stand, large tray, two 
trays about the size of the Toastmaster 
lap trays, and a fourth tray together 
with the two-slice Toastmaster toaster. 
In the design, known as “Wheat,” 
spears and shocks of wheat combine in 
a pattern designed to appeal. Retail 
selling price of the set is $85. The 
two-slicer toaster, or any other part of 
the set may be secured separately. 
Toastmaster Products Division, Mce- 
Graw Electric Co., 219 North Second 
St... Minneapolis. Minn. 


Corbin Display 
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This attractive panel measures ap- 
proximately 20 by 13 inches and dis- 
plays 34 chromium plated cabinet 
hardware items. Design of the line 
results in harmony among the various 
pieces. An attractively illustrated book- 
let describing each item shown on the 
display, will be furnished upon request. 
P. & F. Corbin, New Britain, Conn. 
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Tew MERCHANDISING 


UABRERKABLE . UE 





Here’s a colorful, eye catching counter display that sets a new 
standard in hack saw blade merchandising. Holds twenty-four 
small cartons, each containing three 10” TUF-FLEX Blades 


18, a 24 and a 32 tooth. 


TUF-FLE X—an entirely new type of general purpose blade— 
super-tough, super-flexible, extra hard. Stands remarkable amount 
of abuse without stripping on thinnest tubing or sheet. Gives 
amazing performance on large sections, drill rod, tool steels, etc. 
Cuts smoothly, efficiently. Practically unbreakable. One test by 
mechanic or home craftsman will bring him back for TUF-FLEX, 


again and again. 

For more profits from blade sales, or- 
der your TUF-FLEX Display complete 
with 14 gross blades. List price $5.00. 

TUF-FLEX Blades are also available 
in 8”, 10” and 12” lengths for regular 
stock. 

Place your order today, or write us 
for further particulars. 


MILLERS FALLS COMPANY 


Greenfield, Massachusetts 


FLEX YOWSTRAP PABLE 
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Consider These Sell- 
ing Advantages 


1. Product itself has excep- 
tional merit. 

2. Plan increases unit of sale. 

3. Originates many sales to 
smaller users. 

4. Facilitates handling of 
small sales. 

5. Acts as sampler—leads to 
larger sales from regular 
stock. 
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What Do You Know About Tools? 


(Continued from page 38) 


85. A scriber is used to: (1) Draw 
circles; (2) to transfer measure- 
ments; (3) to draw lines on metal; 
(4) to start holes in metal. Ans. 


86. In leathercraft, steerhide is a 
better tooling leather than calfskin. 
Ans. (yes or no) 


87. The opening left behind a saw 
blade is called the: (1) Rip; (2) 
kerf; (3) caul; (4) sawn. Ans. 


88. A camel’s-hair brush is used for 
stenciling. Ans. (yes or no) 


89. For holding such 

things as a_ buffing 

wheel, this accessory 

is known as: (1) Ar- 

bor; (2) collar; (3) 

steady rest; (4) collet chuck. 
ye a 


90. A soldering copper should be 
heated to a dull red for the best re- 
sults when soldering. Ans. (yes or 
no) 


91. Picture inlaying is accomplished 
with the aid of two of the following 
tools. Which two? (1) Compass 
saw; (2) scroll saw; (3) band saw; 


(4) drill. Ans. 


92. “Three-square” is a term used 
to designate one of the following: 
(1) A file of triangular cross-sec- 
tion; (2) a try-square; (3) a 
wooden frame that has been check- 
ed for squareness on three sides; 
(4) a geometrical design composed 
of three sides. Ans... 


93. A goose-neck saw is a term 
sometimes applied to a saw used for 
the following operations: (1) Cut- 
ting interior fretwork; (2) making 
miter joints; (3) slicing thin ve- 
neer; (4) cleaning corrosion from a 
gas-pipe elbow. Ans............ 


94. This tool is used 
for: (1) Bending saw 
teeth; (2) cutting 
straight grooves in 
wood; (3) cutting 
a 


95. Spruce is classed as a soft 
wood. Ans. (yes or no).. 


96. In most cases excessive wear on 
a V-belt is caused by: (1) Having 
the belt too tight; (2) running the 
machine at high speed; (3) slip- 
page; (4) failure to use belt dress- 
oe ere 


97. A steady rest is used on a lathe 
to keep long stock from whipping. 
Ans. (yes or no) 


98. The standard length in which 
dowels are made is 36”. Ans. (yes 
or no) 


99. The better the grade of pewter, 
the more lead it contains. Ans. (yes 
Osc ac seas 


100. If 10-ampere fuses continually 
blow out when a power machine is 
in operation, it is advisable to put 
in a heavier fuse. Ans. (yes or 
no) 


101. The teeth of a rasp are shaped 

differently from the teeth of a file. 

Ans. (yes or no)....... —— 
(Answers on page 81 


A.H.M.A. Resolution 
of Appreciation 


T may be that your Resolutions 
Committee is acting beyond its 
authorized power in placing this ex- 
pression before this meeting. How- 
ever, we shall risk reprimand be- 
cause we know of no other medium 
through which we can accomplish 
what we have in mind. 

From year to year, as we gather 
together we are likely to take for 
granted this organization of ours as 
well as the work done by its officers 
and directing heads to make our 
activities not only successful but 
pleasing as well. 

An occasional inventory is wise, 
so that, if it is proper, we may ex- 
press our confidence in this or- 
ganization and our appreciation for 
the work of its official family. 

We feel that this is proper. 

And, if this meeting shall adopt 
this sentiment as its own, that this 
be the means by which our mem- 
bership will express its hope that 
his Association will live long and 
continue to prosper. Also let us 
take this opportunity to thank our 
president as well as his entire of- 
ficial organization, for all that they 
have done to maintain and strengthen 


our traditions. 
* ” * 





The above appreciation submit- 
ted as a resolution was unanimously 
passed at the annual meeting of the 
American Hardware Manufacturers 
Association, Palmer House, Chicago, 
this day October 21, 1937.—Com- 
mittee on Resolutions, George L. 
Earle, Wallace L. Pond, and John 
Tomahan. October 21, 1927. 
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TOOL USERS AGREE 


THERE IS A 
DIFFERENCE - 


Men who work with tools—in larg- 
est industrial plants or smallest re- 
pair shops—know “There’s a dif. 














ference” in Morse Tools! 


Toolmaking experience, carefully 
controlled hardening, accuracy in 
gtinding, each helps to assure this 
difference. It is the reason why 
Morse Tools are so satisfactory to 
use and to sell. Is your stock 
complete? 














THE MORSE LINE 


Includes 

High Speed and Carbon 
Drills Chucks 
Reamers Counterbores 
Cutters Mandrels 
Taps and Dies Taper Pins 
Screw Plates Sockets 
Arbors Sleeves 


MORSE 
TWIST DRILL & MACHINE CO. 
NEW BEDFORD, MASS., U.S.A: 


WEW YORK STORE: CHICAGO STORE: 
* 570 WEST 


150 LAFAYETTE 8ST. RANDOLPH ST. 








Legally Speaking 


WarrantyorOpinion? 


HE legal distinction between a 

“warranty” in the sale of mer- 
chandise and a mere “opinion” ex- 
pressed by the seller, is apt to prove 
troublesome when a customer sub- 
sequently attempts to rescind the 
sale and demands the refund of his 
money. 

Ordinarily, any promise or asser- 
tion of a seller concerning the 
quality of the article sold. if relied 
upon by the buyer, and understood 
by both parties as an absolute 
promise or assertion, is considered 
in law as a warranty. The legai 
effect of a warranty is that if the 
merchandise does not “live up to” 
the promise or assertion made at 
the time of the sale, the buyer may 
repudiate the deal and demand his 
money back. In some cases also he 
may even sue the merchant for any 
damage which he may have suffered 
as a result of the warranty’s not 
working out as promised. 

Some courts and legislatures have 
gone so far as to say that any rep- 
resentation as to quality made by a 
merchant at the time of a sale for 
the purpose of inducing the pros- 
pective buyer to buy and which does 
induce him to buy, amounts to a 
warranty. 

A mere expression of opinion by 
the merchant with respect to his 
goods, however, is not a warranty. 
and he is not responsible if the 
goods do not come up to the opinion 
which he expressed. 

In explaining a mere opinion ex- 
pressed by a merchant in selling 
goods, the Supreme Court of Texas 
recently said: 

“A circumstance indicating 
whether a statement is a mere ex- 
pression of opinion is whether or 
not its correctness is a matter of 
which either of the parties can judge 
as well as the other and upon which 
the buyer may reasonably be ex- 
pected, in the exercise of ordinary 
diligence, to have formed his own 
opinion.” 

A merchant’s praising of his mer- 
chandise is mere opinion, therefore, 
where it concerns something about 
which the buyer can just as readily 
form his own opinion. Again, the 
merchant’s superior knowledge of 
his goods is a factor. for as the 
Texas court points out: 

“Superior knowledge of the seller 
in conjunction with the buyer’s rela- 
tive ignorance, operates to make the 


slightest divergence from mere 


praise into representations of fact 
effective as a warranty.” 

In other words, it is fair enough 
for a merchant to praise his goods 
legitimately, but when he goes be- 
yond that to definite promises and 
statements of fact with respect to 
the merchandise, he is responsible 
if the customer can show that the 
goods do not comply with his 
promises and assertions. Inciden- 
tally, a merchant is ordinarily not 
responsible for a breach of war- 
ranty where he sells merchandise 
under a trade-mark or trade name. 


Unfair License Tax 
On Retailers 


AY a city impose a _ license 

tax on some merchants and 
not on others? May a city apply 
the license requirement in an arbi- 
trary and unreasonable way? 

A Kentucky city had an ordinance 
requiring that “every person, firm 
or corporation engaged in the busi- 
ness of selling furniture, household 
goods or wearing apparel, on a 
strictly installment plan and operat- 
ing a regular installment business 

-where the major part of the re- 
ceipts are a result of the installment 
business—shall pay an annual li- 
cense of $50.00.” 

Certain merchants affected by this 
ordinance asked the Kentucky courts 
to pass upon its validity. Discussing 
the right of a city to impose such 
an ordinance tax, the Kentucky 
Court of Appeals said: 

“A city may classify and sub 
classify trades, occupations and 
professions for the purpose of li- 
censing them. So long as the tax 
operates equally upon all subjects 
within the class to which it is ap- 
plied, it will be held valid. 

“In the license ordinance in this 
case. the first classification is on 
merchants conducting a regular in- 
stallment business, who are defined 
as those whose major receipts are 
from installment sales. Theirs is a 
particular method of doing business. 
When it comes to considering the 
sub-classification of those who sell 
furniture, household goods or wear- 
ing apparel, the city contends that, 
as necessities of life, their sale on 
the installment plan justifies a 
special or higher tax than where 
the sale is of commodities not 
deemed to be necessaries. 

“Here is a classification of busi- 
ness according to the methods of 
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operation—as between the method 
of ordinary merchants and the in- 
stallment plan. The installment 
merchants are then divided between 
those merchants who handle every- 
thing but house furnishings and 
wearing apparel and those who seli 
those necessities. The general mer- 
chants are exempt. The second and 
limited class of merchants are taxed. 
No dealers in any other kind ot 
merchandise than furniture or cloth- 
ing. either in the ordinary or cus- 
tomary manner of cash and credit 
sales or on the installment plan, are 
subject to this license tax. Illustra- 
tive of the injustice and absence ot 
uniformity and reasonableness, a 
merchant whose major receipts aré 
from installment sales of jewelry. 
bicycles and other things and not 
having to pay the license tax, may 
be in business next door to a mer- 
chant selling furniture on the same 
plan who would have to pay the 
license. On the other side of him 
may be a merchant who sells furni- 
ture for cash and credit and on in- 
stallments, but who would not have 
to pay such tax because less than 
half of his receipts are in install- 
ments. 
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“The singling out of the business 
of selling necessities for special 
licensing savors of inquity rather 
than of reason. It is arbitrary and 
without a reasonable basis. The 
license ordinance is invalid.” 

This decision is representative of 
the general law on this subject. A 
city ordinarily cannot impose license 
and tax requirements against cer- 
tain merchants in an arbitrary and 
unreasonable manner. The law does 
not countenance licensing and taxa- 
tion based on motives of local and 
political prejudice. Businesses may 
be classified for licensing and tax 
purposes, but only on a reasonable 
plan of classification, and all busi- 
nesses within the taxed class must 
be treated uniformly and impar- 
tially. 


Fraudulent Debtors 


EW merchants have escaped 

the tricky credit customer who 
“has everything in the wife’s name.” 
Feeling that it is useless to sue 
under such circumstances, the mer- 
chant usually accepts some small 
sum in full settlement of the account 
and charges the rest to experience. 





In a recent Arkansas case the 


court said: 

“Tt is thoroughly settled in equity 
jurisprudence that conveyances made 
to members of the household and 
near relatives of the embarrassed 
debtor are looked upon with sus- 
picion and scrutinized with care. 
and when they are voluntary, they 
are presumed fraudulent; and when 
the embarrassment of the debtor 
proceeds to financial wreck, they 
are presumed conclusively to be 
fraudulent as to existing creditors.” 

In the particular case before the 
court, the debtor had assigned his 
assets to a brother-in-law with a 
view to preventing his creditors from 
collecting what was owing to them. 
The appellate court referred the 
matter back to the trial court with 
this direction: 

“The assignment will be declared 
void as being in fraud of creditors, 
and the court will adjudge the 
rights of the parties accordingly.” 

In other words, the effect of this 
decision was to enable the creditors 
to collect their claims out of the 
assets which had been assigned to 
the brother-in-law for the purpose 
of avoiding the debts. 











ORDER YOUR 1938 
GARDEN TOOLS 
EARLY 


High food and other living costs 
always stimulate home gardening. 
Everything points to a big garden 
tool season in ’38. Don’t let a sud- 
den early Spring demand catch 
you short-stocked. Find out which 
of your jobbers sells the popular 
NORCROSS line and the 
lower-priced “competitive” Bush- 
nell Brand and place your 
order EARLY. 


For nearly half a century the 
NORCROSS trademark has signi- 
fied the utmost in quality, design, 
workmanship, finish and durability. 
Millions swear by NORCROSS 
garden tools. 


WRITE for catalog showing the 
1938 Norcross and Bushnell lines 
of Cultivators, Weeders and 





Mulchers. 
Cc. 8S. NORCROSS & SONS 
Bushnell Illinois 






Sold only thru INDEPENDENT 
Wholesaler - Retailer channels 





Quality Garden Tools 
Since 1891 
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Mechanization Creates More Jobs 
Than It Destroys 


NDUSTRIAL mechanization as 

an argument for shorter work- 
ing hours may find emotional sup- 
port but it has little or no factual 
backing, according to the Machinery 
Institute which published on Oc- 
tober 14, 1937, a pamphlet “Ma- 
chines and Working Hours.” Five 
conclusions supported by statistics 
from the United States Census Bu- 
reau and other governmental and 
private sources were presented by 
the Institute: 

1. Mechanization creates more 
jobs than it destroys. Factory em- 
ployment today is 83 per cent above 
the 1899 level when little machinery 
was used, and population is only 72 
per cent above the 1899 figure. 

2. Although = yesterday’s work 
could be done in fewer hours today 
the manufacturing industries pro- 
duce such an increased volume of 
goods that man-hours in the first 
half of 1937 have been 29 per cent 
above the figure for 1899. 

3. Although it has been possible 
throughout American industrial his- 
tory to reduce working hours from 
generation to generation, the work 
week is now being reduced out of 
all proportion to increased output 
per worker. Working hours have 
been reduced more since 1929 than 
in the thirty years preceding. 

4. In general, history shows that 
employment per unit of finished 
product has declined, but today 
many industries which are placing 
emphasis on quality rather than 
quantity show higher employment 
per unit of production than they did 
eight or ten years ago. In 1936, for 
instance, 9.8 automobiles were pro- 
duced for each man employed in 
automobile manufacturing as com- 
pared to 12 in 1929, and in 1935 
only 80 pounds of finished steel were 
produced by a man in an hour com- 
pared to 112 pounds in 1929. Em- 
ployment per dollar of finished 
product was 28 per cent higher in 
1935 than in 1929 in all manufac- 
turing industries as a whole. In 
refrigerating and ice machinery 
manufacture it was up 38 per cent, 
household laundry equipment, 41 
per cent and in stoves, ranges and 
furnaces it was up 31 per cent. 

5. Machinery affects the manufac- 
turing occupations most, yet employ- 
ment in the manufacturing indus- 
tries in June, according to National 
Industrial Conference Board fig- 
ures, was 5 per cent above the 1929 
average; whereas in the non-manu- 


facturing industries, where  tech- 
nology plays a much less important 
role, employment was 3 per cent 
below the 1929 average. 

“There may be sound arguments 
for general reductions in working 
hours in American industry, but the 
facts do not indicate that industrial 
mechanization is one of them,” the 
Institute said. 

“If mechanization creates more 
jobs than it destroys, which all of 
the facts indicate that it does, it is 
not logical to assume that it is the 
cause of today’s unemployment. 
Dividing factory work by shortening 
hours would not give jobs to farm- 
ers, carpenters, bricklayers, archi- 
tects, accountants, clerks, salesmen, 
stenographers, housemaids and mem- 
bers of scores of other occupations 
and professions. Dividing factory 
work by reducing hours would not 
increase the nation’s total purchas- 
ing power because the same amount 
of work would be done by more per- 
sons and regardless of dollars paid 
in wages, purchasing power would 
likewise be divided and not in- 
creased.” 

Evidence that factors other than 
mechanization and working hours 
are responsible for today’s unem- 
ployment was cited by the Institute. 
It showed that in the construction 
industry, where hours are among 
the shortest, employment is only 55 
per cent of the 1929 level compared 
to 99 per cent for all employment. 
Pictorial graphs also showed that in- 
dustries which have increased mech- 
anization most since 1919 have 
increased employment most. 

“The American standard of liv- 
ing is very closely linked with the 
amount of work done in the coun- 
try,” the Institute said. “Mechaniza- 
tion makes it possible to do more 
work in less time and thereby raises 
the standard of living. When less 
is accomplished by working less the 
nation as a whole suffers by having 
fewer goods and services to enjoy. 

“Had working hours been reduced 
as fast as output per man-hour in- 
creased since 1899, the work week 
today would be 23 hours but the 
standard of living would be no 
higher than it was in 1899. Had 
there been no increase in mechaniza- 
tion since 1899 a 94-hour week 
would be required for today’s fac- 
tory workers to produce the goods 
necessary for the current standard 
of living instead of the 40-hour week 
now enjoyed.” 
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Economy — increased 
volume — dependable 
service. When you are 
recommending equip- 
ment for a deep well, the 
importance of Myers 
Double Acting Cylinders 
cannot be overlooked. 
Mechanical perfection— 
higher efficiency—large- 
ly increased volume— 
care-free operation. 
These proven Myers fea- 
tures appeal to the pros- 
pective purchaser who 
desires to secure more 
water from a small diam- 
eter well than is possible 
with an ordinary single 
acting cylinder, or in- 
creased volume from any 
well or cistern regardless 
of its size or depth. 
More water at lower cost 
means more sales and 
more profits for any 
dealer who sells Myers 
Double Acting Cylinders. 
Your inquiry will receive 
prompt attention. 


€,, lake Off YourHat—3} 
o The \ 
qi myens & 


PUMDS WATER SYSTEMS -MAY TOOLS DOOR MAN 
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{, CHAINS TO SELL 
THIS MONTH 


ELWEL TWIST LINK TRUCK CHAIN 

“ WEED EMERGENCY UNIT CHAINS 

| WEED AMERICAN BAR-REINFORCED TIRE CHAINS 
ACCO TOWING CHAINS 

ACCO SLIP AND GRAB HOOKS 

ACCO PROOF AND BBB COIL CHAINS 


to use this ACCO symbol 
to sell CHAIN 


To users of chain the sym- 
bol ‘ACCO" has long been 
the standard of quality. All 
know it—many specify it. 
Any hardware dealer can 
profit by this fact—make 
the ACCO trade-mark sell 
chain by displaying it. 
ACCO chains are pack- 
aged to attract attention 
and prominently display 
the ACCO trade-mark. 








[—] DISPLAY RACK AND CHAIN ASSORTMENT 

1 ACCO PROOF AND BBB COIL CHAIN 

| WEED AMERICAN BAR-REINFORCED TIRE CHAINS 
| ELWEL TWIST LINK TRUCK CHAIN 

| ACCO TOWING CHAINS 

|] EL-WEL-TRA TRACE CHAINS 








AMERICAN CHAIN DIVISION 


AMERICAN CHAIN & CABLE COMPANY, Inc. 
BRIDGEPORT, CONNECTICUT ad 


THE F.E.MYERS & BRO.co. 


ASHLAND, OHIO Iu eusiness for Your Safely 


PUMPS-WATER SYSTEMS-HAY TOOLS =DOOR HANGERS 
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Montana Assn. Draws Record 
Attendance At Fall Convention 


the past year and suggested a pro- 
gram to be followed by the associa- 
tion for the coming months. 

The principal speaker at that ses- 


NDIAN summer and an array of 

interesting speakers drew a 
record attendance to the 29th an- 
nual convention of the Montana 
Implement and Hardware Associa- 
tion. Oct. 28-30, 1937, at the Placer 
Hotel. Helena, Mont. Heretofore 
winter weather and bad road condi- 
tions had cut severely into conven- 
tion attendance but with the meet- 
ing date pushed ahead to the fall. 
the association held its largest 
gathering since 1929, 

Following routine business, the 
assembly was called to order by C. 
N. Wall. Helena, chairman of the 
convention committee. An address 
of welcome by Mayor J. A. Roberts 
of Helena was followed by greeting 
from M. A. Staff on behalf of the 
Helena Chamber of Commerce. 
C. W. Nelson of Froid, president of 
the association for 1936 and 1937, 
then delivered his annual message. 
Treasurer H. G. O'Rourke of Helena 
made his annual report and was 
followed by R. M. O’Hearn, secre- 
tary. whe outlined the work of the 





WALLACE ULMER 
New President 


sion was Lieutenant Governor Hugh 
R. Adair, who chose the appropriate 
theme of “The Government and the 
Business Man.” He said, “The busi- 


national and state associations for ness man, like any ordinary citizen, 


~ 








THESE PAILS ARE PALS | 


Pals of all dealers who stock them and show them 
because they sell fast, and keep selling year after 
year. 


Pals of all who use them too, because they make 


good pipe fitting easy and certain. | 


Dixon's Graphite Seal — tight against hot and 
cold oil, gasoline, air, gas and non-aqueous 
solvents. Tested and approved by Underwriters’ 
Laboratories. 


Dixon's Pipe Joint Graphite Compound — im- 
pervious to steam, gas, air, acid, alkalies, brine, 
and all aqueous solvents. Write for Booklets 


D-40 and DS-40. 





JOSEPH DIXON CRUCIBLE CO. 


JERSEY CITY . * NEW JERSEY 
~~ 
| DIXONS 


FLAKE 
: GRAPHITE 
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obtains the kind of legislation in 
the state legislature or congress that 
the representatives elected by the 
majority of the people chose to give 
to them. The business man often is 
too busy with commercial affairs to 
give the right amount of time to his 
government. Often he pays little 
and sometimes no attention what- 
ever to primary elections or the 
selection of the candidates for pub- 
lic office who are to represent him. 
He fails to realize that various legis- 
lative problems affect his business 
and that his representative should 
have counsel and advice.” 

In the evening the delegates and 
their ladies were guests of the asso- 
ciation for dinner and dancing at 
the Broadwater Inn. 

Friday morning’s session opened 
with an address on Montana’s Fair 
Trade Practice Laws by Attorney 
Frank T. Hooks of Townsend, which 
was followed by discussions of legis- 
lation, led by H. G. O’Rourke, Hel- 
ena, and Percy Neville, Flaxville. 

In the afternoon, “How To Get 
Ahead” was presented by George A. 
Dechant, field engineer for the 
Oliver Farm Equipment Sales Co., 
Chicago, and “How Good Are My 
Salesmen,” by Ralph W. Carney, 
Coleman Lamp & Stove Co., Wichita, 
Kan. These discussions were fol- 
lowed by a discussion of “Business 
Ethics,” by Ed Parriott of Living- 
ston, and Henry Nelson of Scobey. 

On Saturday morning the prin- 
cipal address was made by Stanley 





Cc. W. NELSON 
Retiring President 


Scearce of Ronan, on “The Modern 
Equipment Dealer—Problems and 
Their Remedies.” The closing ses- 
sion that afternoon listened to C. G. 
Gilbert, president of the National 
Retail Hardware Association on, 
“Problems Before the Trade.” Fol- 
lowing his address, Mr. Gilbert an- 
swered many questions asked by 
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ON YOUR 
NEXT ORDER - 


CORTLAND 


BRAND 


SCREEN WIRE CLOTH 


@ When customers ask for a screen that will “stand 
up’ —reach for the Cortland brand. You can sell 
any Cortland Wickwire grade with full confidence 
that underneath the attractive finish there is full 
gauge Open Hearth Steel quality, tough and rust- 
resisting and lasting. 


V ULTRA-PREMIER 
V CORTLAND BRONZE 


V CORTLAND GRAYWICK 
VY CORTLAND BLACK 


ALSO CORTLAND COPPER 
Play safe 


WICKWIRE BROTHERS 


CORTLAN D:: 


tell your Jobber “Cortland” 


NEw YORK-:: 





MADE BY CORBIN 


PADLOCKS 
CABINET LOCKS 
TRUNK AND SUITCASE LOCKS 
MAIL BOXES 
NIGHT LATCHES 
MISCELLANEOUS SHELF HARDWARE 
KEYS AND BLANKS 


Ask Your Jobber or Write Us 
ao) -4:10, me: :10. | ee ele aa er 
THE AMERICAN HARDWARE CORP 


NEW BRITAIN CONNECTICUT 
NEW YORK CHICAGO 


Successor 


CORBIN LOCK CO., OF CANADA, LTD. 
BELLEVILLE, ONT 
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Dr.Seuss 





worth of 


“Gosh! Twelve dollars’ 


tacks?” 

“No, young feller, them’s tools. He 
merely asked for tacks, but it seems 
he’s one of those homecraftsmen. 
And you know how one thing leads 


to another!”’ 











TACKS 


EAST JAFFREY, N.H. Copr. 1937 By W.W.CROSS & CO. INC 
WRITE FOR DETAILS OF DISPLAY STAND OFFER 


Theyre Uniformly Strong 
/ (aloud 





EMEA 





Not a Crippl 
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Standardize 
US poutry 
NETTINGS 


Aterrt dealers have 
been quick to recognize the spe- 
cific advantages of stocking and selling U. S. 
Poultry Nettings exclusively. By standardizing on 
U. S. HEXLOK and U. S. STRAITLOK, they 
now fill every demand of their trade and meet 
every phase of competition with perfect hexagon- 
mesh and straight-line nettings from one de- 
pendable source. 

This simplifies buying, shipping, stocking and 
re-ordering. It enables the dealer to concentrate 
all sales effort behind nationally-advertised, 
trade-marked products with strong consumer ac- 
ceptance. It builds profitable repeat business. 


Made with LOCK-TWIST 


U. S. HEXLOK and VU. S. STRAITLOK 
are made with the dependable LOCK-TWIST 
joints. More uniform, more symmetrical; roll out 
flat; easier to handle and cut; stretch perfectly; 
give greater consumer satisfaction; cost no more. 


Available in all standard widths and weights, 
Galvanized Before or After Weaving. All Copper- 
bearing Steel, pure zinc galvanized. Sold only 
through regular wholesale and retail trade channels. 


Ask your Jobber or write direct! 


INDIANA 


STCEL & WIRE CO. 


MUNCIE INDIANA 
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dealers, and a round table discus- 
sion covering practically all angles 


of the hardware situation, partic- 


ularly in connection with competi- 
tion and legislation, was held. 

A banquet at the Placer Hotel, 
followed by dancing, brought the 
meeting to a close. 

The new officers elected for the 
ensuing year are: Wallace Ulmer, 





R. M. O'HEARN 
Secretary 


Miles City, president; C. N. Wall, 
Helena, vice-president; R. M. 
O’Hearn, Townsend, secretary, and 
H. G. O’Rourke, Helena, treasurer. 
Walter Sewall of Butte was elected 
to succeed himself for a three-year 
term as director and Anton Nelson 
of Plentywood, succeeded B. G. 
Nathe of Flaxville, as director. 
Other directors include Charles 
Stroupe, Billings; H. A. Amundson. 
Lewistown, and W. C. Wallace of 
Anaconda. 

The committee on _ resolutions 
recommended that the association 
endorse the resolutions adopted by 
the N.R.H.A. and the National Fed- 
eration of Implement Dealers Assn. 
on such matters as fair trade laws; 
company-owned stores; consumers 
movement; National 
Hardware Week; closer employer- 
employee relationships and improv- 
ing the hardware dealers competi- 
tive position. Itwas also recommended 


cooperative 


that the board of directors cooperate 
with the legislative committee to 
bring about moral and financial sup- 
port in the endeavors of that com- 
mittee; that the association endorse 
the movement to discontinue long 
time terms and high financial 
charges on merchandise, and _ that 
the association express appreciation 
of the attitude of the hardware and 
implement jobbers within the state 
for their cooperation in the im- 
proved conditions in trade for the 
past year. 


City Dwellers’ Taxes 


ITY dwellers have a legitimate 

grievance against _ indirect 
taxes, because these hidden levies 
make the total tax burden of urban 
residents run generally higher than 
the burden for farm dwellers of 
equal income. This conclusion is 
reached by Dr. Mabel Newcomer of 
Vassar College as a result of de- 
tailed computations included in 
“Studies in Current Tax Problems,” 
which the Twentieth Century Fund 
published on November 22. 

On the assumption that all busi- 
ness taxes are passed on to the 
ultimate consumer, Dr. Newcomer 
calculates that a wage earner in the 
state of New York who makes $2,000 
annually pays out a total of 17.2 
per cent of his income in taxes; 
whereas a New York farmer of 
equal income pays only 9.8 per cent 
in taxes. An Illinois farmer with 
an income of $1,000 pays 10.4 per 
cent in taxes, but his brother in the 
city with the same income pays 19.3 
per cent. 

“The explanation of this,” says 
Dr. Newcomer, “lies largely in the 
heavier property taxes in urban 
areas.” Her discussion indicates 
that the farmer is likely to be 
acutely aware of his tax burden be- 
cause of the annual visits of the tax 
collector. The city dweller may 
think that because he owns no prop- 
erty he pays no taxes, but his 
monthly rent payments include a 
property tax usually far higher than 
the taxes in rural areas, and in ad- 
dition everything the city man eats, 
wears or uses also bears a tax con- 
cealed in its purchase price. 


Disparity Exists 


Statistical tables compiled by Dr. 
Newcomer show that there is still a 
marked disparity between farm and 
urban tax burdens even when it is 
assumed that not all, but only one- 
half of business and property taxes 
are passed on to the final consumer. 

Another inequality to which Dr. 
Newcomer calls attention is that 
“The merchant’s burden is consist- 
ently heavier than the salaried 
worker with the same income.” A 
salaried man with an income ol 
$5,000 in New York state pays 20.8 
per cent in taxes, but the merchant 
with the same income pays 23.9 per 
cent. In this case Dr. Newcomer 
says, “the heavier burden . . . is ex- 
plained by the merchant’s larger 
property holdings in proportion to 
income and the resulting death 
taxes.” 


HARDWARE AGE 














CHENEY SALES MAKER 
SG a dozen hamme a week / 


“CONEY pe | |" THEY’RE BUYING THE 
| HAMMER THAT HOLDS 




































THE NAIL— 


A fine hammer—sold by a fine demonstrator—dis- 
play to more buyers in more stores than ever 
before. Over a dozen hammers each week are sold 
in prominent stores everywhere. Send your order 
for a Cheney Sales Maker Carton—today. In it are 











10—1I6 ounce Cheney Nailers No. 938 
2—20 ounce Cheney Nailers No. 937 


1—1!6 ounce Cheney Nailer No. 938 
chained to display 
1—Cheney Sales Maker display. 








Sell your trade the best in hammers—for there is 
nothing finer than a Cheney. 


HENRY CHENEY HAMMER CORP. 


FACTORY: LITTLE FALLS, NEW YORK 
SALES OFFICE: 302 BROADWAY, NEW YORK 
PACIFIC COAST REPRESENTATIVES 
Kelly-Duncan Co., Los Angeles — San Francisco 
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CARLTON WARE 


Puts Beauty in 
Her Kitchen... 


heey 





[. = 
Carlton Ware outshines and out-performs any A ac r : ne S ° H ts T * at A ssure 


other kitchen utensil a woman ever owned. It 


stays bright and lustrous always; and it forever Q uick a ssembl y Economies 





puts an end to scouring drudgery. No wonder the Made with uncommon precision, Triplex Machine Bolts “fit” 
trend is to stainless steel—to Carlton Ware, finer | on the job, no lost time in assembly. Clean free-running threads 
designed, finer finished both inside and outside. the nut can spin tight on. Strictly specified steel and modern 


| electric heat-treatment for extra strength and trouble-free ser- 
| vice. Millions of users find Triplex a better source of supply— 
so can you. Write for catalog and samples. 


The Carrollton Metal Products Co. THE TRIPLEX SCREW CO. 


Carrollton, Ohio | 5301 GRANT AVE. CLEVELAND 


CARLTON ‘nicns IPLEX 


STAItIMEewew es STEEL WARS COMPLETE LINE OF CAPVAND SET SCREWS, BOLTS AND NUTS 


Moderately priced, too. Ask your jobber. 
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EAGLE MANUFACTURING CO. 
Wellsburg, West Virginia 











Coming Conventions 
and Events 


American Hardware Manufac- 
turers Assn. and Southern Hardware 
Jobbers Assn., April 11-14, 1938, at the 
Peabody Hotel, Memphis, Tenn. Sec- 
retary, manufacturers association, C. F. 
Rockwell, 342 Madison Ave., New York 
City. Secretary, jobbers association, T. 
W. McAllister, 1020 Grant Bldg., At- 
lanta, Ga. 


American Hardware Supply Co. 
41-43 Terminal Way, South Side, Pitts- 
burgh, Pa. Jan. 24-25, 1938. Wm. M. 
Stout, general manager. 


Arkansas Retail Hardware and 
Implement Assn., Feb. 15-16, 1938, at 
Marion Hotel, Little Rock, Ark. G. L. 
Turner, Little Rock, secretary. 


California Retail Hardware Assn., 
Feb. 15-17, 1938, at Hotel Whitcomb, 
San Francisco, Calif. LeRoy Smith, 
417 Market St., San Francisco, man- 
ager. 


Connecticut Hardware Assn., Feb. 
23-24, 1938, at Taft Hotel, New Haven, 
Conn. Charles F. Freeman, Branford, 
Conn., secretary. 


Eastern Hardware Golf Assn., 
fourth annual tournament, May 19-21, 
1938, at Buckwood Inn, Shawnee on 
the Delaware, Pa. H. L. Gilliam, 50 
Church St., New York City, secretary. 


Hall Hardware Co., 618 N. Third 
St., Minneapolis, Minn., Feb. 15-17, 
1938. 


Illinois Retail Hardware Assn., Feb. 
15-17, 1938, at Hotel Sherman, Chicago, 
Ill. C. G. Gilbert, 1155 Merchandise 
Mart, Chicago, managing director. 


Indiana Retail Hardware Assn., 
Jan. 25-28, 1938. Exhibit and meet- 
ings at Murat Temple, Indianapolis, 
Ind. Headquarters, Lincoln Hotel. G. 
F. Sheely, 915-35, 130 E. Washington 
Bldg., Indianapolis, managing director. 


Institute of Cooking and Heating 
Appliance Mfrs., Dec. 2-4, 1937, at 
Netherlands Plaza Hotel, Cincinnati, 
Ohio. Alden Chester, Globe American 
Corp., Kokomo, Ind., chairman of pro- 
gram committee. 


Intermountain Assn., Jan. 25-27, 
1938, at the Bannock Hotel, Pocatello, 
Idaho. E. Bell, 211 S. Ninth St., Boise, 


Idaho, secretary-treasurer. 


Iowa Retail Hardware Assn., Feb. 
8-11, 1938, at Des Moines, Iowa. Ex- 
hibition, Coliseum; headquarters, Hotel 
Savery. Philip R. Jacobson, Mason 
City, Iowa, secretary-treasurer. 


Joint convention of American Hard- 
ware Manufacturers Assn. and South- 
ern Hardware Jobbers Assn., April 11- 
14, 1938, at the Peabody Hotel, Mem- 
phis, Tenn. Secretary, manufacturers 
association, C. F. Rockwell, 342 Madi- 
son Ave., New York City. Secretary, 
hardware jobbers association, T. W. 


McAllister, 1020 Grant Bldg., Atlanta, 
Ga. 


Kentucky Hardware and _ Imple- 
ment Assn., Jan. 18-20, 1930. Exhibit 
and meetings at Seelbach Hotel, Louis- 
ville, Ky. J. M. Stone, Seelbach Hotel, 


secretary-treasurer. 


Michigan Retail Hardware Assn., 
Feb. 8-11, 1938, at Detroit, Mich. Ex- 
hibit, Convention Hall; headquarters, 
Statler Hotel. Harold W. Bervig, 1112 
Olds Tower Bldg., Lansing, Mich., sec- 
retary. 


Minnesota Retail Hardware Assn., 
Feb. 22-25, 1938, at Minneapolis, Minn. 
Exhibit, Municipal Auditorium; head- 
quarters, Curtis Hotel. C. J. Chris- 
topher, Nicollet at 24th St., Minne- 
apolis, manager-treasurer. 


Missouri Retail Hardware Assn., 
Feb. 22-24, 1938. Exhibit and meetings 
at Hotel Jefferson, St. Louis, Mo. Pey- 
ton C. Clark, 2861 Gravois Ave., St. 
Louis, secretary. 


Mountain States Hardware & 
Implement Assn., Jan. 17-19, 1938, at 
Cosmopolitan Hotel, Denver, Colo. John 
T. Bartlett, 637 Pine St., Boulder, Colo., 


secretary-treasurer. 


National House’ Furnishings 
Mfrs. Assn., Jan. 9-15, 1938, at Stev- 
ens Hotel, Chicago, Jl]. Warren Ed- 
wards, 228 N. LaSalle St., Chicago, sec- 


retary. 


Nebraska Retail Hardware Assn., 
Feb. 1-3, 1938, at Omaha, Neb. Ex- 
hibit, Municipal Auditorium; head- 
quarters, Hotel Rome. Ed Hermanson, 
325 Insurance Bldg., Lincoln, Neb., sec- 
retary-treasurer. 


New England Hardware Dealers 
Assn., March 1-3, 1938. Exhibit and 
meetings at Statler Hotel, Boston, Mass. 
George G. Hoy, 140 Federal St., Bos- 


ton, secretary. 


New York Housewares Mfrs. 
Assn. show, July 10-16, 1938, at Hotel 
Pennsylvania, New York City. Execu- 
tive secretary, Flo English, Hotel Penn- 
sylvania, New York. 

New York State Retail Hardware 
Assn., Feb. 8-10, 1938. Exhibit and 
meetings at Statler Hotel, Buffalo, 
N. Y. John B. Foley, 510 Hills Bldg., 
Syracuse, N. Y., secretary. 


North Dakota Retail Hardware As- 
sociation, Feb. 8-10, 1938, at Grand 
Forks, N. D. Exhibit, City Auditorium. 
Louise J. Thompson, 21 Clifford Bldg., 
Grand Forks, N. D., secretary-treasurer. 

Ohio Hardware Assn., Feb. 15-18, 
1938, at Columbus, Ohio. Exhibit, 
Columbus Auditorium; headquarters, 
Deshler-Wallick Hotel. John B. Conk- 
lin, 175 S. High St., Columbus, secre- 
tary-treasurer. 

Oklahoma Hardware & Implement 
Assn., Feb. 1-3, 1938. Exhibit and 
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meetings at Civic Auditorium, Okla- 
homa City, Okla. C. F. Nelson, 301 
Key Bldg., Oklahoma City, secretary- 
manager. 


Panhandle Hardware & Implement 
Assn., Feb. 7-8, 1938, at the Herring 
Hotel, Amarillo, Tex. C. L. Thomp- 
son, Canyon, Tex., secretary-treasurer. 


Pacific Northwest Hardware & 
Implement Assn., Feb. 7-9, 1938. Ex- 
hibit and meetings at Davenport Hotel, 
Spokane, Wash. Dale Strong, 523 
Realty Bldg., Spokane, secretary. 


Pennsylvania and Atlantic Sea- 
board Hardware Assn., Feb. 1-4, 1938. 
Exhibit and meetings at Convention 
Hall, Philadelphia, Pa. W. Glenn 
Pearce, 400 N. Broad St., Philadelphia, 
managing director. 


South Dakota Retail Hardware 
Assn., March 15-17, 1938, at Sioux 
Falls, S. D. Exhibit, Coliseum; head- 
quarters, Cataract Hotel. C. J. Chris- 
topher, Nicollet at 24th St., Minne- 
apolis, Minn., manager-treasurer. 


Southern California Retail Hard- 
ware Association, Feb. 6-10, 1938. Con- 
vention and exhibit at Shrine Civic Au- 
ditorium, Los Angeles, Calif. Meetings 
on Feb. 7 and 8. J. V. Guilfoyle, 1126 
Rives-Strong Bldg., Los Angeles, sec- 
retary-treasurer. 


Southern Hardware Jobbers Assn. 
and American Hardware Manufacturers 
Assn., April 11-14, 1938, at the Peabody 
Hotel, Memphis, Tenn. Secretary, job- 
bers association, T. W. McAllister, 
1020 Grant Bldg., Atlanta, Ga. Sec- 
retary, manufacturers association, C. F. 
Rockwell, 342 Madison Ave., New ‘York 
City. 


Texas Hardware & Implement Assn., 
Jan. 25-27, 1938, at Hotel Baker, Dallas, 
Tex. Dan W. Scoates, College Station, 
Tex., secretary. 


Triple Convention of the Southern 
Supply & Machinery Distributors Assn., 
the American Supply & Machinery 
Manufacturers Assn., the National Sup- 
ply and Machinery Distributors Assn., 
May 9-11, 1938, at the Hotel William 
Penn, Pittsburgh, Pa. Alvin M. Smith, 
Smith-Courtney Co., Richmond, Va., 
secretary of Southern Assn.; R. K. 
Hanson, 916 Clark St., Pittsburgh, sec- 
retary American Assn., and H. R. 
Rinehart, 505 Arch St., Philadelphia, 
Pa., secretary National Assn. 


Virginia Retail Hardware Assn., 
Feb. 22-23, 1938, at the Jefferson Hotel, 
Richmond, Va. R. A. Frayser, 602 E. 
Broad St., Richmond, acting secretary. 


Western Retail Implement & Hard- 
ware Assn., Jan. 18-20, 1938. Exhibit 
and meetings at Municipal Auditorium, 
Kansas City, Mo. Herbert J. Hodge. 


Abilene, Kan., secretary-treasurer. 


West Virginia Hardware Assn., 
Feb. 21-22, 1938, at Greenbrier Hotel, 
White Sulphur Springs, W. Va. H. B. 
Clower, Park Hill, W. Va., secretary- 
treasurer. 


Wisconsin Retail Hardware Assn., 
Feb. 1-4, 1938. Exhibit and meetings 
at Milwaukee Auditorium, Milwaukee, 
Wis. H. A. Lewis, Stevens Point, Wis., 
executive secretary. George W. Korne- 
ley, 3374 N. Green Bay Ave., Milwau- 


kee, Wis., exhibit manager. 


101 Answers 


(Continued from page 70) 
(DON’T PEEK until you have 
answered the questions on pages 306, 


37, 38 and 70.) 


ee 51. 4 

2. a2. & 

3. No 53; 2 

1. Ball peen 54. Yes 

5. No 55. Yes 

6. 2 56. 4 

7. Yes 5d. Fes 

8. Dado head 58. No 

9, 2 59. 2 

10. No 60. Marking 
11. No gauge 
12. 4 61. Keel 

13. No 62. No 
14. 4 63. 1 

15. Yes 64. Yes 

16. 4 65. No 
17. Yes 66. Yes 
1s. 3 67. Mortise and 
19. Yes tenon 
20. 4 68. 3 
21. Yes 69. No 
ye ae 70. 1 
23. Pigment yee 
24. 3 72. No 
25. No 73. Spokeshave 
26. 3 74. No 
27. Center punch 75. 2 
28. Yes 76. No 
29. Goatskin WW. 2 
30. 3 78. Yes 


31. Lathe dog 79. 2 
32. Circular saw, 80. Yes 
shaper, joint- 81. 1] 

er, drill press 82. No 


33. Cross-lap 83. 4 
34. Fid 84. No 
35. No 85. 3 
36. Yes 86. No 
si. o 87. 2 
38. Miter and 88. No 

spline 89. 1 
39. 2 90. No 
4 ~ anette 91. 2 and 4 

. Wroove 92. ] 
42. Modeling 93. ] 
43. 1 ry 
: ( 

44, 2 = : 
45. Dado es ” 
46. Rubber ce- : 

onal 97. Yes 
47. 4 98. Yes 
48. 3 99. No. 
49. Rabbet 100. No 
50. Rubber 101. Yes 








THE 
OUTSTANDING 
FURNITURE 
CASTERS 
@ 
Bassick 


“*DIAMOND-DART’’ 












FULL 
FLOATING 
BALL 
BEARING 


These are casters that every 
hardware dealer should feature! 


Two sizes with solid tread or rub- 
ber tread composition wheels. 
Ask your wholesale distributor for 
Bassick “Diamond-Dart” casters. 


THE BASSICK DISPLAY BLOCK 





Write for information and how to secure 
this display (8" x 12") that will double 
your caster sales. 


THE BASSICK COMPANY 


Bridgeport Connecticut 


Canadian Factory 
STEWART-WARNER ALEMITE CORP 
OF CANADA, LTD., BELLEVILLE, ONTARIO 








TIMES AS FAST 


Taking rabbits out of a silk hat 
hasn't anything on the magic of 
selling pliers 4 times faster. 


That's what happens when you 
sell Bernard No. 102 Pliers from 
the counter, using a 4-Plier Selling 
Unit, instead of as a single-shot 
item sold from the shelf. Dealers 
everywhere report the same thing 

sales take a 4-to-l] jump, with 


(BERNARD ) 


4 PLIER 
SELLING UNIT 


your profit is better than 4 times 
as much because there’s an 
added 10% discount when you 
order Bernard Mechanical Hand 
Pliers (No. 102) in the 4-Plier Sell- 
ing Units. An order to your jobber 
now will start this money-making 
magic working for you right away. 


th 








Have you 
seen the 8 
page catalog 
insert of Ber- 
nard Pliers, 


pages 19 to Exam / 
26 in the 
Buying Issue "YS 
of Hardware || ‘s 
Age? | 












| FOUR TIMES 
AS FAST 


MADE IN U.S.A. BY 


THE WM. SCHOLLHORN CO. 


NEW HAVEN, CONN. 











Three Real Veteran Hardwaremen 
Who Attended the Convention 


N the hardware business there 

are quite a few veterans who 
have been active hardwaremen for 
more than half a century. Some of 
these men have records as high as 
60 and 70 years. Among the more 
than 2000 hardware manufacturers 
and wholesalers present at the re- 
cent Chicago convention were three 
real hardware veterans—Frank Col- 
laday, George F. Wiepert and Fred- 
erick Pfeifer. 

At the age of 87, Frank Colladay, 
founder, chairman of the board and 
treasurer of The Frank Colladay 
Hardware Co., Hutchinson, Kan., 
wholesale hardware distributors, 
spends part of each business day at 
his office. He continues to drive his 
own car around the territory served 
by his organization. Like so many 
other wholesale hardwaremen he 
began his hardware career in the 
retail field. It was in 1903 that he 
first entered the jobbing business 
and a year later founded the busi- 
ness which bears his name, serving 
as its president and manager until 
1922. His son, Charles, is now 
president of the company. Few 
hardwaremen can equal or surpass 
his record of 70 years of activity. 
Interested in numerous things his 
chief hobby is owning and driving 
new cars. 

Among hardware manufacturers 
George F. Wiepert, sales depart- 
ment, Sargent & Co., New Haven, 
Conn., has a most enviable record 
of 65 years of hardware activity. He 
entered the hardware manufacturing 
business in 1871 as an employee of 
the Hart Mfg. €o., which later be- 
came Hart, Bliven, Mead Mfg. Co., 
of New York City and Kensington, 
Conn. When that company failed 


he remained as receiver and upon 
completion of liquidation of the 
concern joined Sargent & Co., con- 
tinuing with that organization for a 
year after which he joined the Bing- 
hamton Hardware Co., Binghamton, 
N. Y. When that firm was liquidated 
in 1884 he rejoined Sargent & Co. 
For 53 years he has been most ac- 
tive at the Sargent offices having 
served as general sales manager, 
director and later as vice-president, 
affiliated with the sales department. 
Music, literature, the out-of-doors, 
trees and other plant life are his 
principal hobbies. 

Ask almost any hardwareman in 
the metropolitan New York district 
and surrounding country who is the 
dean of the industry in that section 
and he will immediately suggest 
Frederick Pfeifer, representing The 
Payson Co., Chicago, Ill. Mr. Pfeifer 
has been a Payson man since 1882 
the year he commenced his hard- 
ware activity. Since 1883 he has 
traveled from the District of Co- 
lumbia up into part of New England 
for Payson as well as for other con- 
cerns. His greatest joy in life is to 
be helpful and friendly towards 
other folks, particularly younger 
hardwaremen. His favorite enter- 
tainment is witnessing a_ baseball 
game. He is very active in the Hard- 
ware Boosters and the Hardware 
Square Club, both of New York, 
and was the Square Club’s first 
president. Two sons, Fred, Jr., and 
Clarence assist him in covering the 
territory he has traveled for the past 
55 years. 

Messrs. Wiepert and Pfeifer are 
members of the HARDWARE AGE 
Fifty Year Club and Mr. Colladay 


will shortly be made a member. 





FRANK COLLADAY 


GEORGE F. WIEPERT 


FREDERICK PFEIFER 
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HOPPE’S 
Packs 


Very Popular Dollar Sellers 


FPEATURE this well established popular Christmas 

gift item, for extensive sales to shooting customers, 
their families and friends. Very attractively packaged. 
Handy. Necessary for proper protection and care of 
all firearms. 


All Hoppe’s Gun-Protectors 


Contents: Hoppe’s No. 9 Solvent, to save barrel accu- 
racy. Removes leading, metal fouling, corrosive 
residue and prevents rust. Hoppe’s Patches to apply 
No. 9. Hoppe’s Lubricating Oil to save working parts 
from wear and stiffness, also to clean and polish. 
Hoppe’s Gun Grease for all rust prevention, especially 
between shooting seasons. And Frank Hoppe’s Gun 
Cleaning Guide. Retails complete for $1.00. 


Sell your share. Your jobber will supply you promptly. 


FRANK A. HOPPE, Ine. 
2314-A N. 8th Street, Philadelphia, Pa. 


New York: Ed. W. Simon Co., Inc., 302 Broadway 
Los Angeles: H. L. Bowlds, 108 W. 2nd Street 

















UP GOES CAPACITY 


No Increase In Weight It Bes Reoltere! 
Here's news! Outside Ca- i‘ 
pacity: No. 10, 4” to %%; 
No. 20, '4” to 1%”; and 
No. 30, %” to 214”. Rollers 
are frictionless! Eversharp 
cutter wheel. Perfect, 
square cuts—never a twist- 
ed, dented or marred tube. 
Note the reamer. See 
this rapid acting, low 
priced cutter at your 
jobber. 


MARMSTRONG 


MANUFACTURING COMPANY 





C™BRIDGEPORT 


CONNECTICUT. U.S.A. EST. 1869 











To completely satisfy your customers, ask your jobber for COLUMBIAN 
Tape-Marked. You can tell it by the Tape-Marker in all sizes and 


the red, white and blue surface markers in 34 inch diameter and larger. 


Columbian Rope Company, Auburn, “The Cordage City”, N.Y. 


WATERPROOFED - GUARANTEED 


1937 
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ARMSTRONG 
TUBE CUTTER 





ALLIGATOR 


TRADE MARK REG. U.S. PAT. OFFICE 


STEEL BELT LACING 


For belts of all kinds and 
sizes. Genuine ALLIGATOR 
STEEL BELT LACING is 
stocked by leading jobbers and 
listed in their catalogs. Not 
sold by mail order companies 
under its own or any other 
name. Specify “Genuine Alli- 
gator Steel Belt Lacing.” Or- 
der through your job- 
“s 












































Sole Manufacturers 


FLEXIBLE 
STEEL LACING CO. 
4616 Lexington Street, Chicago 


In England at 139 Finsbury Pav 









Sell the water 
system of tomorrow 
Now... 





















Advanced engineering has pro- 

duced an advanced water sys- 

| tem... the Roper Shallow Well 
System illustrated below. It 
| has more outstanding features 
. many of them exclusive with 

| , Roper... than can be listed 
here ... so we ask you to write 
| for compiete literature that you 
may know exactly why Roper 

| Systems are first in efficiency 


. . . and why it is the most 
profitable line for you to handle. 





WATER SYSTEMS 


GEO. D. ROPER CORP., ROCKFORD, ILL. 
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Diploma awarded to Ichabod Washburn on September 18, 1837, by the Massa- 
chusetts Charitable Mechanic Association for samples of the best iron wire 
exhibited at the Association’s first exhibition and fair. 


Cash in on this advanced 


MOTO-TOOL 


THERE'S A BIG MARKET FOR THIS 
FAST SELLING HOMECRAFT UNIT 


The safe, attractive Moto-Tool is just what 
thousands of homecraft and shop men want 
and appreciate. Many live right in your 
community Demonstrate to them that the 
Moto-Tool takes 10 seconds to do 10 minutes’ 
hand work. It grinds, drills, routs, carves 
polishes, etc., on all materials. Uses all 
accessuties Plugs in 
anv AC or DC socket 
Thousands now in use 
Two models: No. 1 i 
6 0z., amazingly power 
ful tool, about 25,000 
rpm Retails at $9.85. 
No. 2—a stronger 13 02 
unit, about 27,000 r.p.m 
with many refinements 
Retails at $16.50. Write 
today for complete de- 
tails and dealer dis 
counts on these profit 
able machines that win 
satisfied customers 








MODE | 














“a UTILITY 
CRAFTSMAN'S 


TOOLS 


Stimulating extra 
accessory sales 

20 pe tool set 
4 retails $5.75 











$4.50. Shaping 
: Table, for 
Top stand, retails 
Universal stand go 54 both 





exclusive 
Moto - Tool 
items. 


NATIONALLY ADVERTISED 
store display 
The Moto-Tool is ad- 
vertised regularly in 
all leading mechanical, 
homecraft and = shop 
magazines. Compact, 
attractive practical, 
counter display set. al 


DREMEL MFG.CO. ° 


5924 CT Racine, Wisconsin 


Below 
Shaping Table 


MODEL 2 
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One Hundred Years Ago 


QO* HUNDRED years ago rec- 
ognition of ability in the pro- 
duction of iron wire was tendered 
the founder of what is now the 
oldest manufacturing unit of the 
American Steel & Wire Co., sub- 
sidiary of the United States Steel 
Corp., Cleveland, Ohio. The first ex- 
hibition and fair of the Mas- 
sachusetts Charitable Mechanic 
Association was held at Faneuil and 
(Juincy Halls in Boston, Mass., Sept. 
18, 1837. Among the exhibits were 
two boxes of iron wire submitted by 
Ichabod Washurn, industrialist and 
founder of the Washurn & Moen 
Mfg. Co. A silver medal and diplo- 
ma were awarded Washburn by the 
judges for the excellence of his 
wire. Both medal and diploma were 
unaccounted for through many 
years but they were recently dis- 
covered and now form part of the 
exhibits contained in the Industrial 
Museum of the American Steel & 
Wire Co. in Worcester, Mass. 


Washburn began his business of 
wire making in Worcester in 1834. 
It was that establishment which d 





ICHABOD WASHBURN 


veloped eventually into what is now 
the North Works of the American 
Steel & Wire Co. 





Medal awarded to Ichabod Washburn. 
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Dealers all over the country who 
have tried and discarded most 
kes of sanders now endorse the 


from costly repairs and 
downs, because it has proved 
ean stand the gaff of public rental 
abuse. As simply and ruggedly y 
built as a wagon—with advanced 
features that make it the fastest » 
cutting, cleanest operating light- 
weight sander on the market. It » 
clicks with renter and makes him 
a Satisfied Customer. The GREAT- »& 
EST MERCHANDISER of FLOOR 
FINISHING MATERIALS ever DE- 
VELOPED as actual records show 
material sales equal or exceed *& 
rental earnings. Write TODAY for 


212 W. GRAND AVENUE 


ma 
“SPEED-O-LITE” because it is free pa 
break- PREE TRIAL OFFER. 


PROFIT-MAKING FEATURES 


y NO DIRT 
NO DUST 
NO MUSS 


GUARANTEED 
FOR 1 YEAR 
InC. MOTOR 


payment plan and 5-DAY 


Sands right up to the quarter- 
round, eliminates hand labor. 
Picks up all dirt and dust—leaves 
a ballroom finish on any floor. 
NO EXPERIENCE required to run 
a ''SPEED-O-LITE." 

Ball bearing equipped throughout 
with balanced sanding drum. 
High speed, heavy duty, burnout 
proof motor. 

FREE advertising helps that bring 
in the renters. 


LINCOLN -SCHLUETER FLOOR MACHINERY CO., INC. 


CHICAGO, ILL. 






























Seal - Kraft —Seal-Pakt 
Seal -| -Potted 








ROSE BUSHES, SHRUBS, 
VINES, ETC. © 











A complete plant service. 
Full particulars on request. 


C. E. WILSON & CO., INC. 
Manchester, Conn. 


SOUTHERN PACKING PLANT, Jacksonvitie, Tex. 





U. S$. Patent 
1894506 











POPULAR XMAS GIFT 


Hint for greater Christmas profits: Give 
the Hamilton Beach Food Mixer center 
position in your gift displays. It's one of 
the most popular selections among gilt 
shoppers. Well displayed, it sells itself 
and draws attention to other gift items. 


NATIONALLY ADVERTISED 
Advertisements in leading magazines 
and Sunday newspapers (Roto section) 
are selling your customers on the extra 
features of the Hamilton Beach. At- 
tractive dealer helps, liberal discounts 
and a profit-protection policy are be- 
hind every sale. Order from your 
wholesaler. Write us for free dealer 
helps. 

HAMILTON BEACH CO., Gastae, Wis. 
Division of Scovill "Mig. 




























DECEMBER 2, 1937 





RS! 
HARDWARE DEALT 


wh pPonTUMIT, 


NATIONALLY ADVERTISED 


(N HARGER 


Ss. PAT.O 






REG 


AGAIN There’s BIG Money 
in FARM LIGHTING! 


Get your share of the profits 
being made in this great new 
field! TheGiant 32-Volt Win 
charger has revived the farm 
lighting business. This proved 
dependable wind-electric plant 
provides plenty of current for 
lights, radio, washer, iron, vac 
uum cleaner, feed grinder, and 
dozens of other farm necessities 

at a power operating cost of 
less than 50¢ a year! With every 


















32-VOLT FARM 
LIGHT PLANT 


ly 

rhe Be aha Wincharger you can make other 
p He priced sales batteries, wiring, tower, 
, as H 
electrit and 32-volt electric appliances 


And the total price will be well 
within range of almost every 
farm home. Make real profits! 





so | 
oon oid ap We furnish you with plenty of 
eat, price Oty inquiry prospects! 
a4 pe a 
74 rere == Write for Dealer Proposition 






TODAY! Address Dept.HA12-37 


nas oiers 


————— |} 
WINCHARGER CORPORATION 
SIOUX CITY, IOWA 





World's Largest Makers of 
Wind - Electric Equipment 


ANY RELATION BETWEEN 
HUNGER AND “FEED” 
CHAINS? 


None whatever. Unless you can call 





“hungry.” 
**Feed”’ 


Chains are used to feed the cutting 


a coal-cutting machine 


In modern coal mines. 


bar that eats into the face of the 
And McKAY is a leading 


maker—largely because of 


*MeKay’s 


coal. 


200 years 
of Knowing how.” 


A-No. 1 


quality welded and weldless Chain 


And don’t forget this! 


for all purposes is made by. . . 


THE McKAY COMPANY 


MeKAY BUILOING PITTSBURGH. PA 














To The 
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MAJOR 
APPLIANCES 


400 





JOBBER 


Who Carries Lines Of 
HOUSE 
FURNISHINGS 


Manufacturers Invite You 


To Visit The 11th 


: NATIONAL EXHIBIT 


| Complete factory displays— 


Stevens 


CHICAGO 








new and modern equipment 
for the home — The Great 
Exhibition Hall filled with 
Major Appliances exclusive- 
ly —In addition five other 
floors filled with displays of 
House Furnishings of every 
type, including minor elec- 
tric appliances. 


Plan Now to Visit This 1938 
Style Show and Market 


AT CHICAGO 


January 


NATIONAL HOUSE FURNISHING 
MANUFACTURERS ASSOCIATION 


ILLINOIS 
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An Apology for 
Traditions Desecrated 


UST as we in the farm equip- 

ment trade are proud of our 
traditions for service to farmers and 
for providing sturdy, worthy, de- 
pendable equipment at reasonable 
prices, so each trade and profession 
that persists has similar traditions 
to be preserved. 

The actor, well or ill, remembers 
that “the play must go on”; the 
newspaper man’s motto is “the 
paper must come out”; those in the 
postal service defend their pledge 
that “the mail must go through.” 

After the recent hotel strike in 
San Francisco, with its three months 
of senseless, futile and _ stupid 
“peaceful picketing” and its final 
settlement on terms less favorable to 
the strikers than had been offered 
them and were refused before the 
strike was called, a simple little 
folder was mailed out by James H. 
McCabe, manager of the Fairmont 
Hotel. 


An Apology and Pledge 


Under the title “An Apology and 
a Pledge,” following are a few of 
the thoughtful and well chosen 
words in tribute to traditions and 
in caustic comment on the perils of 
“scream-lined” social security: 

“IT am an inn keeper— 

“IT remember the time some 30 
years ago when I chose this calling 
—and I remember why. 

“Tt was because I found the great- 
est satisfaction in’ doing personal 
things for people—work done with 
others who, like me, wanted above 
all to please—had service in their 
hearts. 

“The things I have seen during 
this strike could make me doubt 
that if I would—but I won’t. 

“For I must bear witness to hav- 
ing looked upon strange faces in 
our picket lines. I must testify to 
acts committed that the people 
raised in the hotel tradition just do 
not commit. I must admit that a 
sacred trust has been violated while 
I stood by helpless—a trust as 
precious and as unique as that the 
patient has for his doctor or his 
nurse, the man for his priest, in 
gladness or in sorrow. 

“But these are not my people— 
the people I grew up with. 

“These are alien people, alien to 
our common country and all it 


stands for—alien to the tradition of 
one of the oldest callings in the 
world. 

“And while I apologize to anyone 
who through this trying time has 
endured rudeness and discourtesy 
from anyone representing them- 
selves to be one of us, I pledge 
myself to do my part to make 
amends to the public I serve for 
every breach against the code of my 
calling by reaffirming all the high 
principles of inn keepers, large and 
small, in every corner of the earth, 
have always stood for. It is my 
earnest desire to purge our ranks of 
any who, in the heat of their en- 
thusiasm for their cause, right or 
wrong, forgot the things they stood 
for—turned upon the hand that fed 
them and made themselves unworthy 
to be numbered among us.—Osgood 
Murdock in Implement Record. 


Retail Employment 


MPLOYMENT in retail stores 
in 1935 included 3,961,478 
full-time and part-time paid em- 
ployees, and 1,511,734 active pro 
prietors or firm members of unin- 
corporated businesses, whose com- 
pensation does not appear on the 
pay roll nor is it included in the 
total of reported operating expense. 
Thus, the total number of persons 
engaged in retailing was 5,473,212 
in stores alone. To this number 
must be added 73,655 employees 
and executives of chains working in 
central offices and 26,322 in chain- 
store warehouses—a grand total of 
5,573,189 persons. The count of 
employees represents average em- 
ployment throughout the year, com- 
puted by totaling the number of 
employees reported each month and 
dividing by 12. Store employment 
in 1935 was 15.4 per cent higher 
than in 1933, and 10 per cent under 
1929. 
Census data were obtained in such 
a way that the total cannot be 
analyzed as between full-time em- 
ployees, but an analysis of 3,284,723 
of the 3,961,478 store employees, for 
one representative week, shows that 
80.4 per cent were working full-time 
and 19.6 per cent were classed as 
part-time workers. Of the 3,284,723 
analyzed, 30.5 per cent were women. 
—U. S. Census of Business: 1935. 
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Speedy-Clean 


= ; ii ——— 
THE NEW PERSONAL WASHER 


The newest, tremendously popular member of the 

b a Oo aa T O N | famous Speedy-Clean family . . . it catches the 
y housewife’s eye and opens her pocketbook . . . the 

full family size 2-qt. Brown Betty Casserole! It’s 


AINTIEST garments, finest fabrics, most prized possessions | every bit as fast a seller as the four handy size 


dana oe maeteedaeet tak lien pomp skillets, the Dutch Oven, the Maryland Chicken 


| 
| 7 . a ~ : 
daily washing of lingerie and stockings—for boiling and sterili- | Fryer and the Plantation Griddle. Sales builders- 
zin vd ae = — for dry —- (in "7h profit producers everywhere. Write today for de- 
mable fluid) —for the many between-wash cleansing jobs. a ate ane ' 
Get all the facts now about this sensational new developement tails about this traffic building group! 
in home laundering help. New York Showroom 443, 225 Fifth Avenue 


HORTON MANUFACTURING COMPANY, 1203 Osage St., Fort Wayne, Ind. 


HORTON WASHERS -~IRONERS SINCE 1871 (The EVEREDY C- 


5 EAST STREET e FREDERICK, MARYLAND 


Modest or Pretentious= | Here ji; s NUTCRACKER 
that Sells and Satisfies 


The perfect nutcracker . . . powerful enough to 
crack the hardest nut, yet so easily controlled that the 
softest shell may be cracked without crushing. Adjust- 
able to all sizes . . . easy 
to use. Fastens to bench or * 
table. Nickeled finish .. . 
packed in individual boxes. 
Place your order now . 

the nut season is on. 





























































ORDER 

FROM 

YOUR 
. it be a single room (as above) or an JOBBER f 

elaborate suite, you will find Hollenden guest o * 

rooms modern and up-to-the-minute in decorations, Ltd 
equipment and furnishings. We are completing a ARCADE 
modernizing program which make Hollenden guest MFG. CO. a 
rooms as fine as any to be found in Cleveland. The 1201 Shawnee St. 9) 
location is ideal, the service excellent, the food of FREEPORT ; 
the best and the prices moderate. Select the Hollen- ILLINOIS 


den on your next trip to Cleveland 


HOTEL HOLLENDEN | §hy7dqaya)a 


A DeWitt Operated Hote! CLEVELAND R. F. Marsh, Mar. 
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PRESS PANTS 
COAT COLLARS 
SLEEVES 


apes {#4 __ 
THES © BUSY MEN 


Save time. Press 
T clothes in a few minutes 
ETC Zz with an Empire. 


@ THRIFTY MEN 


Save pressing bills and 
wear on clothes. 


@ WELL GROOMED 
MEN 


Keep clothes well 
pressed at all times. 
Easy to use at home, in 
office or when traveling. 
No wet cloth required— 
no board—no bother! Just 

plug the Empire in any 
socket, A C or D C, and 
you're all ready to press. 
Weighs only 10 ounces. Comes 
in neat traveling box, complete 
with 6-foot Underwriters’ Ap 
proved Cord. $2.00 at stores or 
postpaid on Money-Back Guar- 
antee. Circular free. 


IDEAL CHRISTMAS GIFT 
Packed in attractive gold-and-black gift box. 
This is one of the advertisements in 


@ Esquire @ Life 
@ Saturday Evening Post @ Look 
@ Collier's @ True Story 


and other magazines, that is sending cus- 
tomers to dealers to buy the Empire. 


Order from your jobber or 
Sample sent on Memo. 


EMPIRE ELECTRIC CO. 
802 Main S#. Cincinnati, Ohio 



















A “Best Seller” 
of the 
Season! 


Premax Detachable Handle 


Steel Rods 


In Brown Oxidized Finish 


Introduced first in 1937, Premax 
Detachable Offset Handle Solid 
Steel Rods were “best sellers” 
everywhere. Get a sample and 
KNOW whyl Write today. 


Pemax roduc 


Division of Chisholm-Ruader Co., Inc. 


380% HIGHLAND RAVE.. NIAGARA FALLS. WY 


38 





Modernizing Builds 
Business 
(Continued from page 27) 


lower priced kitchen utensils and 


| gadgets, together with games, chil- | 
dren’s books, toys and a variety of | 








5 and 10 cent items and other pop- 
ular priced lines. Steel goods, the 
nail and wrapping counter and the 
glass department are all located in 
the rear of the display room. 


When Blackford’s store was re- | 


arranged practically the entire 
stock had to be shifted. One par- 
ticularly outstanding thing about 
the remodeling was the fact that the 
owner was able to modernize much 
of his display equipment merely by 
using paint, shams, glass compart- 
ment dividers and price ticket 
holders. The changes have im- 
proved business and have made the 
store a better place in which to shop 
and a more convenient store in 
which to serve people. 


There's Mystery in 
a Keyhole 
(Continued from page 31) 


which might belong to any one of 


| its master systems, the order would 
have to be investigated in order to | 





determine whether it had come | 


from a duly authorized source. 
This can always be ascertained 
from the manufacturers’ records. 

Managers of hotels and public 
buildings, however, observe that 
the carelessness of the people is 
more dangerous than the possibil- 
ity of theft. In a recent survey, a 


large hotel in Chicago found that | 


more than 34 per cent of the guests 
did not lock their doors. 

There is no nation which makes 
locks even remotely comparable, 
in mechanical excellence, preci- 
sion of workmanship or degree of 
security, to the American product, 
our expert said. He believes that 
this is due mainly to the inventive 
genius of highly skilled American 
mechanics. Few persons realize, 
he says, the extent to which manu- 
facturers in this country dominate 
the lock-making business. 

He believes that the Yale-type is 
probably the most popular in the 
foreign field as well as in this coun- 








ICKSON 


ap ie 


COMPRESSED 
LEAD 


RST 
[Emenee 


— —+ 
etual size standard 1% in. Dickson Lead 
Head Nail running 87 to the pound. 





Without impairing their lead caps in 
any way, these nails drive directly 
through unpunched lapped roofing 
sheets, seal the nail holes with lead and 
makea sheet metal roof watertight, 
protect it from rust and add years to 
its normal life. 


Dickson nails are the neatest in ap- 
pearance, the most efficient and by far 
the least expensive of all lead head nails. 


Dickson ndils are available in barbed 
or screw shank form, bright or hot gal- 
vonized in 1”, 114", 114", 134", 2”, 24", 
and 214” sizes, all 10 gauge. 

Also galvanized Lead Head Fasteners, 
10 gauge, 4” to 18” in length, for laying 
sheet metal roofs on steel framework. 


Dickson Weatherproof Nail Co. 


{rmerica’s Largest Producer 


of Lead Head Roofing Nails 
P. O. Box 334 Evanston, Illinois 


(Suburb of Chicago) 














ARMSTRGNG BROS. 
Improved PIPE VISES 


The Quality and Features 
that Close Sales 


ARMSTRONG BROS. Chain 
Vises (patented) have 1-piece 





jaws (both jaws, a single drop 
forging with center lug that pre- 
vents bending of the smallest 
pipe) Base and handle are 
drop forged. Chain; proof-tested. 






The Open Side and Hinged Vises 
have bodies of certified malleable 
iron; tool steel jaws — accurately 
machined; oval-end handles that 
do not pinch hands. The Hinged 
Vise has an unbreakable hook— 
drop forged steel. 


The quality and features of 
these vises are typical of all 
ARMSTRONG BROS. Pipe 
Tools — the most complete 
line made—for each is an 
improved, a more usable 
tool. 


Write for 
Catalog 





ARMSTRONG BROS. TOOL CO. 
“The Tool Holder People” 
314 N. Francisco Ave. CHICAGO, U. S. A. 
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"Equipped _with 


Customer . 


Model 24) KR 
Constant Level 
Oil Control 


Show your customers the A-P Control on your 
Heaters. It's the manufacturer's final guaran- 
tee of Heater efficiency and dependability, 
of economical Home Heating Comfort. The 
“operating’’ part on your heater, the 
A-P Control carries the great responsibility 
for the correct fuel feed to the Burner for 
any desired temperature. 


only 


“Modern Oil Heat'' means A-P Controlled 
heating — either Manually operated or Auto- 
matic with the A-P Thermostatic Control. 
For a powerful sales story on Modern Home 
Heating convenience and comfort, — write 
for details on A-P Controls. 


AUTOMATIC PRODUCTS COMPANY 


2442 RTH 


MILWAUKEE 


by more than 
a million travelers 


No wonder the Benjamin Franklin 
has been approved by more than 
a million visitors to Philadelphia! 
Experienced travelers like its mod- 
ern service and comfort. They ap- 
preciate its convenient location. 
And their budgets approve the rates 
which make it the 
big hotel value 
in Philadelphia. 
1200 rooms and 
baths. Moderate 
rates. 


THE 
BENJAMIN 
FRANKLIN 


SAMUEL EARLEY, Managing Director 


Philadelphia 





Complete fa- 
cilities for 
meetings, 
from small 
groups to 
conventions. 











an yy CONTROL!” 


Means Much to 
Your Oil Heater 
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It is a lock made with small 
pin tumblers which are operated 
by a flat or para-centric type of 
key. The reason for its popularity, 


try. 


he finds, is its high degree of se- | 
curity and the convenience of the | 


small key. The lock has an un- 
limited number of key changes. 

It is difficult to perceive that 
there can be an infinite number 
of combinations of lock and key. 
The minuteness of detail of change 
is a mystery. 


Yes, there’s mystery in a key- | 


hole! 


Retail Outlets 


TARTING with the 


| and surely developed into an hon- 


| billion 





| cording to the Bureau of the Census | 
| definition, 
-independents. 
made up of a miscellaneous lot of un- 


orable place in our economic system 
which in 1935 handled 33. billion 
dollars of business at a cost of 7.6 
dollars. spent 
this sum of money in 1,700 thousand 
retail stores which were owned by 
1,500 proprietors who, in turn, em- 
ployed approximately 4,000,000 full- 
time and part-time selling and non- 
selling people. Total pay roll for the 
year 1935, according to the Census 


Customers 


of Business, was 3.6 billion dollars | 


or almost 50 per cent of total ex- 
penses. 

Of the total number of retail out- 
lets, 127 thousand are chains, ac- 


thousand are 
remainder is 


1,474 
The 


and 


important types. 

Considering independents alone. 
thus eliminating both chains and 
mail order houses, it is interesting 
to note that less than 6,000 stores, 
or .4 per cent of the total number, 


accounted for 18.5 per cent of total | 
At the other | 


dollar sales in 1935. 
extreme, gentlemen, 680,000 inde- 
pendent retail stores, or 44.5 per 
cent of the total number, accounted 
for only 5.8 per cent of total sales. 
If we are to carry these last fig- 
ures out on an average daily basis, 
each one of these 680,000 stores, in 
1935, did $7.16 worth of business 
each business day, assuming there 
were 300 working days in the year. 
Assuming the gross margin to be 25 
per cent and the net profit to be 5 
per cent, that means that this aver- 
age retailer theoretically earned a 
daily net profit of 36 cents over the 
nation as a wholeWilford L. 
White, Chief, Marketing Research 
Division, Bureau of Foreign and 
Domestic Commerce. 


itinerant | 
peddler, retailing has gradually | 













INSTANT ACCURACY 


OW FAIRBANKS SCALES 
WITH PRECISION INDICATOR 


Time saved soon pays for 
Fairbanks platform 
scales with precision in- 
dicator. No guessing at 
Beam Balance... 
you know in- 
stantly whether 
weight is over or 
under. Accuracy 
increased... 
every fraction 
caught. Bulletin 
ASME 202—11 
tells how to stop 
losses ... save 
time. Write 


Fairbanks 
Morse & Co., 906 
S. Wabash Ave., 
Chicago, Il. 


7217-SA202.53 


FAIRBANKS-MORSE 


fi @Ocales 








Horse & Mule 

over 

— 100 

Hand puddied 

bar iron and 
iron rivets 


THE BURDEN IRON COMPANY 
Established 1809 
TROY, N. Y. 


DENISTON 


‘“‘Lead Seal” NAILS 


Get samples of this remarkable roofing nail 
which makes any kind of roofing give better service. 
Smart dealers everywhere sell it as a profit-maker 
and good will builder. Note the famous ‘‘Lead 
Seal’’—the lead under the head and down the 
shank actually plugs the nail hole with lead! . 

Ask your jobber or write us for samples and dem: 
eastrator blocks 


The DENISTON Company 
4840 S$. Western Ave. CHICAGO, ILL. 


—for 


years 




















PACKAGED TO FIT THE 


SS CUSTOMER’S NEEDS 






Priced to meet all competition 
Packaged in convenient tins 
for ‘household trade and |, 5 and 
, L 20-!b. spools for large users . 
tore — | profit | margin 
- Gardiner Repair Solder 
(Acid-Core) is a real trade and good-will builder. Your 
jobber can supply you. We also make Monarch Ball Metal, 


Bar and Solid Wire Solders and Babbitts. 














E-Z CORN POPPER 


The Original Rotary 
Corn Popper pre we 


The Popper That __ 
Puts The 
Pop in Pop Corn 

Use Any Kind of Heat 


0. S. KEENE MACHINE C0., - 
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The Original 
“HORSESHOE MAGNET” 
HAMMERS 


Steel Forgings, Perma- 
nent Magnets. The best 
magnet hammers on the 
market. Give long and 
satisfactory service. The 
Hammer holds the tack. 


ARTHUR R. ROBERTSON 
Sole Manufacturer 
1S Hathaway Street, Boston, Mass. 


10% 











HINDLEY WIRE GOODS 


earn their way through higher 
profits, better quality 


— 


BRIGHT WIRE GOODS—WIRE FORMS 
COTTER PINS EYEBOLTS 


MFG. CO., 60 wy ST. 
HINDLEY VALLEY FALLS, R. I. 
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“No Comment’ 


‘Continued from page 54) 


was saving up for when she went 
housekeeping. She called this par- 
ticular drawer her “hardware hope 
chest.” This gave me an idea that 
may help sales in every retail hard- 
ware store. Why not make up a 
nice box with a hinge top, have it 
decorated properly, and fill it with 
odds and ends of tools, necessary 
things in ahome. And call it “The 
hardware hope chest.” The total 
price of this chest should not be 
over $5.00 retail. The trouble with 
too many hope chests, such as sil- 
ver chests, linen, etc., is that the 
price is entirely too high for the 
average buyer of a wedding pre- 
sent. After all, a good many people 
size up a present not by the value 
of each item, but by the number of 
items. A whole lot of things could 
be put into this hardware hope 
chest that would be very useful and 
I believe they would sell. 

The thing that checks the sale 
of regular tool chests is the fact 
that there are so many different 
ideas about tools. An _ expert 
workman wants one class of tools 
that are very expensive, and besides 
that, he likes to pick them out him- 
self. A hope chest such as de- 
scribed above, of low priced items, 
would be a grand gift for any 
housekeeper. Just figure out the 
little items in the hardware line that 
are called for in the average home 
almost every day. This sugges- 
tion is timely just now as Christ- 
mas is approaching. 


Christmas Boxes 


There is another useful idea that 
I gathered while I was in the drug 
business. In preparing for Christ- 
mas business, formerly the box it- 
self was printed with Christmas 
greetings. Then of course as soon 
as Christmas passed, these Christ- 
mas boxes were out of date. It was 
discovered by drug manufacturers, 
that it was just as easy to print 
Christmas greetings, with holly 
decorations, etc., on white paper 
and wrap this paper around the 
regular package, as it was to make 
special Christmas boxes, and when 
Christmas passed all the dealer had 


to do was to remove the paper 
wrapping and the regular pack- 
age was there. 


An Emergency Kit 


Necessity is the mother of in- 
vention. Many a man does not 
shave in the morning because he 
is in such a hurry to get to the 
office. Then frequently during the 
day he receives an invitation to 
a luncheon or dinner. This makes 
it necessary for him to go to the 
barber, and the barbers have now 
fixed things up so that a plain 
shave costs 25 cents, plus 10 cents 
tip, then of course you get a shine 
too, 10 cents for the shine and 5 
cents tip, 10 cents to the boy who 
checks your coat, making a total 
of 60 cents, which after all is a 
good deal just because you need a 
shave. With the low prices at 
which shaving soap, brushes and 
razors are now selling, every man 
can afford to have an extra outfit 
in his office. I have wondered 
why in the hardware trade the sale 
of safety razors, brushes and soap 
has not been increased by the deal- 
ers getting out a cheap, what might 
be called an “office emergency 
shaving kit.” And here is a joke 
on me. I wrote about this idea to 
a safety razor manufacturer. I re- 
ceived a reply from their “service 
department” to the effect that it 
was very kind of me to write, 
but they did not think the idea 
would increase sales enough to 
bother. 

* - + 

Now in conclusion I must tell 
another good joke on myself. I 
had been advertising for copies of 
“Forty Years of Hardware” offer- 
ing to pay $1.50 for each copy. 
That was the original price. The 
other day I received a copy for 
which I promptly sent my check 
for $1.50. When I opened this 
book I found that two years ago I 
gave it as a present to a friend of 
mine with a carefully written 
autograph. And the trouble is that 
my autograph spoils it to send to 
anyone else! 
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CARBON HAND 


TAPS 
MAYHEW 


Manufacturers of Fine Tools Since 1856 


MAYHEW STEEL PRODUCTS, Inc., Shelburne Falls, Mass. 


“Courtesy Sales’ 


. are things of the past when it comes to selling 
CARBON HAND TAPS. Hardware Dealers 
no longer need to carry a “non-profit” line of 

Hand Taps solely for the convenience of 
their customers. Carry a line of 


MAYHEW HAND TAPS 
and turn your courtesy sales into 
profitable sales! 
“Ask Your Jobber Salesman” 
FOREIGN OFFICES: 15 Mallow St., 


Old Street, London, E.C.1, England. 1332 
William St., Montreal, Canada. 











































TST RAEAO [R. MURPHY’S Snax 
J [P- Wr 
1 Pe SC ae vouR STOCK ox ROOF IN G KN IVES 
D WA THIS. SPLENDID 
[Z itis LINE OF WORK a 
a BRONZE WEATHER STRIPS Oyster Knives . : 
—-4 Skiving Knives SS - —— 
Easily installed without nog eng ate 2 Seer eS 
5 removing sash or doors! Mecterd Kalves STAY-SHARP hand honed blades of 
iv ; 
{ Now you can make quick, new profits by selling genuine Dennis Cigar Knives supreme quality steel Stay Sharp. 
Double Cushi Spring B > Weath Stri fo d izing i i ; y 
jobs and new homes. ‘The easiest ‘to install—comes ‘attached to Hore 4 a They make tough jobs Cony r STAY- 
new parting stop. Patented ‘‘S’’ fold gives double spring action. Prevents Plaster Knives SHARP handles stay set. No play, 
cold air leaks. Makes snug weather-proof seal conforming to oi wasying, Kitchen Knives no wobbling. They are perfectly bal- 
Sclseeas the onving Beal, Ack pour jelier or Welle for aoe 1087 Wealher Paper Hangers’ Knives anced roofing knives—popular for 87 
Strip Catalog. aan Slabs Knives Years. Stock up NOW! Prices and 
Shirt Knife Handles complete new catalog on request. 
W. J. DENNIS & CO. | aeons 
2110-20 WEST LAKE ST. <<< CHICAGO Mi Bae et Aha ne Mn 


















me CLEAN, CONVENIENT 


Lasy to Sell 


“WITH A HARDWARE SALES 
PLAN PREPARED BY ONE OF 
THE FOREMOST HARDWARE 
EXECUTIVES IN THE COUNTRY” 





WHOLESALE 
HARDWARE 
HOUSES 


Every One Selling Through 
Hardware Channels Needs 
a Copy. 





CA, 
‘ GALENA OIL CORPORATION 
CINCINNATI, OHIO 




















Indispensable for 
1 Calling on Hardware Jobbers 


2 Your Credit Department é | ‘ ) et your PRESSURE PRESSURE COOKERS 


3 Direct Mail Work 
Feature genuine NATIONALS... 













7. ° ° put NATIONAL’S advertising 
Mt Lists: PRICE ressure back of your PRES- 
SHELF HARDWARE JOBBERS URE COOKERS... and multi- 
HEAVY HARDWARE JOBBERS e ply sales and profits! FREE 
MILL SUPPLIES DISTRIBUTORS display material to 
PLUMBERS’ & TINWERS’ SUPPLIES JOBBERS A COPY NATIONAL dealers; 
MANUFACTURERS’ enone < : 
HARDWARE CHAIN STORES ——— write for it. 
HARDWARE ASSOCIATION LISTS 











HARDWARE AGE VERIFIED LIST 
239 W. 39th Street New York, N. Y. 


WD, PRESSURE COOKER 


Dept. 9 Eau Claire, Wisconsin 
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The “Who Makes It?” issue of Hardware Age enables you to quickly locate sources of 


supply and helps you answer many questions regarding brand names, products, etc. 


Elwood, Ind.: Who makes the 
Ironrite electric ironer?——-R. L. Lee- 
son & Sons Co. 

ANSWER: Ironrite Ironer Co.. 
38 Piquette Ave., Detroit, Mich. 


Mount Carmel, Pa.: Who makes 
the Case combination hunters axe 
and knife?—John Wardrop & Son. 

ANSWER: W. R. Case & Sons 
Cutlery Co., Bradford, Pa. 


* *% *¥ 


Southport, Conn.: Who makes a 
liquid wax applicator with can for 
wax attached to handle? The wax 
is applied by operating a trigger. 
Harris Hardware Co. 

ANSWER: Renu Products, Inc., 
Whitestone, L. I. 


Phila., Pa.: Who makes the Luck- 
-E-Lite bomb-torch?—Cusack Hard- 
ware Co. 

ANSWER: Embury Mfg. Co.. 
Warsaw, N. Y. 


Anderson, N. C.: Who makes the 
Universal coal heating stove ?—Sul- 
livan Hardware Co. 

ANSWER: Cribben & Sexton Co.., 
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700 N. Sacramento Blvd., Chicago, 


* * * 


Carlisle, Pa.: Who makes a cir- 
cular wood saw with the name R. 
Hoe Co. printed on the saw? 
Cochran & Allen. 


ANSWER: R. Hoe Co., Inc., 910 
I. 138th Street, New York, N. Y. 


* *¥ * 


Ridgewood, N. J.: Who makes 
the Chase motor robes?—Ridge- 
wood Hardware Co., Inc. 

ANSWER: L. C. Chase & Co., 
Inc., 295—5th Ave., New York, N. Y. 


* * * 


Flagstaff, Arizona: Please fur- 
nish the name of a manufacturer 
located in the State of Colorado 
who makes a bean harvester or cut- 
ter.—Babbitt Bros. 

ANSWER: Denver Pump Mfg. 
Co. 


* * * 


Grove City, Pa.: Who makes the 
Modern Maid coal range?—Turk & 
Younkins Hdwe. 


ANSWER: Tennessee Stove 


Works, Chattanooga, Tenn. 


* * * 


\ibany, N. Y.: Who makes the 


“WHO MAKES IT?” 


information regarding sources of supply as pro- 
vided readers of Hardware Age by the “Who Makes 
It?” editor is here presented as an aid to others in 
the trade who may be seeking the same articles. 
The inquiries reproduced have been selected because 
of their general interest to hardware merchants and 
buyers. This editorial feature in each issue supple- 
ments the service rendered by the “Who Makes It?” 
issue. When writing to the firms mentioned, state 
that you secured your information from the Hard- 
ware Age Directory Number. 


Murphy in a door beds?—Albany 
Sales Agency, Inc. 

ANSWER: Murphy Door Bed 
Co., 173 W. Madison Street, Chi- 
cago, Ill. 


Franklinton, La.: Who makes the 
Perfection cook stove?—C. S. E., 
Babington. 

ANSWER: Martin Stove & Range 
Co., Florence, Ala. 


Ansonia, Conn.: Who makes the 
Enders shot gun?—Mark Hardware 
Co. 

ANSWER: Special brand of the 
Simmons Hardware Co., St. Louis, 
Mo. 


Griffin, Ga.: Who makes the 
Easy-Set bathroom fixtures ?—-New- 
ton Coal & Lumber Co. 

ANSWER: J. H. Balmer Co., 
Trenton, N. J. 


*% * *% 


Boston, Mass.: Who makes the 
Servet stainless steel dishes? —B. F. 
Macy. 

ANSWER: Steelsmith, Inc., Meri- 


den, Conn. 
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Boost Your Christmas Sales 
with the 


EDLUND 


Better 


» . CATALOGS 
for 


| . HARDWARE 
| <i JOBBERS 


. result from plac- 
ing the planning, 
compiling and pro- 
duction of the com- 
plete job with 

“NORAMPRESS”. 


Over 37 years of 
. Catalog specializing 

pease 1b pee es be has given “’NOR- 
HARDWARE |. | [ia TARR ocean 

STRAP AND TEE HINGE 4ARS 4 ' nized = lead- 
EETS all the specifications of Seemed nec ' ; at Teh “ir — 

exacting builders. Acomplete — ; : Suxs 

line; modern in design and built of SASH LIFTS 
the finest materials. 











Retailing for $1.50, this handy kitchen utensil is fast 
becoming the leading can opener in all modern kitch- 
ens, just as the larger size has long been the leader 
in hotels and restaurants. Ask your jobber also about 
the Edlund Junior which retails for 50¢. 


EDLUND CO. BURLINGTON, VT. 














The items below are 

all big sellers 

SLIDING DOOR HANGERS |} 
SLIDING DOOR RAIL 





isk for Sample 
Books & Details. 


A catalog presenting the facts 
awaits your request. 








AMERICAN Press 
Milwaukee, Wis. 








National Manufacturing Co. 
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KLEEN-A- 
BRUSH 


So we improved the pack- 
age and the counter dis- 
play. 

@ Biggest 10c value on 
the market. Put it 
en your counter, 
watch it sell. Order 
TODAY from your 


Concen- 
trate on the Bos- 
ton line. A complete, 
well-balanced combina- 
tion of seven standard 
nationally known brands. 
Meeting every need at every 
price. Each brand a leader. 


The BOSTON Line | , 
of GARDEN sey | 
\, , 7 
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HOSE | 
| 
Display SHEFFIELD 
with each 2 BRONZE POWDER & STENCILCO. 
| agp i gr 2 3000 Woodhill Rd., Cleveland, Ohio 
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Genuine 


Sandvik 


ape Beg, 720 ante N See ai Conte 
i fe Mi i — 4s ADE ST sta t 
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Together with the 
OBERG FILES 
combine the neces- 
sary features’ of 
durability and fast 












PAD 


and you offer 
the finest! 





intestate ea cutting. 
Master Jock Company From Your Jobber or Write To Us For New Saw Catalog No. 137 
Worlds Largest Exckurive Padlock Manufaclurane. SANDVIK SAW & TOOL CORPORATION 
MILWAUKEE. WIS..U.S.A. 47 Warren Street 740 Washington Ave., North 
New York, N, Y. Minneapolis, Minn. 
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CLASSIFIED OPPORTUNITIES SECTION 





Positions Wanted Advertisements 


at special rate of one eent a word. mini. 
mem 50 cents per insertion. 


All Other Classifications 


Set Solid, Maximum of 50 words. ...8$3.00 
Each additional word.......... « & 
4li Capitals, Maximum of 50 words. - 4.00 
Each additional word............ -06 


Allow Seven Words for Keyed Address 


Boxed Display Rates 
1 ineh 





Use this section to reach Hardware Manufacturers, Manufacturers’ Agents, 
Jobbers, Jobbers’ Salesmen, Retailers and Retail Salesmen 


e CLASSIFIED ADVERTISING RATES ¢ 


Discounts for Consecutive insertions 
4 insertions, 10% off; 8 insertions 15% off. 
Due to the special rate, these discounts do 
net apply on Positions Wanted Advertise- 
ments 


—_~e=— 
REMITTANCE MUST ACCOMPANY ORDER 
Send check or money order, 
not currency. 
—_~e=— 


HARDWARE AGE is published every other 
Thursday. Classified forms close 13 days 








previous to date of publication. 


NOTE 
Samples of Literature, Mer- 
chandise. Catalogs, ete., will 
not be forwarded. 


Address your correspondence and replies te 


HARDWARE AGE 
Classified Opportunities Dept. 
239 West 39th St., New York City 








HELP WANTED 


BUSINESS OPPORTUNITIES 








WANTED 
COST ACCOUNTANT 


with at least five 
perience in 
turing. 


years’ practical ex- 
shelf hardware manufac- 
Address Box 


C-787 
Care of HARDWARE AGE 
239 W. 39th Street, New York City 











WANTED: HARDWARE 
WHOLESALER in Chicago District. Must be 
thoroughly experienced in buying all diversified 
lines making up general retail hardware require- 
ments. Address Box 7630 A, care of HaRDWARE 
Ace, 10 South La Salle St., Chicago, Illinois. 


WAN TED—BUILDERS’ HARDWARE MAN 
FOR store in Eastern Pennsylvania, capable of 
handling department, dealing with architects, con- 
tractors and consumers. In reply submit full in- 
formation including age, qualifications, past experi- 


BUYER BY 





ence and approximate salary desired Address 
Box C-766, care of Harpware Ace, 239 W. 39th 
hee es. Be 





BUSINESS OPPORTUNITIES 


MERCHANDISE WANTED—WE_ BUY 
FOR cash large and small job lots, close-outs, 
discontinued numbers and surplus stocks of hard- 


ware, electrical goods, tools, cutlery and allied 
lines. Write us what you have to offer. Fair 
prices paid. Your offer receives prompt atten- 
tion. Address—Continental Sales Co., 321 Broad- 


way, N. Y. 


City. 


SALES REPRESENTATIVES WANTED 


Side-Line Salesmen Wanted 


To salesmen now calling on Hardware, Variety and 
General Stores in small towns and cities, we offer 
a good, staple side line of 10¢ and 25¢ Paints en 
a commission basis. Write adviging territory covered 
and lines now carried 


Address Box C-770, care of HARDWARE AGE, 
239 W. 39th Street, N. Y. City 























MANUFACTURERS’ AGENTS WANTED. 
ELECTRIC WIRING devices, appliances, heat- 
ing pads; wholesalers, departments, chains, better 
retailers. State territory and trade. Prominent 
eastern manufacturer. Address Box 785, care 
of Harpware Ace, 239 W. 39th St., N. Y. City. 








SACRIFICE SALE!! 


60,000 DROP FORGED HARDENED and 
FINISHED OPEN END WRENCHES, such 
as: Engineers, Heavy-cap, Check-nut, Textile, 
Set-screw, Car, Structural, Construction, etc. 
Address Box C-788, 
Care of HARDWARE AGE 
239 W. 39th Street, New York City 











FOR 
STORE, 


SALE — MODERN HARDWARE 
also wonderful opportunity for plumb- 
ing business. Town of 3,000; payroll $20,000 
per week. Within 50 miles of ‘Albany. Address 
Box C-779, care of Harpware Ace, 239 West 
39th St., N. Y. City. 





FOR SALE: ESTABLISHED HARDWARE 





AND paint business in Rochester, N. Y. Profit- 
able, modern, fine location, good lease; size 20 x 
70 ft., and basement. Price $10,000. Address 
Box C-778, care of Harpware Ace, 239 W. 
30h Se. NK. ¥. City. 

MERCHANDISE WANTED—I BUY FOR 
cash small or large lots of manufacturers’ close 
outs, jobbers’ surpluses and any discontinued 
items in the hardware and harness line. Write 
me what you have to offer. Address Harry J. 


Epstein, £15 Central St., Kansas City, Mo. 





PARTNER WANTED WITH $3,000 to $5,000. 
Must be thoroughly experienced inside man for 
industrial hardware line. Advertiser will match 
investment and do selling. State qualifications 
fully. Or will purchase going business or buy 
an interest. Address Box C-786, care of Harp- 
ware Ace, 239 W. 39th St., N. Y. City. 
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OLD ESTABLISHED MANUFACTURER 
OF BUILDERS’ hardware, night latches and 
padlocks desires commission salesman in several 
protected territories. State experience and terri- 
tory covered. Address Box C-790, care of Harp- 
WARE AcE, 239 W. 29th St.s N. Y. City. 





SALESMEN NOW CALLING ON HARD.- 
WARE, paint, and mill supply dealers and job- 
bers to sell a full line of air compressors and 
paint spraying equipment. Territory still open 
west of the Mississippi. Commission basis. An 
excellent opportunity to increase your income 
with a nationally advertised, quality product. 
Address Box C-734, care of Harpware Ace, 239 
W. 39th St., N. Y. City. 


WIDE-AWAKE SALESMAN WANTED UN- 
DER FORTY years old to represent nationally- 





known cutlery company to cover Kansas, Okla- 
homa, Nebraska, Minnesota, Iowa, North and 


South Dakota, Michigan, Texas, Louisiana, Arkan- 
sas, and Mississippi. A good trade in some of 
these states is already well established. Straight 
commission or salary and bonus. Address Box 
C-783, care of Harpware AcE, 239 W. 39th St., 
N. ¥. City. 








SALES AGENTS, JOBBERS, DEALERS 
AND SALESMEN WANTED IN ALL TERRI. 
TORIES. WE HAVE A FIBRE EXPANSION 
PLUG, DRILLS AND DRILL HOLDERS. 
GREATLY IN DEMAND EVERYWHERE. 
MECHANICS IN ALL TRADES. 


TRICAL SUPPLY HOUSES, 

SPLENDID OPPORTUNITY FOR BIG ve ~ 
ITS. TERRITORIES PROTECTED. 
MUNICATE WITH ANCHOR SALES COR 
PORATION, 65-67 MADISON AVENUE. 
NEW YORK CITY. 





SALES REPRESENTATIVES WANTED 


MANUFACTURERS’ AGENT WANTED: 
NORTHERN NEW YORK, New England, 
Dallas, St. Louis and New Orleans, Savannah or 
Atlanta for line of staple items to wholesale hard- 
ware, automotive, notion and drug trade. Ad- 
dress Box C-784, care of Harpware AcE, 239 
W. 39th St.. N. Y. City. 








EASTERN MANUFACTURER OF ESTAB- 
LISHED LINE of competitive coal and gas 
stoves wants additional men to take on line in 
conjunction with other lines, preferably higher- 
Have 


priced stove line. Calling on dealer trade. 
Metropolitan and rural New York State and 


State of Virginia open. Pay on commission basis. 
Address Box C-736, care of Harpware Ace, 239 
W. 39th St., N. Y. City. 





ATTRACTIVE _SPECIALTY — _PRACTI- 
CALLY NO COMPETITION—MAKES VERY 
PROFITATLE SIDE-LINE FOR SALESMAN 
CALLING ON HARDWARE, PAINT AND 
AUTO ACCESSORY TRADE. WRITE DE- 
TAILS OF YOUR EXPERIENCE. 
TERRITORY COVERED AND FIRMS NOW 
REPRESENTING. WRITE GERMANTOWN 
MFG. CO., 602 S. DELAWARE AVE., PHILA- 
DELPHIA, PA. 


SALES ACCOUNTS WANTED 


PACIFIC COAST REPRESENTATION 
SEASONED SALESMAN, 87, desires to represent 
established manufacturer of high-grade line on Pacifle 
Coast. Thoroughly acquainted with all sales angles 
pertaining to hardware jobbers and retailers. Can 
manage branch office and check credits. Have been 
with my present connection 8 years. Desire change 
to increase income. Commission basis preferred. 
Will be in the East in December and would like to 
arrange for an interview. 

Address Box C- a eare #, RAseTARE AGE, 
239 W. 39th St., N. Y. City 




















WANTED: MANUFACTURERS’ LINE 
GOOD QUALITY hardwood and rubber rulers 
on commission to fit in with other advertising 
ee now being sold to the trade in Mon- 
tana, Idaho and Wyoming. Address—P. O. Box 
300, Helena, Montana. 





SALESMAN—ALERT, WELL QUALIFIED, 
28 years of age, desires connection with manu fac- 
turer of a reliable, major, repeat product appeal- 
ing to retail hardware and/or lumber dealers in 


Illinois (exclusive of Chicago) or Iowa. Com- 
mission preferred. Works steady. References 
aplenty. Employed at present. Address Box 


130, Peoria, Illinois. 





EXPERIENCED TRAVELING SALESMAN 
COVERING THE Piedmont Section of North 
Carolina, is open for a few additional lines of 
quality merchandise, especially the following: 
screen wire, bicycles, oil ranges, heaters, locks, 
hinges, floor coverings and linoleum rugs, lawn 
mowers and lawn hose, etc. Address Box C-782, 
care of Harpware Ace, 239 W. 39th St., N. Y. 
City. 
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SALES ACCOUNTS WANTED 


WELL-KNOWN SALESMAN NOW REP- 
RESENTING large reputable manufacturer call- 
ing on hardware jobbers, mill supply, chain and 
mail order houses as well as large retailers, in 
position to success‘ully handle another line for 
the states of Illinois, Missouri, Kansas, Colorado, 
Wisconsin, Minnesota, Montana, Nebraska, Iowa 
and Dakotas. Address Box C-781, care of 
Harpware Ack, 239 W. 39th St., N. Y. City. 


POSITIONS WANTED 


EXPERIENCED SALESMAN WITH CAR, 
23, married, desires connection with reliable manu- 
facturer as representative in Illinois and the sur- 
rounding states. Established with the jobbers 
and dealers in this territory and able to furnish 
good references. Address Box C-762, care of 
HaRDWARE AGE, 239 W. 39th St., N. Y. City. 











POSITIONS WANTED 


POSITIONS WANTED 





WANTED—POSITION BY HARDWARE 
MAN;; best of references from factories, agencies, 
and wholesalers. Experienced in all lines. New 
England preferred. Address Box C-789, care of 
HarpwarE AGE, 239 W. 39th St., N. Y. City. 


BUILDERS’ HARDWARE MAN, EXPERI- 
ENCED ARCHITECTS’ plans and specifications 
on all classes building construction. Thorough 
knowledge leading lines finishing hardware, tem- 
plate work, scheduling and details. Capable de- 
partment manager. Age 35, married. Avail- 
able January 15th. Address Box C-780, care of 
Harpware AcE, 239 W. 39th St., N. Y. City. 








ENERGETIC AND RESPONSIBLE SALES- 
MAN WITH mechanical ability wishes connection 
with manufacturer or large distributor covering 
Middle West. Present experience in this terri- 
tory. Now living in Detroit. Moderate salary 
or commission if business has been established. 
Address Box C-746, care of Harpware AGE, 239 
W. 39th St., N. Y. City. 





YOUNG MAN, 28, WITH SEVEN YEARS’ 
experience in wallpaper, paint and builders’ ma- 
terial, contacting contractors. Can furnish the 
best of references. Am now employed but wish 
to make a change for a more varied experience. 
Can locate anywhere in U. S. Address Box 
C-776, care of Harpware AcE, 239 W. 39th 
at, mm. . City. 





YOUNG MAN 29 YEARS OF age with 15 
years’ experience selling Retail Hardware and 
Paint lines desires position as travelling salesman 
with Jobber or Manufacturer. Would like to con- 
tact firm to train me for selling in any territory 
in United States. Salary basis or possibly com- 
bination salary and commission with all travelling 
expense paid under either arrangement. Best of 
references. Address Box C-765, care of Harp- 





ware Ace, 239 W. 39th St., N. Y. City. 


MAN WITH HARDWARE EXPERIENCE 
[IN retail and wholesale, selling hardware, house- 
furnishings, toys, plumbing, paints, sporting goods; 
good window trimmer and show card man, also 
store departmentizing or department management. 
Middle West preferred. If you want a hardware 
salesman who can produce results let me hear 
from you at once. Address Box C-772, care of 
Harpware Ace, 239 W. 39th St., N. Y. City. 


HARDWARE MAN THOROUGHLY EX- 
PERIENCED IN retail and wholesale hardware. 
paints, sporting goods and kindred lines desires 
a position with responsible retail firm. Refer- 
ences. Capable of buying, bookkeeping and store 
management. In late forties and good health. 
Free to go anywhere. Middle West or South pre- 
ferred. Salary secondary. Address Box C-668. 
— of Harpware Ace, 239 W. 39th St., N. Y. 

ity. 











Hardware Personnel 


Our files centain applications of several hundred ex- 
perienced and well trained employees in the hard- 
ware industries. 
NO CHARGE TO EMPLOYERS FOR THIS 
SERVICE 


If we can be of any help to you, just phone 
ASSOCIATED PLACEMENT BUREAU 
152 West 42nd Street New York City 
WIS. 7-1802, 1803 











HARDWARE AND PAINT SALESMAN, 
age 32, single, fifteen years’ experience in chain 
and independent stores, wishes to represent or 
sell near New York. Reliable reference. Ad- 
dress Box C-775, care of Harpware Ace, 239 
W. 39th St., N. Y. City. 





WANTED POSITION WITH RELIABLE 
MANUFACTURER. Have covered New Eng- 
land for the past twenty years, six years with 
nationally-known manufacturer of electrical ap- 
pliances, contacting both retail and wholesale 
hardware trade. Consider any good offer. Can 
furnish my own car. Excellent references. Ad- 
dress Box C-777, care of Harpware Ace, 239 
W. 20h St.. M. Y¥.. City. 





SALESMAN WITH ONE MANUFAC- 
TURER OF fence wire products for fifteen years 
desires connection with a_ reliable company. 
Would like a wire products line, but would favor- 
ably consider other hardware lines. Have traveled 
Colorado, Utah, Wyoming, Montana, Idaho and 
Louisiana calling on hardware dealers and jobbers, 
lumber yards and general stores. Willing to con- 
sider any territory, but would prefer Central 
States or West Coast. Can furnish the best of 
character and reliability references. Address Box 
C-759, care of HarpwareE AcE, 239 W. 39th St., 
N.. ¥.. City. 
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Which Classification 
Are You Interested In? 


Whether you want to buy or sell a paying hardware 
business—or seek dependable sales representatives—or 
contact some desirable sales accounts—or secure a good 
position in the hardware trade—or need help for your 
expanding business—or wish to .market a worthy prod- 
uct — use the Classified Opportunities Section of 


Your advertisement in this section will put you in touch 
with the particular “CLASS” you want to reach. Year 
after year Hardware Age has led its field in both the 
volume and results of its classified advertising. It enjoys 


the confidence and following of the hardware trade. 


HARDWARE AGE 
A Chilton Publication 


Classified Opportunities Department 
239 West 39th Street, New York, N. Y. 


A.B.C.—Charter Member—A.B.P. Inc. 
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Millers Falls Co. 
Minnesota Mining & Mfg. Co. 
Monarch Metal Weatherstrip 
Corp. ; 


Monmouth Stamping Co. 
Moore Push-Pin Co. ........... 
Morse Twist Drill & Machine 
cm « ere 60 4 
Murphy's Sons Co., Robert.. 
Murray Ohio Mfg. Co., The.... 
Myers & Bro. Co., The F. E 


N 


Nash-Kelvinator Corp 


National Cash Register Co., The 

National Housefurnishing Mfrs 
Assn é Lire Da ewe eee et 

National Ideal Co., The...... 


National Mfg. Co 
National Pressure Cooker Co... .. 
National Screw & Mfg. Co 
Nicholson File Co. 
Norcross & Sons, € 
Norge Division Borg-Warner 
Corp Trrerrr err ee ee 
North American Press, The 


Northwestern Barb Wire Co..... 
Norton Abrasives ........0. 
GS Bee. OO os cc eidccsecesin 


Ohio Stove Pipe & Mfg. Co 
Oliver Tron & Steel Co.... 
Osborn Mfg. Co., The .. 


Patent Cereals Co ‘ 
Peck, Stow & Wilcox Co 
Peerless Novelty Co. 
Perfection Stove Co. 
Phoenix Mfg. Co. 
Pittsburgh Plate 
(Brush Div.) 
Pittsburgh Plate 
(Pennvernon Div.) 
Pittsburgh Plate 
(Store Fronts) 
Pittsburgh Steel Co. 
Plastic Wood Div. of 
UE GR. nk. 6 000 och casccces 
Plumb, Inec., Fayette 
Porcelain Enamel Institute, 
Premax Pre@mcte .....cccccoes 
Progressive Mfg. Co., 
Puritan Cordage Mills 


Glass 
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| Roper Corp., Geo. D. 


| Russell, 





| Taylor, Lowenstein & Co 








R 
Raybestos-Manhattan, Inc. ( 
a e  rrerrerrrrr ee re 
I MO ac aks Ned win ares 
Red Jacket Mfg. Co 
Republic Steel Corp ee 
Republic Steel Corp ( Agricul- 
tural Div.) ..... mais ca aae 
Republic Steel Corp. ‘Upson Nut 
NE pavbtana it wiare dis c/o eee sissbis 


Reynolds Wire Co. 


Rich Pump & Ladder ‘'o.. 
Richards-Wilcox Mfg. ‘'o 

Ridge Tool Co., The 

Robertson, Arthur R. ......... 
Rochester Sash Balance Co.. Ine 


Rogers Isinglass & Glue Co.... 

Rubberset Co., The 
Burdsall 
& Nut Co. : 
Ryerson & Son, Inc., Jos. T..... 


s 


Samson Cordage Works 


Sand’s Level & Tool Co.... 
Sandvik Saw & Tool Corp....... 
Save Electric Corp. .......... 
Schalk Chemical Co. .......... 
Beheats Mile. Ce. .icccccss 


Schollhorn Co., The Wm. 
Shapleigh Hardware Corp. ..... 
Sheffield Bronze Powder & Sten 
Fe eee 
Sherman Mfg. Co., H. 
Sherwin-Williams Co., 
Signal Elec. Mfg. Co. 
Simplex Mfg. Co. 
Smith, Ine., Landon 
Smith & Son, Seymour 
Soss Mfg. Co, 
Stanley Rule & Level Plant 
Stanley Works, The 
Star Heel Plate Co. 
Stearns & Co., E. C. .... 
Sterline Paint & Varnish Co 


r 
Taylor Instrument Companies... 
Technical Glass Co., Inc. ...... 
Three-in-One Div. of The A. S. 


PN TS. vc ciiguessicrvavseoe 
Tobacco By-Products & Chemical 

Oe eer 
Triplewear Brake Linings Corp.. 
Triplex Screw Co., The ...... 
Tubular Rivet & Stud Co. ...... 
Turner Brass Works, The...... 


Turner, Day & Woolworth Handle 
Co. 


Union Fork & Hoe Co 
Union Hardware Co. 
United Royalties Corp. 
U. S. Rubber Co. 

U. 8S. Steel Corp. 


The 


Vv 


Vaughan Novelty Mfg. Co 
Vita-Var Corporation 


w 


Wall Rope Works 
Westfield Mfg. Co., 
Wickwire Brothers . 
Wilson & Co., Inc., ¢ E 
Wincharger Corp. 
Winchester Repeating 
Witt Cornice Co. , 
Wood Shovel & Tool Co 
Wooster Brush Co. ‘ ws 
Wright Steel & Wire (o.. ti. F. 


The 


Arms Co 


Y 


Yale & Towne Mfg. Co.. The. . 
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To make your annual inventory taking an 
easier, surer job, we asked 1,000 leading retail 
hardware dealers to help us design a new 
HARDWARE AGE Inventory Record Sheet. 


From the many suggestions we received, a 
new sheet was designed—in a new size and form 
to sell at a new low price—200 sheets for only 
$1, plus 25c mailing charge. As these sheets are 
printed on both sides of good white bond paper, 
this means you really get 400 pages of inventory 
record sheets. Each page has room for 28 items. 
Your $1.25 investment provides inventory space 
for 11,120 items. 


During the past years, thousands of retail hard- 
ware dealers and wholesalers have used mil- 
lions of HARDWARE AGE Inventory Sheets be- 
cause they found them simple, convenient and 
handy to use. This new form is the best ever— 



































Actual size of sheets 934 by 12 inches 
over all; writing area 8, x I1!/, 
inches. Sheets printed on both sides, 
of good white bond paper, with 28 entry 
lines on each side. Price $1.00 for 200 
sheets (400 pages) plus 25¢ mailing 
charge. 


Simplify Your Stock Taking with the WHITE 
CONDENSED HARDWARE AGE INVENTORY FORM 


it's even more simple, more convenient and 
easier to use. Our entire effort was directed to- 
ward making your annual inventory taking an 
easier and surer undertaking. 


These new HARDWARE AGE Inventory Sheets 
will fit the HARDWARE AGE Inventory Sheet 
Binders which are used by thousands of dealers 
who reorder their HARDWARE AGE Inventory 
Sheets year in and year out. 


Due to the exceptional low price at which 
these sheets are sold and which applies to the 
United States and its possessions only, please 
have your money order or check accompany 
your order. Use the coupon below to order 
your supply today and make your inventory 
taking this year easier and surer with these 
sheets. 


eaccncneccccccccccccccccncseeeso USE THIS COUPON ..........---2c2eccceecneeesenee 


HARDWARE AGE, 


239 West 39th Street, New York, N. Y. 


Gentlemen: 


Here is my $ 


25c mailing charge). Also send me.. 


ADDRESS 


Please send me.. 


DECEMBER 2, 1937 


_....Binders (50c each). 


Send these to me by return mail. 


ee ee ee ee ee ee ee ee ee ee ee 


hundred white HARDWARE AGE Inventory Sheets (200 for $1.00, plus 








ONLY A 
BRUSH THAT 
IS TRADE MARKED 


RUBBERSET =~ 


(rrave marx) 


IS A GENUINE 
RUBBERSET 
BRUSH 








Wherever there are pictures 
to hang... you'll || 
find a buyer for... | A 


MOORE Pushless Hangers 


Each home, office, store and factory in your town can 
use a dozen or more MOORE Pushless Hangers and an 
equal number of MOORE Push-Pins .. . a need that 
national ac dvertising i is increasing daily. Just a reminder 
is all that is required to bring this need to cus- 
tomers’ minds. Nothing so effectively does this as 

the attractive cabinet shown here. Your jobber 

will send you one free with an assortment ot 

72 packets. Order today. 


MOORE PUSH-PIN CO. 


a of MOORE Push-Pins 
MOORE Pushless Hangers 
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MANUFACTURING CO. PITTSBURGH,PA. 





DESIGNERS «avd MANUFACTURERS of BUILDERS HARDWARE 











113- 195 Berkley St., Phila. Pa. 














ror Greater 


y Security ano 
PROFIT 


The ILCO trademark is the sign 

of security. It means the finest 

in materials and workmanship. 
wae Padlocks, Night Latches, Door Closers, 
y Key Blanks and Key Cutting Machines. 


INDEPENDENT LOCK CO. 
FITCHBURG, MASS., U. S. A. 


The Symbol 
of Supreme Lock Protection 


Branches in All Principal Cities 














Genuit°NQMES ¥ SILENCE 
SLIDE SILENTLY - SOFTLY- SMOOTHLY 


40c SET - 10c SET - 10c SET SAVE FURNITURE 
; aa & FLOORS-CREATE QUIET 


Name ‘Domes of Silence'’ 
on each genuine Glide. 








Domes of Silence 
Rubber Cushion Glides 
For Tile, Marble, Cement and Bathroom Floors. 


Noiseless. Sizes for metal beds, wood beds, large 
chairs and all furniture. 








Ask your Jobber. If he is not supplied write to 


DOMES of SILENCE, Inc., 35 Pearl St., N.Y. C. 
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FOR THE IMPROVED STILLSON 


Cone-coil safety 

springs are tucked 

away inside the housing. 

That's why so many users 

are immediate customers for the IMPROVED 
Stillson when they see it. 





Jour sobber about the IMPROVED Stilisen. i od 
THE RIDGE TOOL CO. 


ELYRIA, OHIO, U. S. A. 


HARDWARE AGE 





OIL 
RANGES 


Top-Speed 
BURNERS 


ab 





SAVE TIME 
& FUEL 











MODEL A99VD 


One of the 30 NEW MOD- 
ELS in the BOSS 1938 Line 


EXTRA VALUE for customers 


EXTRA PROFITS for YOU! 


The BOSS Line gives you everything — outstanding Beauty... 
Advanced Features . . . Cooking Speed ... Sanitation . . . Efficiency 
«the Famous BOSS Quality ... above all, the unmatched BOSS 
VALUE. You can make better profits with BOSS. Send for Catalog. 
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THE HUENEFELD COMPANY... CINCINNATI, OHIO 


DECEMBER 2, 1937 














1843- St,p.eiGy’s METY-FOUR YEARS OF HONORABLE SERVICE~1957 


as Sa 
Ree 9 ’ 
: 











“DIAMOND EDPGE.IS A QUALITY PLEDGE” 


fREO 








Shapleigh National Series No. 2129 
HARDWARE AGI 





